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Makes a better impression! 


Webster's new improv ed NONTACK PENCIL 
CARBON PAPER makes a Jefter impression. 
Demonstrate and sell its sharp, clean-cut copies 

. the unusual brilliance of its bright blue 
color... its clear, smudge-free results which 
make detailed figure work so much easier on 


the eves 


NONTACK is more economical. You can 
guarantee it to produce more copies than any 


other carbon of equal weight. Fifty good copies 
can be made from the 10 |b. weight, and up to 


100 copies from the 15 Ib. weight. 


NONTACK is available in three weights 
4 lb. (for manifolding), 10 Ib. and 15 Ib. It 


is stocked in all standard sizes. 


NONTACK is produced by the makers of 
che famous Micrometric and MultiKopy Carbon 
Paper...the new MultiKopy Typewriter Rib- 
bon—a finer, cleaner ribbon for the best ‘front 
office’ work . . . the steady-selling Star Brand 


Ribbon. 
NONTACK demonstrates itself, and sells 


on demonstration. Ask our Service Representa- 
tive about NONTACK or write direct to 


F.S. WEBSTER COMPANY 


13 Amherst Street, Cambridge 42, Mass. 








{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


[No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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Foreign — one year, $3.00; 
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ders, or in American postage 
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by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
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ceived before the fifteenth 
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delivery of next issue at 
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{CONTRIBUTIONS are in- 
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interest to this trade. All 
accepted manuscripts will be 
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of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers. 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
bli . : z 
obligation. 
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rief & Zipper Cases ip Boards ( | ark velope 101 
ashe aad a A Og Bee ee ee gy ae quality Park Envelope ( ate Gummed Cloth Rinas 
i k, Frank, Co 121 \ i » Board File Wilson Jones Cc D : Mr Cc 123 
ennison JDifg. ompany....... a © 
Business Forms Coin Bags, Trays & Wrappers Envelopes, Celluloid Graff, Geo. B., Co 141 
Assoc. Statnrs. Supply Co 155 Art Steel Sales Corp 122 Aigner, G. J., Co 131 Warshaw Mfg. Co 
Reynolds & Reynolds Co., The 145 Downey, €. L. Ce Z 15h Markilo Co 159 Continued on page 6) 
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THE CLASSIFICATIONS 
(Continued from page 5) 


Gummed Tape 
Dennison Mfg. Company . 123 


Gummed Tape Sealing Machines 
Metal Specialties Mfg. Co 150 


Honor Rolls 
U. 8. Bronze Sign Co 158 


Index Card Signals 


Cook, H. C. Co 154 
Graff, Geo. B., Co 141 
Victor Safe & Equip. Co 114 
index Tabs 
Aigner, G. J Co. 131 
Amberg File & Index Co 115 
Barkley, C. L., & Co 124 
Globe-Wernicke Co., The 68, 69 
Guide System & Supply Co........ 98 
Markilo Co 159 
Shaw-Walker Co 59, 60, 61, 62 
Sheppard, The C. E. Co j 157 
Speed Products Co. 93 
Victor Safe & Equip. Co 4 114 
Inks (Writing), Adhesives, Ete. 
Carter's Ink Company 113 
Dennison Mfg. Company... 123 
Higgins Ink Company 149 
Kemprene Products Co. 91 
Parker Pen Co 65 
Rivet-O Mfg. Co 156 
Stewart, R. A., & Co. 148 
Inkstands 
Sengbusch Self Cl. Inkst’d Co 148 
Labels 
Imperial Methods Co 7 145 
Oxford Filing Supply Co 129 
Warshaw Mfg. Co 152 
Ladders, Library, Store & Vault 
Cotterman, I. D 159 


Leads for Mechanical Pencils 


Faber, A. W., Inc... 85 
Kahn, David, Ine . -- 90 
Rite-Rite Mfg. Co. wee | 
Sheaffer, W. A., Pen Co : . 41 
Leather Goods 
Mashek, Frank, Co 121 
Leather Upholstered Furniture 
Bright Chair Co. ; eiaieatakepiescaee 
Ehrlich Upholstery Works igen 
Gunlocke, The W. H. Chair Co.....136 
Jasper Chair Co. 118 
New Indiana Chair Co. ; 64 


Letter Trays (See Desk Trays) 
Library Equipment 


All-Steel-Equip Co 71 
Art Metal Construction Co. hins en 
Art Steel Sales Corp. : a 
Corry-Jamestown Mfg. Corp... 125 


General Fireproofing Co., The....44, 45 
Globe-Wernicke Co., The 68, 69 
Peerless Steel Equip. Co. 146 
Security Steel Equipment Corp.....107 
Shaw-Walker Co. 59, 60, 61, 62 


Yawman and Erbe Mfg. Co...........112 
Lockers and Storage Cabinets 
All-Steel-Equip Co. 71 
Anderson-Hickey Co eee} | 
Art Metal Construction Co 51 
Art Steel Sales Corp. 122 
Browne-Morse Co. 117 
Corry-Jamestown Mfg. Corp. 125 


General Fireproofing Co., The....44, 45 
Globe-Wernicke Co., The 68, 69 
New England Woodworking Co....... 83 
Security Steel Equipment Corp......107 
Shaw-Walker Co 59, 60, 61, 62 


Yawman and Erbe Mfg. Co. 112 
Loose Leaf Books & Systems 
Amberg File & Index Co 115 
Boorum & Pease Co 5 39 
National Blank Book Co oo 158 
Sheppard, The ©. E., Co ---. 157 
Wilson Jones Co 35 
Loose Leaf Sheet Covers, Celluloid 
Aigner, G. J., Co 131 
Markilo Co wovceel OO 
Wilson Jones Co . 35 


Loose Leaf Metals and Devices 
Sheppard, The C. E. Co 57 


Wilson Jones Co 35 
Mail Distributors 

Globe-Wernicke Co., The 68, 69 

Victor Safe & Equip. Co 114 
Map Tacks 

Graff, Geo. B. Co 141 
Maps 

Cram, The George F. Co 152 
Matched Office Suites 

Art Metal Construction Co 51 

General Fireproofing Co., The....44, 45 

Globe-Wernicke Co., The 68, 69 

Leopold Co eee | i | 

Royal Metal Mfg. Co 156 

Shaw-Walker Co 59, 60, 61, 62 

Sloane, W. & J 119 


Memorandum Books 


Boorum & Pease Co 39 

National Blank Book Co 158 

Rockwell-Barnes Co 43 

Wilson Jones Co 35 
Memorandum Devices 

Finch & MeCullouch 152 
Mending Tape 

Warshaw Mfg. Co 152 
Metal Badges, Checks, Tokens, Ete. 

Dayton Stencil Works 158 

Meyer & Wenthe, Inc 141 
Moisteners 

Metal Specialties Mfg. Co 150 

Rivet-O Mfg. Co. 15¢ 

Sengbusch Self Cl. Inkst’d Co. 148 


Numbering Machines 
Roberts Numbering Mach. Co 154 


Office Partitions and Railings 


Globe-Wernicke Co., The 68, 69 
Office Printing Outfits 

Fulton Specialty Co 144 
Pads, Figuring 

Boorum & Pease Co 39 

National Blank Book Co 158 

Rockwell-Barnes Co 413 

Wilson Jones Co. 35 
Paper 

Amer. Writing Paper Corp 140 

Eaton Paper Corp be 153 

Rockwell-Barnes Co. - 13 
Paper Clamps 

Acco Products, Ine 135 

Autmte. Pencil Sharpener Co. 147 
Paper Clips 

Acco Products, Inc 135 

Cook, H. C., Co 154 

Graff, Geo. B., Co 141 

Vail Manufacturing Co . 81 


Paper Fastening Machines 


Ace Fastener Corp 138 
Autmtc. Pencil Sharpener Co 147 
Markwell Mfg. Co 104 
Speed Products Co 93 
Victor Safe & Equip. Co 114 


Paste (See Inks, Adhesives, Ete 
Pencil Sharpeners 


Autmtc. Pencil Sharpener Co 147 
Pencils, Mechanical 

Parker Pen Co. .. 65 

Rite-Rite Mfg. Co 157 


Sheaffer, W. A., Pen Co 41 


Pencils, Paper Wound 
Blaisdell Pencil Company 155 
Pencils, Wood Cased Lead 
Blaisdell Pencil Company 155 
Faber, A. W., Inc 85 
Staedtler, J. S., Inc : 158 
Swan Pencil Co., Ine setae aa 


Pens, Steel 


Sengbusch Self Cl. Inkst’d Co 148 


Pins and Pin Containers 


Vail Mfg. Co q 81 
Platens, Typewriter 

Amer. Writing Machine Stores 74 

Ames Supply Co. 63 
Presentation Covers 

Amberg File & Index Co 115 

Oxford Filing Supply Co 129 


Price & Sign Markers 


Fulton Specialty Co 144 
Stewart, R. A., & Co --..148 
Superior Type Co 148 
Printing, Lithographing, ete. 
Reynolds & Reynolds Co..................145 
Publishers 
British Stationery Exporter 151, 159 
Punches 
Acco Products, Ine ; 135 
Boorum & Pease Co., The 39 
Globe-Wernicke Co., The 68, 69 
Metal Specialties Mfg. Co 150 
National Blank Book Co 158 
Wilson Jones Co 35 
Ribbons and Carbons 
Allen & Co 142 
Allied Carb. & Rib. Mfg. Corp.... 106 
Amer. Writing Machine Stores 7 
Ames Supply Co 63 
Buckeye Ribbon & Carbon Co. 141 
Cameron Mfg. Co a9 
Carter's Ink Company 113 
Codo Mfg. Corp 11 
Columbia R. & C. Mfg. Co. 19 
Little, A. P., Ine 150 
Manifold Supplies Co 31 
Mittag & Volger, In 57 
Old Town Rib. & Car. Co 53 
Pacific Car. & Rib. Mfg. Co 127 
Peerless Imperial Co 67 
*hilips Process Co 53 
Regal Typewriter Co 57 
Royal Typewriter Co Ine 37 
Storms, H. M., Co 149 


Underwood Elliott Fisher Sack Cover 


U. S. Typewriter Ribbon Mfg. Co...145 
Waters & Waters Branch a ee 
Webster, F. S., Co 2 


Rubber Bands 


Faber, A. W., Inc 85 
Rubber Stamps 
Meyer & Wenthe, Inc 141 
Stewart, R. A., & Co 148 
Superior Type Co. 148 
Rubber Type 
Fulton Specialty Co 144 
Stewart, R. A & Co 148 
Superior Type Co 148 
Safes 
Art Metal Construction €< 51 
Brush-Punnett Co. ...........0....-000+-e-00----1 41 
Diebold, Inc 108 
General Fireproofing Co., The....44, 45 
Globe-Wernicke Co., The 68, 69 
Meilink Steel Safe Co 110 
Security Steel Equipment Corp 107 
Shaw-Walker Co 59, 60, 61, 62 
Victor Safe & Equip. Co 114 
Yawman and Erbe Mfg. Co 112 
Scrapbooks 
Globe-Wernicke Co., The 68, 69 
Wilson Jones Co 35 
Secretary Desks 
Art Metal Construction Co 51 
General Fireproofing Co., The....44, 45 
Globe-Wernicke Co., The 68, 69 
Peerless Steel Equip. Co 146 
Shaw-Walker Co 59, 60, 61, 62 
Wabash Filing Supplies, Ine 120 
Shelving 
All-Steel-Equip Co 71 
Art Metal Construction Co 51 
Browne-Morse Co 117 
Corry-Jamestown Mfg. Co 125 
General Fireproofing Co., The....44, 45 
Globe-Wernicke Co., The 68, 69 


Equipment Corp.....107 
59, 60, 61, 62 


Security Steel 
Shaw-Walker Co 


Slide Rules 


Post, Frederick, Co 87 
Reinke, Harold, Assoc 156 
Stamp Pads 
Carter’s Ink Company 113 
Fulton Specialty Co 144 
Meyer & Wenthe, Inc Ramis | 
Phillips Process Co...... 153 
Rivet-O Mfg. Co 156 
Rockwell Barnes Co. * 43 
Stewart, R. A., & Co 148 
Superior Type Co pe 148 
Victor Safe & Equip. Co 114 
Stands for Office Machines 
All-Steel-Equip Co 71 
Ames Supply Co : 63 
Anderson-Hickey Co. ES i 
Art Steel Sales Corp ; 122 
General Fireproofing Co., The....44, 45 
Globe-Wernicke Co., The 68, 65 
Peerless Steel Equip. Co 146i 
Sturgis Posture Chair Co.......... 5s 
Wells Office Furniture Co 94, 95 
Staple Extractors 
Ace Fastener Corp ..138 
Metal Specialties Mfg. Co ....150 
Staples and Stapling Machines 
Ace Fastener Corp 138 
Markwell Mfg. Co 3 ee 
Speed Products Corp n 93 
Vail Manufacturing Co........ usd 
Stationery 
Assoc. Statnrs. Sunnly Co 2008 OD 
Reynolds & Reynolds Co....................- 145 
Stencils, Brass 
Dayton Stencil Works 158 
Stenographers’ Note Books 
National Blank Book Co 158 
Rockwell-Barnes Co . 43 
Stools 
Wells Office Furniture Co 94, 95 
Storage and Transfer Cases 
All-Steel-Equip Co 71 
Amberg File & Index Co 115 
Art Metal Construction Co 51 
Art Steel Sales Corp 122 
Bankers Box Co. 138, 139 
Barkley, C. L., & Co 124 
Browne-Morse Co 117 
Cole Steel Equipment Co : 72 
Corry-Jamestown Mfg. Corp 125 


General Fireproofing Co., The....44, 45 


Globe-Wernicke Co., The 68, 69 
Guide System & Supply Co a we 
Imperial Methods Co. 145 
Peerless Steel Equip. Co ....146 
Pronto File Corp . 86 
Rockwell-Barnes Co . 43 
Security Steel Equipm. Corp 107 


Shaw-Walker Co. 9, 60, 61, 62 
Wagemaker Co. 144 
Yawman and Erbe Mfg. Co 112 


Store Fixtures and Equipment 
All-Steel-Equip Co 71 


Strong Boxes, Fire Protected 
Diebold, Ine ee 
Meilink Steel Safe Co 110 
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Tables 


Art Metal Construction Co. 51 
Browne-Morse Co. : 117 
Corry-Jamestown Mfg. Corp... 125 
General Fireproofing Co., The....44, 45 
Globe-Wernicke Co., The..... 58, 69 
Mutschler Bros. Co aia 146 
Peerless Steel Equip. Co.... ame | 
St. Johns Table Co 151 


Equipment Corp.....107 
59, 60, 61, 62 


Security Steel 
Shaw-Walker Co 


Victor Safe & Equip. Co 114 

Wells Office Furniture Co. 94, 95 
Tags 

Dennison Mfg. Company................ 123 


Tax Record Books & Systems 
Commonwealth Publishing Co 157 


Telephone Accessories 
Victor Safe & Equip. Co 114 


Telephone Stands 
Art Metal Construction Co 


122 


Art Steel Sales Corp 

General Fireproofing Co., The....44, 45 
Globe-Wernicke Co., The 68, 69 
Peerless Steel Equip. Co ima 
Shaw-Walker Co. 59, 60, 61, 62 
Yawman and Erbe Mfg. Co 112 


Thumb Tacks 
Graff, Geo. B., Co 141 


Ticket Holders 
Aigner, G. J., Co 
Vail Manufacturing 





‘o 


Trimming Boards 


Amer. Photo Laboratories we 42 
Photo Materials Co 144 
Precise Developments Co 142 
Tying Bands & Devices 
Rochester Wire-O-Bindg. Co 158 
Type, Typewriter 
Amer. Writing Machine Stores 74 
Ames Supply Co. = . 63 
Typewriter Cleaning Material 
Amer. Writing Machine Stores 74 
Ames Supply Co. cs avee OS 
Bainbridge, Kimpton & Haupt 100, 
Cardinell Corp. ; 16 
Clarotype Co. : Renee | | 
Mittag & Volger, Inc ee 
Red Feather Products, Ltd. ooo 
Regal Typewriter Co. oe 157 
Rivet-O Mfg. Co sdadttiersein 156 
Webster, 3B. &., Co. .....cccc0 re | 
Typewriter Cushion Keys 
Amer. Writing Machine Stores 74 
Ames Supply Co hs 638 
Peerless Imperial Co. acoiiasants GPL 
Speed Key Mfg. Co einvsiesenlidis 158 
Speed Products Co. biceoeieta 93 


Typewriter Cushion Knobs and Bases 
Amer. Writing Machine Stores 7 
Ames Supply Co SRaasc neon ae 
Peerless Imperial Co. 6 


Typewriter Parts and Tools 
Amer. Writing Machine Stores 74 
Ames Supply Co. : . 68 


Typewriter Tables 
(See Stands for Office Machines) 


Typewriters, Mfrs. of 


Royal Typewriter Co.. , 37 
Smith, L. C., & Corona Type- 


writers 33 
Underwood Elliott Fisher....Back Cover 


Typewriters, Rebuilt and Used 
Amer. Writing Machine Stores...... 74 
Morse, J. 8S. 

Regal Typewriter Co 





Visible Systems Equipment 


Acme Visible Records, Inc es 99 
Aigner, G. J., Co .. idignasasanee 
Art Metal Construction Co..... 51 
Boorum & Pease Co sceeee w- 39 
Diebold, Ine ..108 
Globe-Wernicke Co., The 68, 69 
National Blank Book Co..... 158 
Postindex Visible Records..... 51 
Shaw-Walker Co 59, 60, 61, 62 
Sheppard, The C. E., Co.... soos 57 
Victor Safe & Equip. Co moe | 
Wilson Jones Co. we BD 
Yawman and Erbe Mfg. Co. 112 
Wardrobe Racks 
New England Woodworking Co 83 
Vogel-Peterson Co . 150 


Waste Baskets 
Art Steel Sales Corp 
Cole Steel Equipment Co. 
Corry-Jamestown Mfg. Co 
General Fireproofing Co., The 
Globe-Wernicke Co., The........ 
Peerless Steel Equip. Co... 146 


Shaw-Walker Co...............59, 60, 61, 62 








Wholesale Stationery 
Associated Stationers Supply Co.....155 
Bainbridge, Kimpton & Haupt, 


Ine ..100 
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| WANTS A 


) tOR SALE 


The rate for classified advertisements is ten cents a word, minimum charge $2.00. 


SITUATIONS WANTED 
SALES, SALES PROMOTION, ADVERTISING. Executive, with thorough knowl- 


edge of deaier distribution and wide acquaintance derived from twenty years 
of experience in the office equipment industry. Well qualified in all phases of 
sales, sales promotion and advertising. Familiar with administrative and manu- 
facturing practices. Pleasing personality and good appearance. Practical 
thinker and energetic worker. Now employed but looking for new opportunity 
with national manufacturer. Confidential. Address H-95, care Office Appliances, 
Chicago 6. 


PROFESSIONAL REPRESENTATION open to manufacturer only, to build prestige 
sales in Denver District in_ preparation for peace period expansion. Lifetime 
experience in Dealer and Direct Sales covering public buildings to smallest 
offices. Work based on personal surveys, proposals accompanied by personally 
made drawings that have made sure fire sales in the past. Employed now in 
accounting in one of West's largest institutions. Unimpeachable record, draft 
exempt and vigorous health. Address H-98, care Office Appliances, Chicago 6. 


SALES EXECUTIVE; 15 years of experience in Office Equipment, supplies and 
machine business. Operated own business past 12 years. Age 39, married, two 
children. Have new automobile. College graduate, good personality. Desire 
immediate connection with future. Address H-97, care Office Appliances, 
Chicago 6. 


SALES PRODUCER with long, successful record in typewriters, adding ma- 
chines, calculators and related lines, is open for connection as sales executive 
for manufacturer or jobber. Will consider management of retail business. 
Well known to and has done business with all important distributors from 
coast to coast. Top references. Address H-100, care Office Appliances, Chicago. 


both in retail and wholesale stationery 


YOUNG MAN with 35 years’ experience 
z references. Address 


and office @upplies, inside position. Can give excellent 
H-99, care Office Appliances, Chicago 6. 


SALESMEN WANTED 


OFFICE SUPPLY AND EQUIPMENT SALESMEN to train for advancement to 
Division Managers calling on dealer trade only. Must be experienced and draft 
exempt or World War If Veteran. Write your qualifications, experience and 
remuneration desired to the Jack C. Kern Company, 9th Floor, 1700 Commerce 
Street, Dallas 1, Texas. All replies confidential. 


AAA-1 MANUFACTURER of most complete, fine quality line of hectograph and 
spirit duplicating materials, printed forms and supplies, inked ribbons, carbon 
papers, ete., has territory openings for steady, reliable type of salesmen who 
ire workers. New exclusive products have created an unusual opportunity for 
able representatives. Permanent post war employment. Opportunity for excel- 
lent earnings. Salary and expenses paid. See display ad in this magazine. 
Write Old Town Ribbon & Carbon Co., Inc., 750 Pacific Street, Brooklyn 17,N.Y. 


OFFICE SUPPLIES SALESMEN and SALESWOMEN. We have several attractive 
sales openings in our Stores, Outside Territories and Phone Order Department 
for men and women who are interested in making a successful career in the 
business with a future.’’ There are many increasingly good opportunities for 
advancement to well-paid supervisory and managerial positions. Ambitious and 
capable men and women with some office supplies experience are invited to 
write or come in for an interview. HORDER’S, INCORPORATED, ‘“‘The House 
with a Good Future,’’ 231 So. Jefferson St., Chicago 6. 


WELL-KNOWN MANUFACTURER has opening for salesman to travel larger 
cities of a large territory to promote dealer business and train and work with 
dealers’ salesmen. This position requires a man experienced in selling who will 
readily understand systems applications for record keeping. Send particulars to 
W-218, care Office Appliances, Chicago. 


WANTED EXPERIENCED STATIONERY MAN for Store. Salary to start $60.00 
i week, State age, exnerience and references. This is a permanent position. 
Address W-220, care Office Appliances, Chicago 6. 


MECHANICS WANTED 


MEC HANIC Ww ANTED to weuk in Miami, Florida. We will pay top salary for 
good mechanic. Excellent working conditions. In answering give full particu- 
lars. This is a permanent position with Company who has been in business in 
Miami for 20 years and has leading new machine agencies, AH answers treated 
confidenttally. Answer W-221, care Office Appliances, Chicago 6. 


ELLIOTT FISHER MECHANIC, permanent. Excellent salary. Write for details, 
state age and experience. Ww. J. Crowley Company, 152 W. Wisconsin Ave., 


Milwaukee 3, Wisconsin. 


TYPEWRITER AND ADDING MACHINE Mechanic. Good chance ree enpestanend 
man in California’s ide: ul home city. Salary and bonus. Write Mr. I. A. Cleve- 
land, 735 Broadway, San Diego 1, California. 


TYPEWRITER ANI OFFICE MACHINE MECHANIC. &75.00 per week and bonus, 
permanent. Lamont Office Equipment Co., 1544 Broadway, Detroit 26, Mich. 
TYPEWRITER MECHANIC—aAIll makes preferred. Permanent, nee oalary. In 
i small citv, not overcrowded. Living costs reasonable. Standard Typewriter 
Co., Danville, Tl. 


BUSINESS MACHINES MECHANIC, $50 per week guaranteed. Possible to 
make more. Muncie Typewriter Exchange, Muncie, Indiana. 


WANTED—Ovombination Typewriter and Adding Mechanic. Permanent position. 
Good salary. Peter Paul Mechanical Service, 330 S. Wells St., Chicago 6, 
Illinois. 


CASH REGISTER MAN WANTED eeu 


WANTED ELDERLY EX-CASH REGISTER MAN as consultant in Special Parts 
Department. Easy work, good pay. Chicago Cash Register Parts Company, 
2810 Addison St., Chicago 18. 


REPRESENTATIVES AVAILABLE 


WANTED—Good line to represent in Canada or Western Canada; experienced 
and can offer good coverage; recently discharged Royal Canadian Air Force 
11/4. years active service. Full particulars, salary, ete. C. W. Ferguson, 394 
Banning St., Winnipeg, Canada. 

EXPERIENCE? SALESMAN with following. selling stationery to jobbers, chain, 
department, drug, gift, stationery stores in California, desires additional line. 
Commission basis. Address H-96, care Office Appliances, Chicago 6. 


MOHD. NOUR SALAH JAMJOOM & BROS. General Merchants & Commission 
Agents, Jeddah, Hijaz, Saudia Arabia. Let us represent you in Saudia Arabia. 


PATENTS 


PATENTS AVAILABLE to manufacturer for various paper handling devices. 
Owner will accept position to promote the sales and royalty or sell some out- 
right. Address W-215, care Office Appliances, Chicago 6 


OFFICE APPLIANCES, August, 1944 


REPRESENTATIVES WANTED 


MANUFACTURER OF STRIKING NOVELTY, indispensable for stationery and 
shipping room supply houses, is open for commission salesmen for West Vir- 
ginia, Wisconsin, Wyoming, Indiana, Kansas, North and South Dakota, Missouri, 
Minnesota. Only men of highest integrity who can prove past results, Write 
full particulars to W-219, care Office Appliances, 100 E. 42d St., New York 17. 
Answers will be treated in strictest contidence. 


SALESMEN to sell chair cushions to office furniture and stationery dealers. 
Must have good following. Commission basis. All territories open, including 
New York City. Write Standard Fabrics C ompany, 76 Reade Street, New York 7. 


RETAIL BUSINESS FOR SALE 


FOR SALE, well established and prosperous commercial stationery and printing 
business located in north central state. Exclusive agencies filing equipment and 
supplies, loose leaf, furniture and duplicator. Owner’s health Pat reason for 
selling. Address W-217, care Office Appliances, Chicago 6. 


WELL ESTABLISHED STATIONERY, office equipment, and many other lines. 
Owners quitting. Lease to suit purchasers, low rent. In Southern Arziona. 
Address W-222, care Office Appliances, Chicago 6. 


WANT TO BUY RETAIL BUSINESS 


FINANCIALLY RESPONSIBLE INDIVIDUAL desires to purchase established re- 
pene stationery business in New York State or New England...Address W-214, 
care Office Appliane es, Chicago 6. 


TRADE SCHOOLS 


WEBER TYPEWRITER MECHANICS SCHOOL. A simplified Practical Homestudy 
Course. Our students now operating their own business. Division 2, Holly- 
wood 27, Calif. 


FOUNTAIN PEN REPAIRING a 


WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, etc 
Repaired at standard prices. We especially feature ‘‘CONKLIN,’’ SWAN, 
WATERMAN, WAHL, PARKER, WELTY, SHEAFFER, MOORE, etc., but can 
repair all other makes. We feature Gold Pen Points and Repairing. Mail all 
makes to.ONE place for better service. ASK ABOUT NEW WELTY PENS, $1.50 
be $10.00 LIST. Welty Pen and Repair Co. (Est. 1904), 38 So. State St., 
thicago 3. 


STATIC TINSEL 


ELIMINATE STATIC on duplicating and folding machines, use and sell copper 
core static tinsel. $1.75 per 12 yard roll. Dealers wanted. Louis Gould, 1345 
S. Kolin Ave., Chicago 23, Illinois. 


ADDING MACHINE PARTS, TYPE, ETC. 


LARGE STOCKS of new and used *Adding and Calculating Machine Parts avail- 
able. Quotations furnished on specific parts upon request. I. A. Dehn, Jr., 1643 
101st Ave., Oakland, Calif. 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding-Calculating Machines, 
Dictaphones, Ediphones, bought and sold. Chicago Office Appliance Co., 529 S. 
Wells St., Chicago 7. 

ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burvoushe and 
Monroe Calculators, Typewriters and all office machines bought and sold. 
Teeter-Warsh Co., 849 N. 3d St., Milwaukee 3, Wis. 

BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, Comptom- 
eters, all makes calculators bought and sold. Dorrell-Markel, 93 S. 11th, 
Minneapolis, Minn. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting Machines, 
and everything in the office machinery line. State model, serial number and we 
will quote highest cash prices. International Office Appliances, Inc., 326 
Broadway, New York City. 





BURROUGHS—Duplexes, Moon Hopkins, Bookkeeping Machines, Kardex. All 
types office machines bought and sold. Fort Pitt Typewriter Co., 644 Liberty 
Ave., Pittsburgh, Pa. 
ELLIOTT-FISHER machines, calculating machines, adding machines—ell. office 
equipment, bought and sold. W. J. Crowley Company, 434 Caswell Bldg.. 
Milwaukee 3, Wis. 


BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We buy, sell, repair, rebuild. 
Comprehensive service for dealers. Adding and Bookkeeping Service Co., 210 
W. 8th Street, Kansas City 6, Missouri. 





WANTED Rebuilt Burroughs Poster Model 231,302. Must be guaranteed. “State 
price at destination. Address W-216, care Office Appliances, Chicago 6. 





ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, Folders, 
Typewriters, Adding Machines. Write for FREE Money Making Circular. Pruitt 
Office Machines, 527 Pruitt Bldg., Chicago 10. 





QUANTITY of Monroe and Marchant Calculators, hand and electric, rough, 
complete. Inquiries solicited on all types of other mac hines. American Busi- 
ness Machines, 135 Grand St., New York 13, N. Y 
DICTAPHONES—EDIPHONES—Foremost specialists in rebuilding, sales and 
purchases of dictating equipment. se 36 for catalog. American Dictating 
Machine Co., 235 Fifth Ave., New York, Y 

KARDEX, ACME, all makes used visible filing equipment. Thousands of recon- 
ditioned cabinets, panels, books, always on hand. Special service and prices 
to dealers for purchase or sale. Get our quotations. Chas. S. Nathan, Inc., 
548 Broadway, New York. 

GUARANTEED REBUILTS, KARDEX, other visible systems, attractively refin- 
ished, thoroughly rebuilt for years of additional service, moderately priced. 
Used equipment also bought and exchanged. Universal Office Equipment Co., 
561 Broadway, New York, N. Y. 

KARDEX, ACME, POSTINDEX, etc., visible filing equipment of. all types ‘bought 
and sold. We specialize in this field and offer full co-oneration to dealers. 
Commercial Card System, 135 Grand St., New York 13, N. Y. 

ACME (Insite) 8x5——-14 and 23 drawer units, also 6x4 and 5x3 size. 
Quantity of McCasky Production Panels. Commercial Card System Co., 135 
Grand St., New York 13, N. Y. 

MULTIGRAPH RIBBONS—and other inked ribbons, re-manufactured, also silk 
ribbons. New ribbons of all kinds in the reel. Dealer proposition. Lewis, 
41 3 West State, Milwaukee. 


TU B DESKS—6 Compartments for 5x8 cards, oak, perfect condition. Have 
two of these. Full information, if interested. Perdue Office Furniture Company, 
Jacksonville 2, Fla. 











PATENTS 


Copies of patents shown here 
from the Commissioner of Patents, 
D. C., for ten cents each in cash, 
money orders or certified check. Stamps 
personal checks not accepted. 


can be obtained 
Washington, 
postoffice 
and 


2,351,610. Combined Cabinet, Desk and Table. Wil 








liam A. Hamberg, United States Army, Uklahoma City, 
Okia. Application November 4, 1942, Serial No. 464,501 
Gra d June 20, 1944, 

2, 696 Stencil and Stencil Backing. Wallace 
Hunter Nichols, Port Washington, Y assignor to 


Rodic Rubber Corporation, Garwood, N. J., a corpor ation 





of Delaware. (No arawing.) Application March 5, 
1940, Serial No. 322,347. Granted June 20, 1944 
2,351,837. Escapement Mechanism for Typewriters. 

Giuseppe Prezioso, Yverdon, Switzerland, assignor to 


Cie S. A., \Lverdon, Switzerland, a cor 
Application August i, 1941 
June 20, 1944 


Arthur J. Leven 


EK. Paillard et 
poration of Switzerland 
Serial No. 405,875. Granted 
Method of Duplicating. 


2.351.863 


hagen and William J. Champion, Chicago, IL., assignors 
to Ditto, Incoiporated, Chicago, Il a corporation of 
West Virginia Application April 25 $42, Serial No 
140, 1. Granted June 20, 1944 





typewriting-Calculating Machine. Robert 


2,351,896 


Anschutz, Zella-Mehlis, Germany; vested in the lien 
lvroperty (ustodian Application November 21, 1938 
Serial No. 241,672. Granted June 20, 1944 

2 352.004 _ Pristing-Caleutating Machine. August 
Frie drich Po Zella-Mehlis, Germany; vested in the 


Alien Pro perty Custodian Application October 30, 1940, 
3,552. Granted June 20, 1944 
Calculating and Printing Machine. Clyde 
Hopkinsville, Ky., assignor to Addressograpt 
Multigraph Corporation, Cleveland, Ohio, a corporation 
of Delaware Application October 25, 1939, Serial 
OO 786 Granted June 20, 1944 

352,150. Tape Dispensing Apparatus and Moistening 
ihn Therefor. Trevor R. Gautier, Nashua, N. H., as- 
signor to Nashua Gummed and Coated Paper Company 


Serial Ne 
2 259 Q9T 


Smith 





Nashua, N. H., a corporation of Massachusetts. Appli 
ation July 20, 194 Serial No. 495,456. Granted June 
20, 1944 


Ferry, Ilion, N. \ as 
Buffalo, N. Y., a cor- 
May 14, 1942, Serial 


2,352,258. Sorter. 


Remington 


John 1 
Rand Inc., 
poration of Delaware Application 
No. 442,893. Granted June 27, 19 
)2,286. Caleulating Machine. David Y. 
N. Y., assignor to Remington Rand Inc 
1 corporation of Delaware. Application November 
25, 1938, Serial No. 242,345. Granted June 27, 1944 
352 Calculating Machine. Carl M. Friden 
‘alif., assignor to Friden Calculating Ma 
hin a corporation of California Application 
May 19, 1942, Serial No. 443,549. Granted 27 


signor to 


Read, New 
Buffalo 





Vleasantor 








June 27, 





140. Time Recording Mechanism. Ward Leath 
ooklyr and Hugo Panissidi, Jamaica, N. Y., 
gnors to International Business Machines Corpora 





tior York, a a corporation of New_York 
January 27 1943, Serial ( 173,724 
2 2 * Method of Preparing Newsprint Paper for 
Use as Pencil Sheaths. Kay Miller, New Brunswick, 
N. J., assignor to Joseph Dixon Crucible Company, Jer 
sey City, N. J., a corporation of New Jersey Applica 
tior January lf 1942, Serial No. 426,945 Granted 
sag 1944 


6. Visible Record Loose Leaf Binder. Adolph 

sotte Milwaukee, Wis assignor to Stationers 
Loose Leaf Company, Milwaukee, Wis., a corporation 
of Wisconsiz Application July 9, 1943, Serial No. 














13,994 nted June 27, 1944 

2,.352,7 pga anor Form Seationery. Gregson L 
Barker, Chic Ii} assignor nited Autographic 
Register (« Chicago, Ill., a corporation of Illinois. 
Application May 17, 194 Serial No. 487,259. Granted 
Jul 94 

2,352,802. Control ——_ for Postage Printing Ma- 
chines. Commodore D. Ryan and Edward P. Drake, Los 
Angeles, ( ssignors Nationa Postal Me 
Company Rochester, N. a cory of Dela- 
4 Ar ‘ i) e! ] Sel i] 2 
air July , 1944 

2,352,817 Machine for Recording and Registering 
Business Transactions Albert ( Whitme Columbu 
ol Application May 2 441, Ser Ni 94,9 
Granted July 4 44 

2,352,890 Combined | Writing Paper and Envelope 
Bertha Foremar Hat or Mont Application l 

i 42 Serial Ne } Gi Jul 1 ’ 

Bridgey 





97 ning ae 3 Device. Max 
sig? Pro 














Mi il 
Serial No. 182 ». Granted July 1 1944, 
2 Card oe bro ( ke 
Bir and I ! I y 
ss I rnationa x... re or 
New rk N \ i ork 
A\pI ition July 29 443, Seri " nted 
| - Q i 
O83 Bmerdion Machine. Robert I. Ke Val 
é Strean Y ssignor to International Business 
Machir ge New York y i corporation 
c Ne York App ition \ugt 27, 1942, Serial No 
Grat ily 1944 
09 Typewriting Machine — ird Von Re 
i Rochester Y issignor to Int ational Busi 
ness Machines C ET New York, N. - a corporg- 
f New cart. \pplicat ion June 25 942, Seria 
N 148.369 Granted July 4 i44 
2.353.177 Mechanical Pencil. Fre 1 P. Moore, Chi 
‘ Ill assignor to Eversharp, Inc Chicago, Ill., a 
rporation of Delaware Applicatic September 
142, Serial No. 458,61 Granted July 1944 
2,353,232 Punenng and Reinforcing Device. Harry 
seph Greene ar awa Kans plication November 
1940. Serial No. 364.37 Gran ited July 11, 1944 
2,353, 38 Clip and Pencil gn Ernest B. Briggs 
Th rT assignor of one irth to Gladys Jolley, 
Fl one rth to in Harris and one 
fou y Da both of Dubuque, Towa. Ap- 
pl 21, 1943, Serial No. 507,1¢ Granted 
os 
2,353,407. Typewriting Machine. Alfred G. F. Kur 
wski, Brooklyn, Y., assignor to Underwood Elliott 
Company, New York, N. Y a corporation 
Application June 26, 1941, Serial No. 399, 
rranted July 11, 1944 
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BUSINESS OPPORTUNITIES 


Wanted Abroad 


Mexico City Firm Wants Lines for Exclusive Representation...An Amer- 
ican firm of manufacturing stationers, established 14 years, with factory 
and warehouse in Mexico City, desires to act as agents and wholesale dis- 
tributors for American manufacturers. The firm maintains a complete 
sales and distributing organization, with resident sales representatives in 
principal cities and traveling salesmen covering the entire Republic. The 
following lines are sought: Fountain pens, mechanical pencils, crayons, 
wood cased pencils, erasers, writing inks, adhesives, ribbons and carbon 
papers, stapling machines and staples, : 





metal fasteners and paper clips, 
pencil sharpeners, loose leaf metals and other office specialties. 

The firm also buys on its own account and maintains a stock in its ware- 
house, assuring the trade and supplier complete distribution. Only proposi 
tions for exclusive agency and distribution, now or in the post-war period, 
will be considered. Inquiries should be addressed to Office Appliances, 600 
West Jackson Boulevard, Chicago 6, Ill 


Machines, Furniture, Supplies for British Columbia.—S. M. Rudner, who 
has owned, operated and sold two important businesses in Montreal, has 
established the National Typewriter and Office Equipment Company, tempo- 
rary address—2716 Maple Street, Vancouver, B. C. It is Mr. Rudner’s 
plan to sell various types of office machines, chairs, desks, files and other 
office lines. He made a buying trip by plane early in July, but is still 
interested in hearing from manufacturers. 


Peruvian Envoy Interested in Office and Printing Equipment and Ma- 
chinery.._Max Alfaro, president of Sanmarti & Cia, SA, and of Empresa 
Rotografica MAS, SA, ef Lima, Peru, is now located at 106 Water Street, 
New York City, where he will remain for several weeks. He has been 
delegated by the Peruvian Government to study the progress of all printing 
establishments owned by his government. He is interested in all sorts 
of office equipment and appliances, as well as printing equipment and 
machinery. 


Wanted at Home 


Line Wanted for West Coast Area.©. E. Shanks, as head of Office 
Supply Company, Ltd., and later as vice-president of Bostitch-Western, 
has disposed of his interests and is open for a new connection as sales 
igent, or will work on a jobbing basis. Will consider proposition for 
southern California alone if potential merits, for the entire state, or the 
entire West Coast section. Pioneered Ditto, Munson Stamp Pad, Wallace 
Pencil, Heyer Duplicator and others, in 11 states. Mr. Shanks has re- 
established himself under the name Western Activities, the address being 
1512 Santee Street, Los Angeles 15, Calif. 


New Enterprise Seeking Wholesale Stationer Contacts..Raymond Howe, 
at present operating an office supply and equipment business in Port Ewen, 
N. Y., has expressed his intention of opening a store in Kingston, N. Y., as 
soon as a sufficient volume of merchandise is available. He is desirous of 
establishing contact with wholesale sources of supply in New York and 
adjacent states. Interested wholesalers should communicate with Mr. Howe 
at Port Ewen, N. Y 


Providence Firm Wants Catalogues.—Bene & Company, 140-50 Pine 
Street, Providence, R.I., would like to receive catalogues, literature and 
ther information from manufacturers of desks, chairs, tables, files, lamps 
ind office appliances who wish to have their lines represented in that area 





CORPORATION REPORTS AND 
FINANCIAL NOTES 


Grand and Toy, Ltd., Toronto, Canada.—Application for listing the issued 
23,070 common shares of $10 par value of Grand & Toy, Ltd., has been 








granted, and the stock was posted for trading on the Toronto Stock Ex- 
change at the opening of business on Monday, July 
Authorized capital is 50,000 common shares of $10 par value each, of 


which 23,070 are issued. The head office is in Toronto. The transfer agent 


and registrar is the National Trust Company, Ltd.—RC 





_NEW TRADE LITERATURE 


Ever Ready Label Corporation, 141 East 25th Street, New York 10, N. Y., 





has recently issued a new catalog, ‘‘Tools of Business,’ featuring stock 
labels. The new 32-page publication is printed in color, and is designed not 
only to expedite the ordering of merchandise, but to serve as an every-day 
reference source for advertising men and mail room and shipping depart- 
ment personnel as well. More than 200,000 copies of ‘‘Tools of Business 
have come off the presses and are available to all business houses submit- 
ting requests on their letterheads. 


W. E. Kelsey, Pearl and Ford Streets, Hartford 3, Conn., retailers of office 
ind factory supplies and equipment, has just issued an attractive catalog 
of featured merchandise. Designed for convenient filing, the new publi- 
cation is a loose leaf arrangement with an eye-catching henna and black 
design printed on the catalog’s manila cover. The interior consists of 
S42 x ll-inch pages and sections prepared by the various manufacturers 
represented. Included are B. L. Marble chairs, Lyon storage and display 
equipment, Frick-Gallagher Rotabins and adjustable shelving, Victor files, 
Security Steel filing cabinets, Filex filing and card index supplies, Boorum & 
Pease binders and columnar books, Bassick casters and Speed-Mo stamp 
pads and marking equipment. 


Wells Office Furniture Company, 725-33 South La Salle Street, Chicago 5, 


Wk, has recently issued a new 16-page illustrated catalog, No. 555, 
designed to serve the trade more completely and to function as a con- 
venient guide in ordering Wells merchandise The booklet is devoted 
exclusively to office furniture and accessories. On the front cover is 
pictured the new Wells Office Furniture Building recently occupied by 
the company. Any dealer who has not yet received the new catalog 


is invited to write to the above address for his copy 


MISSING MACHINES 


Shawnee A-C Typewriter Company, 15 West Ninth Street, Shawnee, Okla. 

Underwood typewriter No. M5036371 has been reported stolen from the 
high school at Yeager, Okla. Any information relative to the whereabouts 
of this machine should be forwarded immediately to J. W. Densford. 
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OPERATING TREND SHEET AID TO BUSINESS 
ANALYSIS. Business analysis, says Fred Merish, in his 
latest accounting treatise for the busy stationer, is one 
phase of business management that can’t be by-passed 
because there’s a war on. Its purpose is to provide for 
the visualizing of operating movement in a continuous 
month-to-month flow, thus making possible a greater de- 
gree of precision control. The system, one that can be 
easily adapted to YOUR business, is outlined on page 11. 

* 

CAREFUL PLANNING TURNS OLD STOCK 
INTO CASH. Now is the time to boost your cash re- 
serves by cleaning up odds and ends of side lines and 
by moving out old inventory items which normally re- 
fuse to sell. Some excellent suggestions on how to ac- 
complish this important move are advanced on page 17 
by George M. Dodson. 

* 

PATTERN OF STATE LEGISLATION FOR THE 
POST-WAR PERIOD. Despite currently bulging state 
treasuries, the general post-war trend will be toward 
higher levels of state and local taxes, says Bethune Jones 
in his illuminating article beginning on page 20. Tax 
expense will have to be regarded as a very important 
segment of overhead. Add to this the pending limitation 
of installment merchandising and the probable absorp- 
tion by states of some of the post-war surpluses and 
dealers will be faced with a serious cut into what was 
once a sizeable market. It’s an article well worth your 
reading time. 

* 

MANPOWER SHORTAGE FORCES NEW TYPE 
OF SELLING. The Student Store of Pasadena Junior 
College has solved its manpower shortage by the adop- 
tion of a self-serve type of organization. With only one 
full-time cashier and an extra helper in “rush hours,” 
the store easily handles 125 customers an hour. It’s a 
solution that may fit your “help” problem as well. You'll 
find a complete description of the system on page 13. 

* 

TRADE RACKETS OF 1944. A good rule for the 
office appliance dealer, or any merchant, to follow when 
a money-collecting “promoter” calls, says Business Re- 
search Analyst John T. Bartlett in his important article 
on page 16, is to check with your local Chamber of 
Commerce. A small amount of precaution may save you 
many dollars annually. 

* 

RECONDITIONING USED FURNITURE GOOD 
WARTIME SPECIALTY. The Northwestern Furni- 
ture Company of Milwaukee has turned the recondition- 
ing of used furniture from a sideline into a profitable 
department of their business. It will pay furniture deal- 
ers to study their methods. The story appears on page 22. 

* 

THIRD NSA WAR CONFERENCE. Attending this 

year? You'll find the meeting previewed on page 19. 
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CHICAGO 


Host city to the Thirty-Ninth 
Annual Convention of the Na- 
tional Stationers Association, 
October 2—4, 1944. Here 
members of NSA will gather for 
the third yearly conference 
since United States’ entry into 
the war to consider the grave 
industry problems that have 
come into being as a result of 
the war economy. 
(See page 19) 
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Operating Trend Sheet 
AID TO BUSINESS ANALYSIS 


N THESE hectic times, with 

price control, merchandise and 
manpower shortages, and a war 
economy in general, the office ap- 
pliance dealer has plenty to do, 
so he cuts corners where he can 
to conserve time and effort. We 
find that one essential being side- 
tracked is cusiness analysis. You 
can’t by-pass business analysis be- 
cause there’s a war on. If you do, 
you may come to grief. Keeping 
a check on the results of opera- 
tions is just as necessary today 
and in the post-war tomorrow as 
in pre-war years. 

One reason why business analy- 
sis has always been “weak- 
sistered” is the difficulty of getting 
a comprehensive, over-all picture 
of operating results quickly be- 
cause the figures are not arranged 
in the books for rapid analytical 
study. To correct this defect, we 
offer a simple form that makes 
business analysis easy and com- 
prehensive. Knowing last month’s 
costs and comparing them with 
other periods is one phase of busi- 
ness analysis but not its all, as 
many seem to think. You must 
review your business as a going 
concern, not as a month-to-month 
project. 


Functions of the Sheet 


The “Operating Trend Sheet” 
provides this service effectively 
and quickly at no additional book- 
keeping expense. By means of 
this numerical graph, all elements 
that influence profit and loss are 
charted so that the dealer has a 
moving picture of his business as 
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By FRED MERISH 


Business Analyst and 
Financial Counsellor 
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a continuous operating unit, not 
just a one-shot review. 

The purpose of the “Operating 
Trend Sheet” is to show you what 
your figures and ratios are on 
sales, cost of sales, margin, over- 
head and net profit for the past 
12 months and to graph their 
trends month-to-month so that 
you can visualize operating 
movement in one continuous flow 
as it is affected by our changing 
economy, governmental regula- 
tions, shortages and tax. Some 
years ago, when there was more 
stability, a business could be con- 
ducted without this control and 
there was less chance of loss, but 
today, and in the post-war period, 
instability will be in high. Hence, 
the dealer must watch operations 
and check results with greater 
precision. The “Operating Trend 
Sheet,” showing totals taken from 
the books each month, is the con- 
trol for this job. 

The usual method of analyzing 
results heretofore was to check 
a current month’s figures against 
figures for a previous calendar 
year or month, which was decep- 
tive because you were comparing 
figures that were too old or did 
not cover similar ground. If you 
follow this method in November, 
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1944, for example, you will be 
using comparative figures for 
November, 1943, or the entire year 
1943. In the meantime, many 
changes have occurred that make 
dependable comparison impossible. 
But by using trend figures you 
consider totals for the previous 
12 months and get a more reliable 
picture, because the figures are 
built up the same way and are 
up-to-date and yearly averages, 
thus eliminating extreme fluctua- 
tions in any one month. Of course, 
if it seems at any time that your 
business is being subjected to a 
faster change of pace or greater 
cost fluctuations from month to 
month, due to frequent shifting of 
economic factors that play havoc 
with business stability, you may 
cut down the span of operation 
from one year to nine, six and 
even three months, depending 
upon the frequency with which 
changes come to pass. AS we ap- 
proach the post-war period when 
our soldiers will return for jobs 
and large stores of Government 
supplies are released for civilian 
consumption, as wages decline, as 
civilian production comes into its 
own again, as controls are re- 
pealed, the business world will 
experience considerable instabil- 
ity. This fast change of pace 
must be recorded by an adequate 
control that is flexible, dependable 
and easy to understand. The “Op- 
erating Trend Sheet” is “IT” for 
the duration and post-war period. 

An additional column on this 
form covers income tax. Estimate 
it for a forthcoming year and pro- 
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cate monthly to show the spend- 
able profit. The individual dealer 
must do this anyhow to comply 
with tax regulations. Net profit 
is only a book figure. You can’t 
spend your tax and you must pay 
within the year so it is a current 
obligation the same as any other 
expense. 


Income Bracket Revealed 


Incidentally, by means of the 
cumulative net profit on the trend 
sheet, you can determine when 
your income moves to a high 
bracket, leaving less spendable 
profit. The tax rate increases with 
taxable income so those dealers 
who push sales just over the bor- 
derline to a higher tax bracket 
may show a lower spendable profit 
than those whose volume is near 
the top of the lower bracket. Obvi- 
ously, this will tend to repress the 
incentive to strive for bigger vol- 
ume, the big factor that brought 
America to leadership in the busi- 
ness world. The progressive tax 
hamstrings the go-getter and it 
would seem that this is the way 
to keep tax revenue down because 
it curtails profits. 

The cost of sales is the purchase 
price to the dealer. You may cost 
sales individually from sales in- 
voices or the percentage method 
of costing may be used. If you 
use the percentage method, take a 
physical inventory semi-annually 
to determine any shortage or over- 
age between actual and _ book 
value. Merchandise may be costed 
on a percentage basis by analyz- 
ing past experience figures to de- 
termine the average cost over a 
period. For example, if the aver- 
age cost of sales was 60 per cent, 
use this percentage in costing 
sales until a physical inventory 
shows that a different percentage 
is required. 

The percentage-to-sales ratio on 
variable expense will differ on the 
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trend sheet and monthly profit 
and loss statement, but the trend 
sheet percentage will give a better 
perspective because it is the aver- 
age ratio for the period. Figures 
for monthly profit and loss state- 
ments must be prorated to get 
accurate ratios, and few dealers 
prorate. For example, you charge 
up 20 tons of coal in March for 
heating the premises all year. 
When analyzing March results, 
you should prorate this heating 
expense over the year; otherwise, 
your net profit will be lower than 
actual. However, variable expenses 
of this kind are not usually pro- 
rated because of the mathematical 
detail involved, but fixed expense, 
such as mortgage interest, depre- 
ciation and property taxes should 
be prorated monthly. The “Oper- 
ating Trend Sheet” provides a col- 
umn for fixed and another for 
variable expense. To get the 
monthly figure on fixed, total this 
burden for the year and divide by 
12. As for variable expense, inas- 
much as the “Percent to Sales” 
is based upon the “12 months to 
date,” it is prorated automati- 
cally over the year and you get a 
better perspective of actual over- 
head per month on this form. 
Likewise with the net profit per 
month, which is averaged in like 
manner. 


Two Classes of Overhead 


Some dealers, when analyzing 
their figures, consider overhead as 
one lump sum when it has two 
distinct classifications which 
should be kept separate. This is 
important today when expense 
control is so vital. Check fixed 
expense against fixed expense and 
variable expense against variable 
expense for different periods. 
Many dealers have an erroneous 
conception of fixed expense. This 
outlay is fixed as to dollars and 
cents but not as to ratio to sales. 


PERATING TREND SHEET 
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The ratio decreases in proportion 
as dollar volume increases and in- 
creases as dollar volume decreases. 
Variable expense increases and 
decreases with dollar volume but 
not in the same proportion. For 
this reason, the variable expense 
as well as volume must be 
watched, whereas with fixed ex- 
penses only the dollar volume 
need be Kept in sharp focus. Be- 
cause sales influence each classi- 
fication in a different way, you 
can’t analyze overhead expense 
properly unless you record fixed 
and variable charges separately. 


Unusual Factors Involved 


There are many unusual factors 
influencing profits today and you 
must have some device for bring- 
ing results to eye-focus quickly. 
You must maintain reasonable 
profits despite shortages, war re- 
strictions and high tax. The con- 
trol that will keep you informed 
of your current position, whether 
you are losing or gaining altitude. 
is the “Operating Trend Sheet.” 
If you don’t keep your figures 
under the microscope continually, 
you may find yourself in a tough 
spot eventually. If your averages 
change for the worse, you'll have 
to make a detailed analysis of 
your book figures to find out why. 
Otherwise, the trend sheet should 
prove a satisfactory medium for 
analyzing results and providing a 
dependable over-all picture. 

In many cases, it may eliminate 
the need for the preparation of 
the monthly profit and loss state- 
ment, a boon in these hectic times. 
It will provide a much quicker, 
more concise, and more under- 
standable means of reviewing re- 
sults than the more involved rou- 
tine required in poring over many 
different statements or book ac- 
counts for different periods in 
order to get a good comparative 
picture of results. 
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RECORD FORM FOR CHECKING BUSINESS OPERATIONS.—Instructions for using this form are included in the accom- 
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panying article. 
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Manpower Shortage Forces 
SELLING 


NEW TYPE OF 


FTER A YEAR of experiment- 

ing with a serve-yourself or 
“booketeria”’ type store, Earl W. 
Holder, business manager of the 
Pasadena Junior College, has con- 
verted the Student Store into a 
100 per cent self-service institu- 
tion. This type of serve-yourself 
store has answered many prob- 
lems and has proved to be a real 
success. One of the primary diffi- 
culties overcome was that of help. 
With the self-service system the 
Pasadena Store can cater to the 
needs of 3,000 students under 
normal conditions, using only one 
full-time cashier, supplemented in 
rush periods by a student helper. 
With the arrangement of an 
island-type cashier stand, the 
cashier can serve such auxiliary 
counters as fountain pens and 
candy. 

Many small stationery items are 
located on an open display coun- 
ter in the cashier’s island. They 
are located close to the cashier 
because they are of the type quite 
easily shoplifted. Pencils are kept 
in cabinets under the cashier’s 
counter for prompt dispensing. 
Items which could be stolen, such 
as expensive drawing instruments, 
slide rules, and so forth, are kept 
under lock and key in a six-foot, 
fluorescent lighted glass Case. 
Merchandise in this case is num- 
bered and can be had from the 
cashier by calling for an item by 
stock number. For a rush period, 
such as the opening of a new 
semester, two cashier lines are 
cperated. Approximately 125 cus- 
tomers per hour per line can be 
run through. In case of an extra 
heavy rush, temporary tables can 
be set up for cashiers and lines 
passed through which can exit by 
a service door. 

All cash registers are full item- 
izing and adding type machines. 
Each register gives a nine-depart- 
ment breakdown, thus giving the 
proper sales control by depart- 
ment. An itemized cash register 
receipt is given to each customer. 

The “booketeria” system per- 
mits students taking any of the 
several wartime training courses 
to come in and peruse the mate- 
rial on the shelves and pick out 
many books and pamphlets which 
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SERVE YOURSELF.—Scenes in the Pasadena Junior College Bookstore, Pasadena, 


Calif. where manpower shortage made necessary a change over from a clerk- 
service store to a self-service emporium. 


help them in their classes: A de- 
cided increase in supplementary 
book sales was noted. 

A survey of the sale of paper 
items showed that the students 
were buying from four to six 
packages of filler paper rather 
than the customary one package. 
They were also buying numerous 
other types of fillers, notebooks 
and supplies; heretofore, they did 
not know the stock was available 
in the store. 


Turnstile Controls Traffic 


All customers are admitted into 
the store through a turnstile. A 
large sign designates this en- 
trance and states that all books 
and supplies must be left outside 
While shopping. A book rack is 
provided for these items. The 
turnstile may be used to keep 
too many people from entering 
the store during a rush period. It 
can be regulated so that persons 
are not allowed in the store until 
several of the customers have left, 
in order to provide space for 
those waiting. 

All books are located in sec- 
tions by subject according to the 
department in which they are 
taught. The book section runs 
from Nos. 1 through 15, starting 
with Business Education and 
ending with Social Science. All 
Shelves are labeled according to 
subject matter such as Physical 
Science, under which are Chem- 
istry, Geology, Physics, and so 
forth. The stationery section is 
lettered from Section A through 
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H. A cashier can readily advise 
a customer as to the section in 
which a particular book or item 
is located. 

The secret in running a suc- 
cessful “booketeria” lies, accord- 
ing to Mr. Holder, with the cash- 
ier. The stock room door remains 
locked at all times and only on 
special occasions is a cashier ad- 
mitted to the room. When stock 
is needed, the cashier rings for 
additional assistance from the 
business office. Cashiers are in- 
structed never to leave the reg- 
ister. 

All transactions are on a cash 
basis. Books are bought back at 
the business office, which is di- 
rectly across the lobby. All inter- 
department purchases which in- 
volve writing sales tickets are 
also handled in the business 
office. 

The store is partitioned off with 
a 42-inch plywood base and 32- 
inch glass upper partition. All ac- 
tivities within the store can easily 
be seen by the workers in the 
business office. 

The serve-yourself type of store 
not only meets the need of our 
present-day problems, but will 
have unlimited possibilities after 
the war when our schools and 
colleges return to their normal 
status. 

In the conventional type of 
store during a rush period it is 
necessary to have several clerks, 
many inexperienced, to handle 
the sales. In the self-service store 
this condition does not prevail. 
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LOOKING TOWARD THE FUTURE 


Questions the Average Stationer Must Ask Himself About Post-War 


HAVE been asked to discuss the 

plans we are making for post- 
war business. On reflection, how- 
ever, it seems that before making 
any post-war plans whatsoever, it 
is more advisable to ask, “What 
will general business conditions be 
like after the war?” and, “How 
closely will conditions in our com- 
munity, or the immediate vicinity, 
approximate those of the national 
average?” 

If we are to agree with those 
economists who predict continued 
good business due to (1) The re- 
lease of billions in spending power; 
(2) Continued high wage rates and 
increased unionization from which 
(3) High personal and corporation 
taxes will yield (4) Ample revenue 
for servicing the national debt— 
then we may confidently set our 
managerial sails to take advant- 
tage of the good business predic- 
tions advanced. 

Good business, however, does 
not necessarily mean a seller’s 
market, such as we have had for 
the past several years. It will be a 
modified buyer’s market, since 
pre-war merchandise will be avail- 
able in quantity with many lines 
competing for the buyer’s dollar. 
And, as always, good business will 
be dependent upon good manage- 
ment. Consequently, here are a 
few questions that management 
must ask: 

What About Merchandise? Are 
we moving out the “Victory” mer- 
chandise, keeping the inventory 
down to a basic working minimum 
on war models, and delivering 
older stock ahead of the newly im- 
proved merchandise? Have we 
placed “if and when” orders with 
manufacturers to insure our re- 
ceiving our quota of war casualty 
merchandise, soon to be rein- 
stated? Shall we and other deal- 
ers mutually assist each other in 
leveling out our stocks of “Vic- 
tory” merchandise, and in pur- 
chasing surplus offerings to mu- 
tual advantage? What new lines, 
if any, may we add to increase 
our volume? 

What About Manpower? In 
peace or war, good times or bad, 
during my 25 years in the station- 
ery business, I have never found a 
surplus of trained, efficient, sales 
people. Is this the fault of the 


14 


By ALVIN EISEMANN 


Vice-President, 
Maverick-Clarke, 
San Antonio, Tex. 
Governor, 


NSA _ District No. 9 


o 


industry? I am convinced that it 
is, with the individual dealer shar- 
ing the blame for not establishing 
and maintaining a sales training 
course for sales personnel. Mind 
you, not a course in ‘“salesman- 
ship’—not canned, perfunctory, 
stuffed-shirt selling—but down- 
to-earth, factual reasons why 
certain products will serve cus- 
tomers to advantage, save time 
and bother, give them greater 
value. Unfortunately, the war in- 
terfered with many sales training 
programs. Let us put them back 
into effect as soon as business 
conditions will permit. 

How About Operating Costs? 
Have we taken on operating costs 
not vital to our business which, in 
normal times, will constitute a 
serious drain on our profits? If so, 
let’s eliminate them now! How 
about the little economies we 
practiced in ’33 and forgot in ’43? 
I refer to the cutting off of unused 
motors, the turning out of unused 
lights, careful study of buying for 
volume discounts, combining small 
shipments for lower freight rates, 
and all the other small expense 
items which add up to a large an- 
nual figure. 
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What About Store Conditions 
and Arrangements? Is the store 
clean, painted in a light, pleasing 
color arrangement, and well 
lighted? All these are needed to 
attract good store traffic. Stocks 
should be arranged in open dis- 
play, plainly marked and well as- 
sorted in order to assist customer 
self-service. It has been definitely 
proved that an open display of 
stocks will sell more merchandise, 
serve buyers more quickly, and 
impress the customers more effec- 
tively on the wide variety of mer- 
chandise the store carries. 

Through placing “demand” items 
in the rear of the store and dis- 
playing “impulse” items on front, 
many sales can be “plussed”’ with- 
out additional effort. Likewise, the 
use of special fixtures for odd 
shapes and styles of merchandise 
is an investment that will pay 
dividends for life. 

Sheuld New Lines Be Added? 


’ Any store with a downtown loca- 


tion, ground floor, can profitably 
sell writing papers, monogram 
stationery, personalized special- 
ties, gifts, and small leather goods. 
Some locations may profitably sell 
luggage, sporting goods, cameras, 
records, and appliances. Before 
adding new lines, however, the 
store owner should make a careful 
survey of his store, market and 
sales people, and, after thoughtful 
study of this survey, determine 
what opportunities are offered 
through the addition of these 
lines. 


Is the Advertising Adequate? 
Does the average man on the 
street know who we are, what we 
sell, and where we are located? 
Do we use envelope and package 
advertising? Do we use stuffers 
and blotters, newspaper mats, 
window cards, consumer catalogs, 
and other dealer helps furnished 
us by our manufacturing connec- 
tions? Will newspaper and radio 
advertising pay its way? Is a new 
catalog necessary? What can di- 
rect-by-mail do for our business? 
Are advertisements run to tie-in 
with those carried by the manu- 
facturers? 

How About Our Factory Con- 
nections? Most of the factories 
have done an outstanding job in 
keeping the dealers in business 
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during this period of shortage. Let 
us not forget them when the 
shooting stops. Do we call on them 
for help when we are faced with 
unusual conditions or circum- 
stances? From past experience, it 
may be stated that these manu- 
facturers will welcome the oppor- 
tunity to be of any service what- 
soever. When we disagree with 


their policies, do we tell them, or 
do we clam up and not give them 
an opportunity to correct an er- 
ror? 

In concluding these random ob- 
servations, I should like to suggest 
that the post-war situation be 
thrown open for discussion by all 
dealers and manufacturers 
through the pages of our trade 


The Future of 


papers. This sort of forum would 
lay a foundation for subjects to 
be discussed and for suggestions 
for the solution of mutual trade 
problems. The questions brought 
up and the solutions offered could 
become profitable subjects for dis- 
cussion at the annual regional 
and national meetings of the 
trade. 


OFFICE MACHINES IN EUROPE 


NOTE.— Fifteen years ago, as 
sales manager of the Office Equip- 
ment Company, Bucharest, Mr. 
Guth wrote an article on the in- 
dustry in Rumania for publication 
in the June, 1929, Twenty-Fifth 
Anniversary issue of OFFICE AP- 
PLIANCES. When the war began in 
Europe he joined the Czechoslo- 
vakian Army as a captain, serving 
in France until its fall. He is now 
employed by the Addressograph- 
Multigraph Corporation, whose 
lines his company handled in 
Rumania. 


S SOON as the U. S. office 

equipment industry is recon- 
verted, all production records will 
be broken. When commercial 
post-war production starts, office 
machine sales will break all for- 
mer records .. . all because of the 
great future opportunity and need 
for office machines in Europe. 

It is important to give most 
thorough consideration to the ex- 
port problem, for export is des- 
tined to play an ever more im- 
portant part in the sale of Ameri- 
can office machines. Up to 1933, 
30 per cent of American produc- 
tion was exported. This will be 
reached again soon after the war 
ends, and subsequently the record 
will be surpassed by far. 

The great possibilities for the 
sale of American office machines 
in Europe is easily understood 
when one studies events which 
have taken place. Huge quanti- 
ties of all kinds of machinery in 
Europe have been destroyed. 
What machinery has escaped de- 
struction is obsolete and insuffi- 
cient to keep existing government 
or business administrations func- 
tioning. The fate of many con- 
cerned with the conduct of gov- 
ernment and business in coun- 
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tries which have fallen under 
dominion of the Nazis has made 
a tremendous reduction in expe- 
rienced manpower. To rebuild 
government and business routines 
in as short a time as possible 
many machines must be em- 
ployed. 

American office machines will 
have no serious competition for 
a long time. Although German 
manufacturers could quickly get 
into production, it will be a long 
time before European countries 
will patronize Germany again. 

Reviewing only these few evi- 
dent facts, it is clear that the 
market for American office equip- 
ment in Europe never was or will 
be greater. 


Quality of Sales Staff Will 
Determine Results 


The success of this market de- 
pends on one thing... THE 
SALES ORGANIZATION. Euro- 
pean economic and personal life 
has undergone and will undergo, 
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unbelievable shocks, making it 
impossible to re-establish former 
business relationships. The Euro- 
pean dealer or agent, if he is still 
alive, will not be able to resume 
business as before. Since 1938, if 
they were not liquidated before 
then, they have had to submit to 
the enforced German barter sys- 
tem which created monopolies for 
German products. 

With all of Europe completely 
disorganized, American industrial- 
ists will have to build and educate 
their own organizations. From 
the very beginning, representa- 
tives of American concerns will 
have to be on the spot, to take 
care of their first business pros- 
pects, which inevitably will be the 
governments. 

The man assigned to represent 
his company in Europe will have 
a real job to do. His qualifications 
must include: 


—Real knowledge of as many 
European countries as possi- 
ble, preferably through for- 
mer personal experience. 

—Knowledge of the different 
forms of government, the dif- 
ferent political and economic 
structures. 

—Knowledge of industries, com- 
merce, finances, and so forth, 
in order to be able to judge 
the sales possibilities and 
prospective customers. 

—Knowledge of as many Euro- 
pean languages as possible. 


American manufacturers of of- 
fice machines and appliances are 
undoubtedly already considering 
these and many other details, for 
they well know that a quick and 
sound start to set up European 
business will firmly establish an 
export market and assure the 
prosperity of business for many 
years to come. 








TRADE RACKETS OF 1944 


“New Bait for the Old Hook” 


EFORE the hesitating office 

appliance merchant, the 
stranger flashed a number of local 
letterheads. Robert Perry, the 
prominent hardware man, was 
there; Jack Bowles, the Ford 
dealer; half a dozen others. It 
was the salesman’s clinching ar- 
gument. If such local men as 
these had joined the National 
Small Merchant’s Association, cer- 
tainly Joe Billings, office appliance 
merchant, could do so! Besides, 
the cost was almost nothing—less 
than $9.00 for two full years. 

The salesman was fast in his 
build-up talk, as Billings still held 
back. 

“We little fellows have to work 
together. . .. Small business hasn’t 
a chance unless it organizes... . 
We hope to have one million 
members before the year is out...” 

This reporter does not know 
how the salesman obtained those 
letterheads. Probably by an ap- 
parently innocent request that 
“headquarters” required them for 
the basic information of business 
Style, address and other informa- 
tion they contained. The method 
might be new, but the strategy 
was old. The clever chaps who 
come to town with new rackets 
always try to secure, for first cus- 
tomers, local men whose example 
will carry much weight with the 
community. 

Joe Billings, office appliance 
dealer, is a smart fellow, though 
it sometimes takes him a few min- 
utes to come awake. Before sign- 
ing up, he excused himself—tele- 
phoned the local Chamber of 
Commerce. “What can you tell 
me,” he wanted to know, “about 
the National Small Merchants As- 
sociation.” (The name is fic- 
titious.) In a jiffy the wide-awake 
secretary had his file open, dished 
out information. 


Local Chamber Supplies Details 


Briefly, these were the facts: 
This concern wasS one among a 
family of similar enterprises op- 
erating in various parts of the 
United States. All appeals to the 
merchant were based on the lat- 
ter’s fear of Government inter- 
ference, his instinct to join his 
brother merchants for protection. 
“The information I have on the 
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National,” the Chamber secretary 
told Billings, “is that the salesman 
receives 60 per cent of the amount 
he collects from the merchant. 
Above him is a divisional man- 
ager, who has a special five per 
cent cut. The balance, presum- 
ably, goes to the California head- 
quarters. How much of it is used 
in hiring and supervising sales- 
men around the country, we do 
not know, of course. But it is ap- 
parent, from these percentages, 
that the amount left for expendi- 
ture in ways to accomplish benefit 
for merchants must be very small. 

“In fact, Joe, this Chamber of 
Commerce can do far more for 
you than this foreign outfit can— 
this outfit, engaged in selling 
memberships with a terrific over- 
head of expense, can’t begin to 
accomplish what your trade asso- 
ciation can. Take my advice, Joe 
—save your money.” 


Itinerant Racketeers 


So Joe Billings didn’t fall for 
that one. But it’ was a close 
Shave! The fact that Robert Perry 
had signed up almost made a sale 
for Joe. How is it that prominent 
men go for itinerant rackets? Al- 
most every Chamber of Commerce 
secretary has the same _ secret 
cross. Some of the community’s 
best, most respected businessmen 
are the prize suckers for out-of- 
town Spielers with a plausible 
Story. 

From this episode, we deduce 
two rules for office appliance mer- 
chants: 

1. Approached by a high-pres- 
sure salesman, don’t bite just be- 
cause a prominent local man is 
referred to as a buyer. 

2. Use the facilities of your 
Chamber of Commerce; call the 
secretary and ask him for infor- 
mation. 

Joe Billings had another inter- 
esting experience recently. He was 
called on by the salesman of an 
outdoor advertising company, pre- 
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senting sample billboard messages 
of a patriotic nature. The sales- 
man put the bee on the office ap- 
pliance dealer. He explained that 
a “few” business men were being 
given the opportunity to ‘“sponsor”’ 
the patriotic showings. The mes- 
sages were ones which the Gov- 
ernment was very anxious to have 
widely publicized. 

For Joe Billings to have his 
name on a patriotic billboard on 
the highway east of town would 
cost “only” $20.00 per month. 

Like the salesman whose stock 
in trade was blue-sky membership 
in a small business organization 
of doubtful benefit, this billboard 
salesman used local names. Brown 
Brothers had signed up, so had 
Tom Neilsen, so had Jones Garage, 
and so on. 

Joe Billings is a patriotic fellow. 
He has two sons in the service. He 
has bought heavily of War Bonds 
—within his means—in _ every 
campaign. He subscribes to the 
Red Cross and to local causes. 

Joe would have liked to support 
a patriotic billboard, but he 
couldn’t figure any way that he 
could afford it. So he said as much 
—politely. With a grim, hard look, 
the salesman ostentatiously made 
a notation. Something about the 
man’s attitude led Joe to ask, 
“What are you writing down?” 

Replied the salesman, “A report 
to OPA that you refused to join in 
this advertising.” 

Joe Billings is not only a good 
American, with plenty of fight 
and backbone—he is an intelli- 
gent American. He told the sales- 
man to “get out” and proceeded 
to report by telephone to the 
Chamber of Commerce the sales 
practice that the billboard pro- 
moter was using. 


Patriotic Advertising 


Many different kinds of pa- 
triotic advertising are being sold 
now. In some instances, officers 
in uniform have actually accom- 
panied salesmen. There have been 
situations in which business men 
have had important questions 
pending with this or that Govern- 
ment agency. Probably the fact 
of this was not known to the 
salesman and the Government 
representative teaming up with 
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him. But the business man has 
been embarrassed —probably in 
some cases he has taken adver- 
tising because he felt he had to 
do so. 

Of course, no business man, 
office appliance dealer, hardware 
merchant, feed man, or manufac- 
turer should have to sponsor ad- 
vertising attacking the black mar- 
ket, urging enlistment in this or 
that military branch, or promot- 
ing War Bonds. If a business man 
does join up for such advertising 
let him do so because he genuinely 


wishes to, not because he feels 
under compulsion. 

Various advertising rackets are 
beginning to appear here and 
there. The high level of business 
activity tends to make conditions 
good for the advertising “pirate.” 

Labor mediums of various kinds 
are being promoted. Some of these 
are official—others have no Official 
standing whatever. The salesmen 
are usually very skillful in ‘“club- 
bing” merchants into taking 
space. Repeatedly, the threat of 
boycott is used. 


Tip: Better “clear” any me- 
dium with your Chamber of Com- 
merce before taking space in it. 
This way you can make sure that 
the publication is one with official 
backing and genuine, instead of 
mythical, circulation. 

Merchandise scarcities have led 
to the appearance of a type of 
concern that lends itself to dealer- 
trouble. From a distant city comes 
circular material offering scarce 
items on a cash basis. It hardly 
seems necessary to advise care in 
dealing with such outfits. 


Careful Planning Turns 
OLD STOCK INTO CASH 


HE OFFICE supply and equip- 

ment dealer has one great 
advantage at present in selling 
his older stock—it meets far less 
competition from new items now. 
If stock has any value at all cur- 
rent conditions have increased it, 
and even merchandise which has 
been around the store entirely too 
long may respond to prompt and 
efficient salesmanship. 

Not only does the office supply 
dealer improve his financial stand- 
ing by turning such stock into 
cash, but he also does his bit in 
relieving the pressure on new pro- 
duction. Good business suggests 
this procedure, while patriotic 
considerations clinch the argu- 
ment. 

Probably every dealer at times 
has thought, “I must move some 
of this stock before it becomes 
valueless. And tie odds and ends 
left over from novelty lines or side 
lines should be sold to boost cash 
reserves while simplifying our in- 
ventory.” That decision is only a 
start. Indeed, making a list of 
such items is the point for begin- 
ning real action. 

With a complete and accurate 
list of older stock on hand, supple- 
mented by full descriptions or 
actual samples of the various 
items, the office supply and equip- 
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ment dealer is ready to hold a 
different sort of sales meeting 
with his workers. Explaining to 
them that he wants volunteers to 
take on the active merchandising 
of this stock, he will discuss it 
item by item. This allows each 
person to select the articles for 
which he believes he can find or 
create a market. When several 
employees think they could move 
the same item, the available quan- 
tity should be divided or given 
to the one with the shorter list. 


The dealer should leave open for 
discussion, either then or later, the 
matter of price. Clerks and sales- 
men cannot sell these items effec- 
tively unless they are confident 
the price is fair in relation to 
present-day value. 

After the entire list has been 
split up in this way, give the 
workers a few days to study more 
thoroughly the items each has 
chosen. During this time they 
should formulate plans for selling 
the entire listed stock, preferably 
within a definite period, such as 
30 or 60 days. If these plans call 
for window display space or ad- 





GOOD NEIGHBOR 


vertising, a date should be set to 
discuss the matter and decide how 
much special effort and expense 
would be practical. 

In some cases, the clerk or sales- 
man may require only additional 
time for this work (making tele- 
phone calls, mailing out circulars 
or letters, and so on) but even 
this may demand some change in 
his daily routine for a while. 

If the amount of stock to be 
disposed of is sufficient to cover 
the cost easily an interesting con- 
test may be arranged. Assign a 
certain number of points to each 
item on the old inventory list, 
depending on the selling price, 
number of units available, antici- 
pated difficulty in making sales, 
and amount of initiative required 
in merchandising the stock. At 
the end of the period total the 
points earned by each clerk or 
salesman and award a War Bond 
as the prize. 

We suggest the War Bond be- 
cause it has special significance 
now, and also because such a prize 
gives the office supply and equip- 
ment dealer an opportunity to 
emphasize the patriotic angles of 
getting full value from old stock, 
rather than ignoring it and put- 
ting added strain on production of 
new items. 


Be a good neighbor. Make it part of your daily life, instead of just-a mere 
slogan. Stop the person who spreads racial prejudice and intolerance. Con- 
sider the rights of all good Americans to be just as sacred as your own. Start 
being a better neighbor now. 
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Quality Is Remembered Long After 
THE PRICE IS FORGOTTEN 


URING these trying times it 

‘is difficult for all of us to 
read the reports and predictions 
about the future without becom- 
ing confused. Economists have 
predicted a post-war boom lasting 
five years. Others have stated 
there will be a great new middle 
class, ‘the factory worker.” They 
say there will be more money in 
savings accounts at the end of the 
war than our total national in- 
come in 1940. 

We hear stories about the ren- 
aissance of retail methods in 
America, the battle of the retail 
giants, and so forth. We know for 
a fact that manufacturers in 
America will make every effort to 
keep their factories running and 
give full employment to their 
workers after this war. 

In 1918 we had over 33 per cent 
of our national production in war 
work. It did not take our indus- 
tries long to change to peace-time 
products. Everyone was busy and 
a great post-war boom was pre- 
dicted. Retailers filled their low 
inventories with new lines and 
high-priced items; everyone was 
flush with money and we had 
America’s silk shirt age. Everyone 
thought it would last for years. 

But—1921 brought a change. No 
economist predicted exactly what 
happened. Very few saw it com- 
ing, but happen it did. Out of 
somewhere came the idea to the 
public that prices were too high. 
“We want our money’s worth,” 
they said. The year 1921 brought 
with it the buyers’ strike and re- 
tailers lost millions of dollars 
marking down inventories. 


Increased Market Expected 


History does not always repeat 
itself, but there is certainly every 
reason to believe that the manu- 
facturers of America are prepar- 
ing and planning to produce, ad- 
vertise and sell more merchandise 
than ever before. Surveys taken 
show that 58 per cent of all man- 
ufacturers in America plan to 
have new lines of merchandise af- 
ter the war. Approximately 30 per 
cent of all manufacturers intend 
to enter fields other than their 
own with new lines. The tremen- 
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dous amount of advertising, pro- 
motional and selling effort that 
will be expended will probably 
dwarf into insignificance any pre- 
vious period of selling activity in 
America. 

During this period the retail 
stationer will be called upon to 
use better judgment than ever be- 
fore in the selection of lines to 
buy. There will be literally thou- 
sands of temptations in his path 
and he should begin now with his 
planning along broad general 
lines. 

The stationer is in a most for- 
tunate position, in my opinion, to 
escape the pitfalls of the future if 
he will remember one basic fact— 
“The quality of the goods he sells 
is remembered long after the price 
is forgotten.” 

How many times have you vis- 
ited an old customer and while in 
his office noticed a filing cabinet, 
a ledger, a desk or some other 
item that you sold him ten or 
12 years ago? Have you ever 
thought to ask him, “Bill, what 
did you pay me for that file?” I 
am confident that your customer 
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could not tell you the price he 
paid but he will tell you that it 
has been used for years and has 
given excellent service. 

Our surveys have shown that 
there are thousands of business 
men using “Lifetime” pens that 
are over 15 years old. They 
have forgotten the price they 
paid, but they always remember 
the service the pen has given and 
the dealer who sold it to them. 
That dealer performed a valuable 
service and made a friend when 
he sold that “Lifetime” pen be- 
cause it performed valued service 
for years. 


Customers Not Bargain Hunters 


It is a known fact that people 
do not go to a stationery store for 
bargains. They go there because 
they want expert advice and help 
in selecting the type of office 
equipment or other article that 
will give them the best service for 
their money. 

The stationer should not at- 
tempt to judge his customer by 
his appearance. Many a business 
man who runs his own business 
may well wear old clothes around 
his little factory, but he may rec- 
ognize the quality of a product 
quicker than the well dressed 
buyer. The years of service the 
product will render the customer 
will be remembered and not the 
price. 

Sell service with each line you 
handle and you will be in position 
to compete with any and all com- 
ers in your field. Know your lines 
and what they will do for the cus- 
tomer. Such knowledge is mer- 
chandising power. 

The shortage of merchandise in 
some fields has created a fictitious 
demand for some lines. Fountain 
pens is one of them. When a 
mother or father decides to buy a 
pen for their boy’s birthday, they 
call at eight to 12 stores. Each 
one of these calls creates the im- 
pression in the mind of the dealer 
involved that he could sell mil- 
lions of pens. Don’t be fooled by 
this fictitious demand, because 
after it is all over the public will 
hold you responsible for the qual- 
ity of the pens you sold. 
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PAUL BUCKWALTER 


THIRD NSA WAR CONFERENCE 


HE THIRTY-NINTH Annual 

Convention of the National 
Stationers Association, slated for 
the Palmer House, Chicago, on 
October 2, 3, and 4, will be high- 
lighted by a number of innova- 
tions—changes designed to enable 
those in attendance to make the 
best and fullest use of their time 
at the three-day meeting, varia- 
tions deliberately planned to get 
manufacturers, travelers and sta- 
tioners together to accomplish 
those things which must be done 
now, that can’t be put off until 
the war is over. 


Non-Members Must Be Sponsored 


One of the innovations, de- 
signed to relieve the pressure on 
an already overloaded transporta- 
tion system, will be the require- 
ment that all out-of-town non- 
member dealers have sponsors if 
they desire to attend the conven- 
tion. Members will, of course, de- 
termine for themselves whether 
or not they desire to attend; all 
others must be sponsored. 


Important Changes in Routine 


A number of changes in the 
usual convention procedure will 
also be in evidence this year. The 
routine for the first day will re- 
main unchanged, with the Presi- 
dent’s Breakfast for the Board of 
Control being followed by the 
opening of the exposition until 
noon, when the first general ses- 
sion gets under way. The second 
day will, as in the past, be de- 
voted to a dealers’ session, a 
manufacturers’ session and a gen- 
eral session. The election of offi- 
cers, previously held during the 
Wednesday afternoon general ses- 
sion, has been moved up to the 
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Wednesday morning general ses- 
sion, the last of the convention. 
Another change will be the insti- 
tution of the President’s Lunch- 
eon for the newly-elected Board 
of Control following the close of 
the last session Wednesday noon. 
The exhibit will remain open on 
Wednesday afternoon to permit 
leisurely inspection by those un- 
able to attend previously. 


Excellent Speakers Slated 


Though the program is in no 
sense complete, a number of 
speakers have already been sched- 
uled for Monday’s opening general 
session. Otto Eisenlohr, The Dor- 
sey Company, Dallas, Tex., will 
repeat his great address, “Keep- 
ing America American,” that was 
so well received during some of 
the spring regional meetings. 
William Martin, Shaw-Walker 
Company, will again present his 
inspiring talk on “The Value of 
Friendship in Business,” one of 
the high lights at the Fort Worth 
regional meeting. Paul Buck- 
walter, National Blank Book 
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Company, is slated to deliver an 
illustrated address, and Stanley 
Griebel, Yawman and Erbe Manu- 
facturing Company, vice-presi- 
dent, NSA Field Division, will also 
speak at the opening session. In 
addition to the above speakers, 
Manager Garvin will outline the 
prevailing economic situation and 
its effect on the stationery busi- 
ness, and will tell the assembly 
what the stationery business can 
do.to continue its outstanding 
record set up during the war. 

A number of other important 
current problems are scheduled 
for treatment at the convention, 
including such topics as “Jobs for 
Casualties,’ “How to Fit the Job 
to the Man—Especially the In- 
jured Man,” “The Surplus Situa- 
tion,’ and “De-Junking Invento- 
ries.” Ample time will be devoted 
to additional queries posed before 
the gathering by dealers who have 
been unable to find completely 
adequate solutions. 


Plan NOW to Attend 


It’s not too early to fix these 
dates firmly in your mind—Octo- 
ber 2-4, inclusive. It’s not too soon 
to give some attention to the mat- 
ter of hotel reservations, whether 
you plan to make the Palmer 
House your headquarters, or to 
stop at another of Chicago’s 
scores of fine hotels. Train, bus, 
and plane reservations should be 
made at the earliest possible mo- 
ment. And last, but not least, it’s 
time to begin the formulation of 
plans to so arrange your business 
affairs that you’ll be able to at- 
tend the 39th Annual NSA Con- 
vention, one of the most impor- 
tant in the history of the Asso- 
ciation. 
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Pattern of State Legislation 


FOR THE 


LTHOUGH less affected in the 

past by state legislative activ- 
ity than a number of other 
branches of distribution, office ap- 
pliance dealers may find their 
post-war plans jarred if they fail 
to heed the pattern of post-war 
state legislation which is now 
forming and will become clearer 
during the regular legislative ses- 
sions to be held next year in 44 
states. 

Currently bulging state treas- 
uries notwithstanding, the general 
post-war trend will be toward 
higher levels of state and local 
taxes. Tax reduction hopes based 
on the fact that the states now 
have surplus funds totaling more 
than $1,000,000,000 appear dim 
when it is considered that far 
more than this amount will be 
sought in the immediate post-war 
years to finance bonuses and other 
rehabilitation measures for re- 
turning servicemen, highway con- 
struction and other public works, 
unemployment relief, aid to mu- 
nicipalities, broadened social leg- 
islation, improved educational fa- 
cilities and numerous other con- 
templated expanded services. 
Over-all tax reduction may come 
in isolated instances, but the gen- 
eral pressures will be in the other 
direction. 

Of more direct significance to 
the office appliance dealer are in- 
dications that a trend away from 
state income taxes toward sales 
taxes will become more pro- 
nounced after the war. As long 
as the Federal Government steers 
clear of a general sales tax and 
remains heavily in the income tax 
field, the states have little choice 
but to follow an opposite course. 
States also are cooling on the in- 
come tax in the belief it impedes 
the attraction of new manufac- 
turing industries. 


Trend Away From State Income 
Tax 


While some 30 states still collect 
income taxes, the off trend is 
becoming increasingly clear. South 
Dakota and West Virginia last 
year repealed such levies, while 
substantial reductions were en- 
acted in a number of other states. 
Mississippi cut its income tax this 
year and a bill to repeal Ken- 
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POST-WAR PERIOD 


tucky’s income levy was defeated 
only on the basis of immediate 
revenue requirements. An initiated 
measure to abolish North Dakota’s 
income tax will be voted on this 
fall. Income tax repeal is ex- 
pected to be an issue next year 
in several states, including Iowa, 
Oklahoma and Alabama. 


On the other hand, interest in 
new or higher sales taxes is re- 
ported from several states. A ref- 
erendum is scheduled this fall in 
Oregon on a three per cent sales 
tax which, if approved, will bring 
to 24 the number of states with 
such levies. A legislative study on 
the possibility of a Virginia sales 
tax is slated for completion by 
October 1. Louisiana’s 1944 legis- 
lature, in session at this writing, 
was expected to re-enact and pos- 
sibly increase its sales tax. An 
increased sales tax has been pro- 
posed in Arkansas and considera- 
tion of such a tax is expected in 
Georgia next year. A higher Mich- 
igan sales tax may result from a 
proposed state constitutional 
amendment to give municipalities 
a larger share. Movements for 
sales tax repeal which will be 
pressed next year in North Caro- 
lina and some other states are not 
regarded as likely to change the 
general trend. 


Municipal Taxes Higher 


Added to the threat of higher 
State taxes are the growing rev- 
enue demands of municipalities, 
which are planning some $4,500,- 
000,000 of post-war capital im- 
provements with little definite 
idea where the money is coming 
from. Besides looking to Wash- 
ington and state capitals for aid, 
municipalities will intensify their 
plea for new revenue sources of 
their own to augment real estate 
tax revenues. 

Last year one of every ten com- 
munities in the country with more 
than 10,000 population tapped 
new revenue sources or increased 
existing levies. The trend ex- 
tended further this year and will 
turn into a tornado when the time 
arrives to effectuate the grandiose 
post-war projects now being blue- 
printed. Besides a variety of spe- 
cial levies, including those directly 
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hitting office appliance dealers, 
general sales and income taxes 
are now being levied by some mu- 
nicipalities and contemplated in 
others. An assorted crop of new 
municipal taxes would bring added 
business administrative as well as 
tax burdens, together with the 
threat of new and serious barriers 
to the free flow of interstate and 
even intrastate trade. 


Cure for Overlapping Taxes 
Not in Sight 


While there is widespread agree- 
ment as to the desirability of 
eliminating overlapping Federal, 
state and local taxes, the pros- 
pects for early corrective action 
appears dim. Administrative co- 
operation between the different 
governmental levels in tax collec- 
tion has made considerable prog- 
ress, but definite apportionment 
of various types of taxes to the 
different governmental levels re- 
mains in the theory and proposal 
Stage. Secretary of the Treasury 
Morgenthau’s appointment in 
1941 of the Committee on Inter- 
governmental Fiscal Relations was 
an important step in this direc- 
tion, but is not regarded as likely 
to produce early action. 

State and Federal divergence on 
anything approximating agree- 
ment as to which should tax what, 
and to what extent, is shown by 
the fact that some 14 states al- 
ready have adopted resolutions 
memorializing Congress to call a 
convention for adoption of an 
amendment to the Federal consti- 
tution limiting Federal income, 
gift and inheritance taxes during 
peacetime to 25 per cent. If such 
resolutions are adopted by 32 
states Congress will be mandated 
to call a constitutional conven- 
tion to consider the issue. 

To many office appliance deal- 
ers the matter of state and local 
taxes may seem petty in compar- 
ison to anticipated plentiful post- 
war business. A new or added 
sales tax or some new form of 
local tax may be looked upon as 
little more than a nuisance dur- 
ing the awaited lush business 
period. Any such attitude, how- 
ever, ignores the probability of 
slack business to follow and also 
fails to consider the intense com- 
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petition looming for the post-war 
period. 

As one of the fields most curbed 
by wartime regulations, the sale 
of office appliances will, needless 
to point out, be one of the most 
competitive after the war. Efforts 
to obtain state legislation to re- 
strict this competition will have 
two strikes on them before they 
get started. Demands of the post- 
war economy for the production 
and distribution of the greatest 
possible volume of goods will be 
cited to support strong opposition 
against laws restricting price com- 
petition, such as fair trade laws, 
chain store taxes and others. Sig- 
nificant in this respect is the fact 
that a report last year by the 
post-war committee of the Na- 
tional Association of Manufac- 
turers referred to fair trade laws, 
below-cost sales ban laws and 
chain store taxes as examples of 
undesirable governmental inter- 
ference with the free movement 
of goods which “should be op- 
posed by business leaders or legis- 
lators who have a Strong feeling 
of responsibility for the over-all 
public interest.” 

Office appliance dealers may be 
among those facing increased 
competition as the result of legis- 
lation fostering financial aid to 
returning servicemen wishing to 
set themselves up in_ business. 
Likely to be used as a model for 
bills in other states next year is a 
new law in New Jersey providing 
State guaranties of loans up to 
$3,000 for veterans seeking funds 
to set themselves up in business or 
professions on returning to civil- 
ian life. Returning veterans also 
will have access to loans under 
the federal GI Bill of Rights pro- 
gram and with such aid, together 
with financial backlogs accumu- 
lated by themselves and their 
families, many may elect to enter 
the office appliance and related 
fields. 


Returning Veterans Must 
Be Given Jobs 


There is, of course, no inclina- 
tion on the part of any business 
field to keep veterans from any 
possible opportunity to get back 
on their feet in civilian life. In 
fact, the Committee for Economic 
Development, the post-war plan- 
ning agency of commerce and in- 
dustry, has proclaimed its advo- 
cacy of special encouragement for 
returning servicemen to go into 
business for themselves, with in- 
creased emphasis placed by edu- 
cational institutions on “the de- 
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sirability of independent business 
as a career.” 

Tending to increase the costs of 
office appliance dealers, together 
with those of other employers, 
will be a continued trend toward 
broadened social security and re- 
lated measures. Unemployment 
compensation laws have been in- 
creasingly liberalized and extended 
ever since their inception, with 
the trend by no means ended 
although likely to slow down 
pending clarification of the post- 
war employment situation. Indi- 
cations are that workmen’s com- 
pensation laws also will be fur- 
ther liberalized, both as to allow- 
ances and compensable diseases. 
Small employers, heretofore large- 
ly exempt from such measures, 
will eventually be covered if pres- 
ent trends continue. 

Looming as an entirely new 
form of added business cost is 
State legislation designed to make 
medical and hospital facilities 
more accessible to the public. With 
talk of similar moves reported 
from many states, a compulsory 
hospitalization insurance plan 
calling for employer contributions 
is scheduled for serious legislative 
considerations next year in Rhode 
Island, with the backing of Gov. 
J. Howard McGrath. 


State Wage-Hour Laws 


While there undoubtedly will be 
a post-war attempt to revive the 
drive for state replicas of the Fed- 
eral wage-hour law, there are no 
present indications that any ap- 
preciable progress will be made in 
this direction. The states have 
steadfastly resisted Washington 
pressure for adoption of such 
measures, with some states even 
taking directly opposite action by 
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reducing the time limitations for 
worker suits under the Federal 
statute. State laws restricting 
women and minors, widely eased 
as a war aid, will be returned to 
their former status. Laws requir- 
ing equal pay for women doing 
equal work with men will be 
sought in many states next year, 
but this drive will wane as male 
workers become available. 

With the return of durable 
goods to the market will come 
renewed state legislative interest 
in bills to regulate installment 
merchandising. Two types of bills 
may be expected, one proposing 
stringent regulation through li- 
censing of all installment sellers, 
and the other patterned after 1941 
New York state laws intended to 
aid self-regulation by exerting 
compulsion on irresponsible deal- 
ers who ignore ethical standards 
in installment merchandising. 


Surplus Commodities 


Oregon has already established, 
by executive action, a committee 
to confer and negotiate with the 
Federal Government in connection 
with the distribution of surplus 
commodities. Similar steps may 
be taken by other states. Expan- 
sion of state purchasing depart- 
ments to facilitate disposal of war 
surpluses to state, county and 
municipal governments was re- 
cently suggested by John Hancock, 
co-author of the Baruch-Hancock 
report, and John Ducas, an official 
of the Surplus War Property Ad- 
ministration, who advised that 
time preferences for state and 
local governments would be estab- 
lished. All of which may cut 
deeply into what normally was a 
sizeable market for office appli- 
ances. 














VET 


SALES AND MANAGEMENT LEADER: George F. Malcolm, general 


manager of the F. S. Webster Company for nearly 40 years, has always main- 
tained a primary interest in sales and distribution. He joined the Webster 
organization in January, 1900, and became general manager in 1905. Later 
his title was expanded to include vice-president. Now he is treasurer and 
general manager. Through almost four decades of general management, 
probably a record for the industry, Mr. Malcolm has been an exemplar of 
sound thinking and business sagacity. Appropriately, the Webster business 
has been described as a monument to his genius. His foresight, aggressive- 
ness, and skill in sales direction have placed and maintained Webster lines 
in the forefront of distribution in the ribbon and carbon industry. For many 
years, until a short time ago, Mr. Malcolm spent the winters in Florida, 
devoting much of his time to fishing. When fall came he was wont to take 
a week off to go deer hunting in Maine. One of his current hobbies is flower 
culture at his summer home on Long Lake. Vigorous in mind and body, he 
typifies the New England tradition of progressive thought and action. 
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ITH THE demand for new 
office furniture greater than 


can be filled during wartime, the 
Northwestern Furniture Company, 
Milwaukee, Wis., enlarged its fur- 
niture repair department some 


time ago and is now finding this 
activity one of the busiest in its 
varied lines. Reconditioning fur- 
niture is no longer a side line for 
the company. As an example of 
the amount of business done by 
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With METAL off to the war for service at home and abroad, 
WOOD, now also in service in a thousand ways, takes over 
much of metal’s old work and does a thorough job on all calls. 


Reconditioning Used Furniture 


GOOD WARTIME SPECIALTY 


the reconditioning department, it 
is reported that one large Mil- 
waukee customer, often at the top 
of the list in the purchase of new 
office furniture, contracted for- the 
reconditioning of used _ office 


RECONDITIONING OF USED OFFICE FURNITURE encouraged by the Northwestern Furniture Company, Milwaukee, Wis., 
through “before and after” exhibits in its large display windows. 
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equipment to the extent of more 
than $3000 during the first six 
months of 1944. More repair busi- 
ness with the same company is in 
prospect for the remainder of the 
year. 

It is believed that much of this 
reconditioning business from Mil- 
waukee firms is due to the neces- 
sity of adding to office forces 
without being able to purchase 
new furniture for the additional 
personnel. Furniture which had 
been set aside because better 
times had permitted purchase of 
new equipment is being brought 
out and reconditioned. 


Before—After Samples Displayed 


The accompanying illustration 
shows part of the display window 
space of the Northwestern store, 
with “before and after” samples 
to indicate what really can be 
done in reconditioning office fur- 
niture. Looking at some desks at 
the store, the writer thought he 
was being shown new furniture. 
Only after investigating “under 
the surface” was he convinced 
that the equipment had been re- 
conditioned in the Northwestern 
shops. The usual procedure in 
such jobs, when desks are to be 
made like new, is to repair the top 
and the drawers, remove the old 
varnish, and then stain, shellac 
and revarnish the desk while the 
hardware is being cleaned, buffed 
and lacquered. Chairs for office 
use are also put through a similar 
process, new springs being in- 
stalled, arm rests tightened, and 
so forth. Frequently the owner of 
the used office furniture does not 
recognize his own property. 

While salesmen solicit some of 
this reconditioning business, much 
of it comes from classified adver- 
tisements in the daily newspapers, 
and, of course, from the attrac- 
tive window displays, as shown. 
These displays are changed fre- 
quently, so that businessmen 
often are seen going out of their 
way to see what Northwestern has 
to show in office equipment. For- 
merly, of course, repairing and 
reconditioning of used office fur- 
niture was only incidental, and 
was not pushed in a sales way. 
Now the activity has been ex- 
panded in wood lines and ex- 
tended to steel filing cases and 
other steel furniture. 

As this is being written, one of 
Northwestern’s large window dis- 
plays shows furniture fit for the 
office of the president—in fact, it 
is marked as being designed for 
such an office and looks the part. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE . . . COUR- 
AGE . . . CO-OPERATION 


N the Chicago showroom of The 

Herman Miller Furniture Com- 
pany located in the Merchandise 
Mart, there was presented to us 
the other day one of the cleverest 
pieces of office furniture brochure 
modern direct sales art we have 
ever beheld. This large attractive 
special folder was captioned: “A 
History of MODERN Furniture 
from Prehistoric Times to the 
Post-War Era.” Credit was 
acknowledged: Research by Gil- 
bert Rohde; Delineation by Peggy 
Ann Mack. The frontispiece 
sprang right at you in command- 
ing position. In fact, it was the 
cover feature and in most atten- 
tion - compelling allurement 
showed in picture form (with an 
unusual sense of good business 
humor) this description: “Ancient 
Clay Tablet Found on the Present 
Site of The Herman Miller Fur- 
niture Company. The _ Inscrip- 
tion Proves That Early Periods 
Preceded Later.” In line cut was 
noted in order: Neolithic Modern, 
Egyptian Modern, Classic Greek 
Modern, Early Roman Modern, 
Pompeian Modern, Early Ameri- 
can Modern, 18th Century French 
Modern, 18 Century Chippendale 
Modern, and finally Herman Mil- 
ler 20th Century Modern. 

The 16 pages making up the 
story inside this intriguing book- 
let were themed in perfect unity 
and conveyed in unusual manner 
a decidedly different type of office 
furniture sales presentation. In 
short it truly commanded atten- 
tion and admiration. 

* * * 

Ask yourself: “What have I 
done in the past 24 hours to help 
the U.S. War Effort?” 

* * * 

In the course of our recent 
travels we had the opportunity to 
visit many aggressive office equip- 
ment and supply stores, among 
them Horder’s of Chicago, North- 
western Furniture Company’s of 
Milwaukee, Kistler’s and Kend- 
rick-Bellamy’s of Denver, Pem- 
broke’s of Salt Lake City, and 
scores of others in midwestern 
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and Atlantic sea-board points. 
While we regret time did not per- 
mit seeing more or going to other 
cities at this time elsewhere in our 
U.S.A., we want to take this op- 
portunity to acknowledge the 
cordiality and genuine helpfulness 
extended to us everywhere in our 
quest for factual material for 
forthcoming BUSINESS BUILD- 
ERS in OFFICE APPLIANCES. To all 
in the office equipment profession, 
we again call your attention to 
our address, Box 2153, care of 
Shaw & Borden Company, Spo- 
kane 2, Washington. Let’s visit 
regularly via Uncle Sam’s air mail. 


a * * 


Ask yourself: “What am I doing 
in the present 24 hours to help 
the U.S. War Effort?” 


* * * 


And from more than a dozen of 
busy factories in the past few 
weeks we gleaned many inspira- 
tional points that we hope to 
share with you as the next issues 
of this page coming to your at- 
tention. On this particular so- 
journ, starting in with The Car- 
ter’s Ink Company of Boston, and 
concluding with the plant of 
Globe-Wernicke in Cincinnati, we 
had the privilege of getting first 
hand the feel of co-operative ef- 
fort these important men and 
women in the stationery and of- 
fice equipment sources are exert- 
ing right now, where the very 
roots of office tool sales start. 
Therefore, we extend likewise to 
all readers of OFFICE APPLIANCES 
in factories the same invitation 
noted in the preceding paragraph 
to dealers in our key office item 
industry. 


And this month’s terse-trailer is 
from SELL, that forceful monthly 
“nudge:” “The mere act of open- 
ing a store for business is in itself 
an invitation to the public to 
come in and be served. As ‘host’ 
to those who accept this invita- 
tion, the merchant automatically 
places his own _ convenience 
AFTER that of his ‘guests.’ Those 
who violate this simple principle 
never achieve merchandising 


greatness.” 
* * * 


Thanks for listening and con- 
tributing, fellow office outfitters, 
Enthusiastically, 

Ralph B. Ortel. 


ere 


23 











EDITORIAL 





Disposal of Government-Owned 


Surplus Goods 


@@ AN OPTIMISTIC attitude toward the post- 
war problems of disposing of Government- 
owned surplus goods and war plants is expressed 
by the Committee for Economic Development 
in a statement on national policy issued July 
16 by its research committee. “If the war should 
end tomorrow,” according to CED estimates, 
Government-owned surplus goods would prob- 
ably not exceed 60 billion dollars. But from the 
point of view of business, the problem is far 
smaller than this sum would indicate. Three- 
quarters of the surplus stocks will be combat 
ordnance. Of the 15 billion dollars worth that 
is merchandise, fully half will be located abroad. 
The remaining six or seven billion dollars, only 
part of which is consumer goods, is equivalent in 
dollar magnitude to only two months’ normal 
retail sales. While there may be heavy over- 
supply in special lines, it is pointed out that the 
great bulk of the stock can be disposed of with- 
out seriously interfering with the re-adjustment 
of business to peacetime production, provided 
the disposal is carefully planned in advance and 
properly timed. 


Just what proportion of the consumer goods 
is made up of office equipment and supply items 
is difficult to determine. Perhaps in comparison 
with the billion dollar figures now in such com- 
mon use, the dollar value of Government sur- 
plus of this industry’s products will seem 
small. Proportionately, the volume will be great, 
making the following points in the CED state- 
ment of policy particularly significant: 


1. Recommendation that the guiding policy 
in surplus disposal be one of encouraging pri- 
vate business under competitive conditions. 


2. Recommendation that no merchantable 
stocks be frozen for long periods, but on the 
other hand that dumping and depression of 


prices be avoided by means of carefully timed 
disposal policies. 

3. Emphasis on the need of protecting small 
business in disposal of surplus stocks and plants, 
under policies which should be expressly laid 
down by Congress. 

Of necessity the CED recommendations are 
general in character. It is to be hoped that 
specific plans will soon be announced so that 
dealers and manufacturers can adjust opera- 
tions to fit into the surplus disposal pattern. 
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Shipping Container Shortage 
@¢ ALL GOODS are involved in the shipping 
container problem. From small commercial sta- 
tionery items to large equipment such as desks 
and cabinets, the products of this field are 
packaged for shipment in paper board boxes. 
And currently, shipping containers are the 
greatest across-the-board civilian shortage. 
Manufacturers (and other shippers) can par- 
ticipate in the conservation program by making 
suggestions for the re-design of shipping car- 
tons to reduce to a minimum the pulp content 
per unit moved. When pulp supplies were plen- 
tiful, container designers thought in terms of 
extra strength that would provide a margin of 
safety beyond reasonable damage potentials. 
From the standpoint of dealers (receivers of 
shipments) the problem is largely one of sal- 
vage. Re-use is desirable, of course, when it can 
be done efficiently. More important is the sav- 
ing of all brown paper and paperboard waste 
for re-pulping. While all waste paper is wanted, 
brown paper waste is of special importance— 
the wood pulp content goes into the beaters and 
promptly emerges in the form of new container 
board. To protect our industry’s container sup- 
ply, everyone must give attention to salvage. 





HERE AND THERE _ 


70-YEAR-OLD BROTHER OF 
"OFFICE APPLIANCES" FOUNDER 
NOW A CAPE COD RESIDENT 

Old-timers in the stationery field 
may be able to hark back to the 
days when OFFICE APPLIANCES, 
known its first year as TYPEWRITER 
TRADES JOURNAL, was in its in- 
fancy. Joseph E. Patterson, brother 
of George H. Patterson, the found- 
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er, was associated with the journal 
in its formative stage. Like George 
Patterson, he was engaged actively 
in the typewriter sales field, and so 
continued, retiring from active serv- 
ice two years ago after a success- 
ful quarter-century in his last con- 
nection. 

Now, he reports, he is the proud 
owner of an old Cape Cod house 


OFFICE APPLIANCES, 





in South Dennis, a picturesque two- 
story structure which has been com- 
pletely repainted, rewired and 
modernized inside and out. Water 
is supplied by a 60-foot artesian 
well, air conditioning by the de- 
lightfully cool breezes sweeping in 
off the Atlantic. The temperature 
seldom rises above 82, he reports, 
while light snows and a low of 10 
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above zero represent the typical 
winter. 

Since neither Joseph nor Mrs. 
Patterson are content to rest on 
their oars, they have turned their 
new abode into a comfortable hos- 
telry, where overnight accommoda- 
tions and breakfasts are available 
to Cape Cod vacationers. The 
veteran typewriter man also spends 
a considerable portion of his time 
in gardening and plans to enter the 
poultry-raising field as soon as the 
high feed prices decline somewhat. 

The new Patterson homestead 
seems to be an ideal spot to spend 
two six-month vacations a year. An 
invitation to such a locale is one 
we'd never decline. 





GIBSON AND PERIN MAN 

DESCRIBES ROBOT BOMBING 

An eye witness description of the 
German rocket bombs now causing 
considerable concern to those 
charged with the defense of the 
British homeland was given by Lieut. 
Col. C. S. Marsh, former salesman 
with the Gibson and Perin Com- 
pany, on his recent visit to his home 
in Cincinnati. 

When asked about the rocket 
bombs Col. Marsh stated, "'l have 
seen them and heard them in the 
air and have heard them explode 
within a block or so of where | was. 
They look and sound rather ominous 


and upon exploding they raise more 
than the usual amount of dust. 
“While these rockets are taking 
lives and destroying property they 
will have no effect on the military 
situation. They will prove just an- 





LT. COL. CHARLES S. MARCH 


other nail in the coffin of Adolf 
Hitler who is doomed to certain 
defeat. When seen by day the 
rocket bomb looks like a small plane 
and sounds like a motor with a 
high-pitched hum. | have seen them 
by night, too, when their jet fuel 
propulsion throws out what looks 
like a lot of fireflies." 


THE WAY THEY WORK 


It was reported that Col. Marsh 
flew to the United States from 
England in a plane which also car- 
ried some important German pris- 
oners, but he refused to discuss the 
subject.—RE 





OFFICE FILES, TYPEWRITERS 
AMONG FIRST CASUALTIES ON 
NORMANDY INVASION COAST 

Few more vivid descriptions of 
the awful destruction of fighting 
equipment and matériel have ap- 
peared than that written by Ernie 
Pyle, Scripps-Howard ace war cor- 
respondent, and which was published 
in "The Cincinnati Post'’ of June 16, 
just nine days after the cracking of 
the famed Atlantic Wall. Of par- 
ticular interest to the office equip- 
ment field was the revelation that 
smashed typewriters and office files 
were among the early casualties. 

The Globe-Wernicke Company, 
Cincinnati, Ohio, manufacturers of 
office furniture and equipment re- 
cently distributed photostatic 
copies of the story to its dealers. 
Many of these files, it was pointed 
out, in all probability originated in 
the G-W factory, where a large part 
of the company's production facil- 
ities have been devoted to produc- 
tion of such equipment for military 
use both on and behind the battle 
lines. 


os 


OU NEED not go to a fortune teller to learn what sort of success your life 
is going to bring. Just take careful note of the way you work at the 


tasks that are yours. 

There is a young man in a certain midwest college who impressed all his 
fellow students as a hustler. He entered into every activity with great en- 
thusiasm. He favored every proposed undertaking. “Sure, we can do it. It's 
a fine idea. Let's get busy on it.” 

As a result he was put on the important committees and often made chair- 
man. But when it was discovered his enthusiasm did not extend to hard work 
and that he always had to be checked up to see that he did his work, they 
stopped paying so much attention to his optimism and enthusiasm, for they 
were only skin-deep. Now they put him on committees where he is always 
under the supervision of someone who can be depended upon to see the work 
gets done. 

I have a friend who operates a business that employs a half-dozen girls 
in the office. Now and then a girl marries or for some other reason gives up 
the work and he has to get a new employee. 


“Do you know what is the hardest thing about running my office?” he asked. 


And he answered his own question: “It’s getting a new girl who will not 
only do her work well, but will assume the responsibilities placed upon her 
and carry on without having to be told the same thing again every day. 
When I find a girl who will take up the responsibilities of her position as well 
as do the actual work, I am willing to pay her well and keep her as long as 
she will stay. 

Young people—or others not so young who will take jobs and do the 
routine work well enough, are easily found. Young people who will take on 
responsibility and carry it are few and they are the ones who at last go on 


to become employers in their own right. 
—Frank Farrington. 


OFFICE APPLIANCES, August, 1944 25 








Minimum Allowance Figures Established on Office 


Machines—Essential 


Civilian Goods 


Listed— 


Conservation Facts on Cartons, Bags and Paper 


OPA CLARIFIES OFFICE MACHINE VALUES 


The minimum allowance that an office machine 
manufacturer may make when he accepts traded-in 
equipment on the sale of a new machine was clarified 
on June 21 by the Office of Price Administration. 

The action permits an office machine manufac- 
turer to devalue traded-in equipment, as its age in- 
creases, by the same method of depreciation he had 
in effect in March, 1942. A manufacturer who deter- 
mined his allowances by serial numbers, which di- 
rectly reflect on the age of the machines, may re- 
group serial numbers in order to maintain the same 
age-allowance relationship that prevailed in March, 
1942. 

A manufacturer who set forth his allowance for 
traded-in equipment on the basis of the age of the 
equipment, stated in years, may continue such a 
schedule. 

A manufacturer who had no published allowance for 
used equipment may alter allowances that were 
granted or quoted during March, 1942, to reflect the 
increased age of the equipment, provided he uses the 
same method for determining values that he used in 
March, 1942. 

(Order No. 1701 under Maximum Price Regulation 
188—Manufacturers’ Maximum Prices for Specified 
Building Materials and Consumers’ Goods Other Than 
Apparel—effective June 21, 1944.) 


o 


FOUNTAIN PEN AND MECHANICAL PENCIL GROUP 
FAVOR PROVISIONS OF NEW PRICE REGULATION 


That a new price regulation setting dollar-and-cents 
retail prices and specific wholesale prices on fountain 
pens and mechanical pencils would make for better 
price control and also be a benefit to the trade was 
expressed by the combined Industry Advisory Com- 
mittees in this field at a meeting with the Office of 
Price Administration late in June. 

While members of the industry have been working 
with OPA for several months on the development of 
this new price regulation, this is the first time there 
has been a joint meeting of committees representing 
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all levels of this industry (manufacturers, wholesalers, 
and retailers). 

After reviewing the most recent draft of the pro- 
posed regulation, the combined committees agreed 
that, in general, they were in favor of its provisions. 
As the regulation now stands, wholesale prices will 
reflect historic margins as recommended by the whole- 
sale and retail advisory committees when they met 
with OPA in May. 

Manufacturers, however, were concerned about a 
provision that would require them to imprint each 
fountain pen, mechanical pencil with the name, brand, 
model, and retail ceiling price. The reason for the 
manufacturers’ concern was not the requirement itself 
—but the fact that it would take time for them to 
get the necessary machinery and dies in order to do 
the imprinting. OPA will take this into consideration 
in setting an effective date for this requirement. Any 
such an operating delay at the manufacturing level 
can be temporarily taken care of by requiring retailers 
to tag or label the goods before the imprinted models 
are available. 

Ellis Bishop, head of OPA Equipment and Sup- 
plies Unit, who presided at the meeting, pointed out 
that this regulation 1s still in its formative stages and 
that until it is officially issued, the sale of fountain pens 
and mechanical pencils at wholesale and retail levels 
will remain under the General Maximum Price Regu- 
ation. : 

& 


LIST OF ESSENTIAL GOODS NEEDED BY CIVILIAN 
ECONOMY MADE PUBLIC BY WPB CHAIRMAN 


Donald M. Nelson, Chairman of the War Production 
Board, on June 21 made public a letter from William 
Y. Elliott, Vice-Chairman of Civilian Requirements, 
together with a list of tables showing quantities of 
essential goods needed by the civilian economy. The 
tables were presented to the Truman Committee when 
Mr. Nelson appeared before that body on June 19. 

An explanatory excerpt from Mr. Elliott’s letter fol- 
lows: 

“Level I represents minimum essential requirements, 
assuming controlled distribution through rationing or 
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some similar system so that products actually get to 
those specific people or uses for which we programmed 
them. Level II might be called a “squeeze” level; it 
represents minimum essential requirements, assuming 
no control on distribution; in other words, a short 
supply on the market but sufficient so that people can 
find the products they want if they shop around 
enough. Level III means an unrestricted supply of 
products, in terms of quality products in unrestricted 
lines. We say “unrestricted supply” instead of ‘“un- 
restricted demand” because although we estimate 
what unrestricted demand would be, we try to b2 
practical and qualify that figure by the probable pro- 
duction of the industry.” 
Office equipment and supply items included in the 
list were as follows: 
Production 


Estimated) 
3rd 
Product Level 3 Level 2 Level1 Quarter 

Typewriters..... 91,000 60,000 36,000 2,000 
Office Machinery** (except 

Typewriters)......... 13,900 10,465 3.200 9,700 
Fountain Pens...... .9,050,000 2,750,000 2,300,000 
Wood Cased Pencils (Gr.).2,165.000 1,400,000 1,120,000 
Tape Sealing Machines*... 475,000 345,000 345,000 
Marking Devices*........4,092.000 3,147,700 3.200.000 
Office Supplies*....... 10,954,000 1,520,215 1,600,000 
Mechanical Pencils. . 15,000,000 3,000,000 3,000,000 
Pen Nibs (Gr.) 464,500 300,000 300.000 

*Indicates value in dollars. 

**I[ndicates value in thousands of dollars 
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PAPER PREFERRED PRODUCTION LIST ENLARGED 


Ten additional grades of paper and paperboard were 
added to the list of those papers and boards granted 
preferred production status by the Forest Products 
Bureau of the War Production Board on June 27. 

An amendment to Direction 1 of Preference Order 
M-93 adds the following paper and paperboard 
products: 

Offset paper; gumming sulphate and sulphite stock; 
waxing paper (18 pound and up); base stock for ord- 
nance wrap; tag stock, including light manila board; 
waxing tissue; milk bottle cap and plug stock; am- 
munition containerboard and similar specifications for 
armed forces; and dense fibre (innersoles, heels and 
leather board gasket, and so forth). 

At the same time certain items were deleted from 
the Direction, namely, file, folder and other special 
industrial papers. 

These changes were considered by WPB to be neces- 
sary in order to insure the production of the minimum 
tonnages of the above grades of paper and paperboard 
required for war and essential civilian purposes. 


& 
ARMED FORCE PAPER DEMANDS MUST BE MET 


Demands of the military forces for printing, map, 
mimeograph, waterproof and business papers, as well 
as certain specialty papers, must be met by U. S. mills 
or the mills will be forced by directives to supply these 
essential requirements, the War Production Board 
Paper Division told members of the Over-All Paper 
Advisory Committee, which met in Washington late 
in June. 

Reviewing the present situation and the outlook 
for the third quarter, officials said that military and 
non-military paper requirements, together with pack- 
aging demands for both the military and domestic 
food uses, would be higher than for any previous 
quarter. 

o 


CANADA FIXES MAXIMUM TYPEWRITER PRICES 


The Wartime Prices and Trade Board announced a 
new order establishing maximum prices for the sale 
of reconditioned or used portable typewriters, effec- 
tive July 12. The order provides that a reconditioned 
portable typewriter must not be sold at more than 80 
per cent of the manufacturer’s list price when it was 
new.—R.C. 


OFFICE APPLIANCES, August, 1944 


CONSERVATION FACTS ON BROWN CARTONS, 
BAGS AND WRAPPING PAPER 

At least 1,000,000 tons of V-boxes are scheduled for 
production in 1944 requiring roughly 25 per cent of all 
containerboard to be produced. These heavy V-boxes 
of high quality are estimated to consume some 40 to 
45 per cent of all kraft pulp allotted to fibre boxes, 
and a reduced quantity of lower quality boxes remains 
for domestic use. While some increase in production 
of kraft pulp and containerboard is expected in 1944 
this increase is not nearly enough to offset the un- 
precedented demands of the Army and larger civilian 
requirements. 

Similarly, very great demands for waterproof papers 
by the Army has reduced the supply of kraft wrapping 
paper and grocery bags to the danger point. These 
two new demands are emphasized because they both 
require kraft pulp and have contributed directly to 
the shortage of fibre boxes, wrapping papers and 
grocery bags, a reduced supply of which must satisfy 
the demands of an economy expanded by wartime 
conditions. 


What Has Been Done 


WPB Order L-317 restricting the use of container- 
board has been issued placing the use of container- 
board under quotas. This order calls attention very 
effectively to the problem of a short supply of paper. 

WPB Order M-290 has been issued controlling the 
allocation of containerboard to the box fabricating 
plants so as to make sure the must programs are met. 

A technical staff has been set up in the Paperboard 
Division to assist in the redesign of boxes so that the 
greatest possible use of the quotas assigned may be 
obtained. This service is offered free of charge to 
every user regardless of whether the user is subject 
to quota limitations. 

The Containers Division of the WPB has been spon- 
soring for many months a program of maximum re- 
use of all types of containers. Industry has been asked 
in many ways and through many channels to lend 
its voluntary support in all practicable ways. 

Widespread efforts have been made to increase kraft 
production by the use of prisoners of war and me- 
chanization of the wood-cutting operation. These ac- 
count for the fact that some increase in kraft produc- 
tion is expected in the face of serious manpower 
problems. 


What the Emptier of Cartons Can Do to Help 


1. Find out who can re-use locally the cartons you 
empty and work out with re-user how best to get the 
cartons to him. Get in touch with the secondhand 
dealer to find out what boxes you open he can find 
useful. The re-use possibility may be limited to a few 
sizes where the quantities are relatively large. 

2. An individual or key individuals must be made 
responsible for the proper handling and opening of 
cartons. This assignment of responsibility is a proved 
step in having cartons opened properly. Don’t blame 
spoiled boxes on the manpower situation. 

3. Employees must be instructed how to open car- 
tons correctly so that they will avoid tearing or dam- 
aging the flaps. They should open both top and bot- 
tom before removing contents. Don’t use a razor blade 
or knife to cut the boxes open. A knife should be 
used only for cutting open tape seals. Use a wooden 
paddle, a dull-edged metal paddle or a spatula-type 
opener to open glued flaps. 

4. The designated employees must be supplied with 
the proper tools, such as wooden paddles for opening 
cartons, staple removers, knives for cutting tape, and 
so forth. Improper tools such as razor blade knives 
must be removed. 

5. After cartons have been opened and knocked 
down, one or two individuals must be assigned the 
definite task of sorting the usable cartons from the 


(Turn to page 128, please) 
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NOMDA WAR 


CONFERENCE 


(Texts of several addresses and reports presented at the Nineteenth Annual 

Convention of the National Office Machine Dealers Association, Atlantic City, 

N. J., June 13 and 14, were not available at the time of going to press with the 

July issue. They are printed on this and following pages so that readers may 
have a complete account of convention proceedings.) 


REPORT OF THE INDUSTRY 
ADVISORY COMMITTEE 


By Chairman James J. Sheehan 


The Office Appliance Company, 
Providence, R. I. 


THE TIME is very short, and necessarily my report will be brief. As 
you know, I was appointed chairman of the industry advisory com- 
mittee, and that committee handled the pricing matter. That committee 
represents all of the typewriter dealers and is not a part of the national 
Association. 

Naturally a report should be made to the members of this Association 
because you represent the only organized segment of the industry. 

You will recall my remarks at the Kansas City convention. At that 
particular time we were urging the Office of Price Administration to 
grant us a higher rate than the $3.00 rental rate. You had previous to 
that time been allowed to rent your machines for $3.50. When the 
rentals were cancelled, you were automatically placed back on the $3.00 
a month rate. 

We tried in every possible way to find some means so the higher rate 
would apply on the older machines and OPA was very, very reluctant to 
increase the price. But shortly after that convention we were given word 

it was at that convention, I believe—that by reclassifying into commer- 
cial and non-commercial rentals they would allow you to secure the 
higher rate for the great majority of your rental machines. 

If the quantity of typewriters on rental was multiplied by the average 
increased rate that the dealer was entitled to receive, and which most 
dealers did receive my figures showed that to the typewriter industry ot 
this country an increased rental of $35,000 a month resulted. With over 
a hundred thousand rentals 50c increase would mean $50,000. But when 
you break it down into the three-months’ rate you naturally take a 
lower average. 

My only regret was that there wasn’t some way we could have ar- 
ranged to have a small section of that increase payable to this national 
Association, in the form of dues or something. Every dealer in the 
country, at least those who are members of this Association, would gladly 
have shared the increased rental with this Association for the work that 
was done. 

$35,000 a month is over $400,000 a year. If your committee did 
nothing else but to bring back to you that 50c increase, or $1.25 increase 
on the three months’ rate, then all the expense of this committee was 
justified. 

While I am at that point may I say that the total expenses of this 
committee to date have been less than $500.00. To the whclesalers, to 
the members of my committee who donated and helped to pay the ex- 
penses of the committee at its meetings and in traveling to Washington 
and to New York, we owe a deep feeling of gratitude. 


Rental Rate Increase Granted 


The order granting the rental increase, issued on July 14, was the result 
of our meeting of July 5 at New York City. We had a representative of 
one of the manufacturers—possibly two. Those men joined with us in 
helping to put over our arguments with the officials from Washington. 
One of the officials at that time was our present executive secretary 
I am not sure whether ‘‘Turk’’ was with the government but El Bishop 
was, and to those boys I give a great deal of the credit for tinding the 
solution. 

We secured a higher price for 14-inch machines. At that time we 
brought forth the new dealer-to-dealer discount of 80 per cent in response 
to the request of the dealers who had to pay a little more than the 
wholesaler had to pay to get a fair distribution throughout the country. 

You will recall that the 80 per cent clause has served its purpose. 
OPA considered it as an increase in price and, in the recent release— 
in the cancellation of Rationing Order 4A—that 80 per cent was can- 
celled and we went back to the two-thirds” price again. 

Again at New York, on September 8 and October 20, we had Amend- 
ment No. 1 to Regulation 162 which gave us clarification of rental cus- 
tomers. It allowed for the maintenance of rental machines without going 
to the customer’s office. We secured permission to make a packing 
charge when shipping a rental out of town. We secured permission to 
charge for special key boards when requested by the customer on rental 
machines. 

Every one of those recommendations were submitted as a whole to the 
members of this committee, who stretch from lowa to several states all 
over the country. They gave us a favorable vote on these recommenda- 
tions. They were presented and acted upon favorably by the OPA. 

Again on January 6 we met at Washington with the OPA to con- 
sider the question of lowering ceiling prices, and the issuance of a new 
allotment schedule. The lowering of the ceiling prices was very likely 
to happen. We learned there was a possibility of 1944 allowance sched- 
ules being brought out, and inasmuch as the allowance schedule was the 
basis upon which the ceiling price was based it would necessarily mean 
that you would secure a newer 162 with correspondingly lower prices. 
We succeeded in having prices held at their present levels until such 
time as a supply of replacement machines was available. We pleaded 
with OPA and brought every argument to bear to prove to them this 
was no time to lower prices. 

Even though machines were two years older, and perhaps in ordinary 
times would be worth slightly less in allowance and therefore in selling 
price, it had no real meaning if, when you sold a machine, you could 
not replace it. For that reason we asked that no contemplated change in 
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price be made until the dealer could replace the machines he sold, and 
if we could buy them at a lower price we were willing to sell them at 
a lower price. 

On March 26 we met at New York to consider the change of the 
30 per cent ceiling back to a possible 50 per cent wholesale ceiling, 
having in mind that the lower the wholesale cost, the more favorable 
bearing it might have upon the surplus problem that will confront us 
when the war is over, and possibly before. We sent a vote to each of 
the members of our committee, but did not get a favorable response on 
the 50 per cent proposition. But OPA did make the change, and on 
April 22 issued Amendment No. 2 to 162 bringing the wholesale dealers’ 
price back to the 6624 per cent. 

Our committee has been watchful of the interests of the dealer and ot 
the wholesaler. We realize that it isn’t possible for a few men to do the 
thinking for an industry of such magnitude. It is unfair that the chair- 
man and members of my committee do all the thinking. You men in 
the field do get the benefits of our work. You men in the field do not 
make suggestions, This committee was appointed in order that we would 
be the clearing house for your ideas. Rest assured we would welcome 
them, all of your problems or what you would desire to have done. They 
would be given every consideration by the committee. 

To the members of the committee who attended most of the meetings 
at New York I want to extend my sincere appreciation. We are going 
to stand by. Our work is not completed. Things at the present are at 
status quo. We are going to stand by because I believe that we 
are all too optimistic about this war. I envision a long and a hard 
struggle. I hope I am wrong, but I see two years of fighting on the 
western front because I believe that today it is a battle of desperation. 
At the breakfast table I made that remark to a few friends and they 
agreed with me. I see the Japanese war carrying on into 1947 and 
possibly 1948. If that is the condition, do not look for reconversion. 
Rather let’s keep alive the committee so that we can be in a position 
to do the things that are needed to be done when the opportuniy arises. 


—————0—= > o——____ 


PERSPECTIVE VIEWPOINTS FOR 
OFFICE MACHINE DEALERS 
By Gene E. Taylor 


Pantagraph Printing @& Stationery Co., 
Bloomington, IIl. 


HIS MATTER of perspective viewpoints is just a matter of how 

you look at your job. We think we present a certain front, and 
sometimes we don’t. We are like the man who stands in front of a 
tree and can’t see the forest. It is all around him but he can’t see it 
because of that tree. 

We have problems coming up every day. We want merchandise, 
we need machines to sell. We want new machines, we are wondering 
about Government surpluses, we can’t think about other things and 
get the real perspective. 

A short time back we were thinking of rentals, then procurement, 
then the freeze. Before that we were thinking of the depression and 
cut-throat competition, before that something else. Our business con- 
stantly and every day presents problems and we are thinking about 
something that is confronting us—the tree in front of us—and we fail 
to see our true perspective. 

How do we stand? What is our position in our community and in 
our industry? What are our obligations outside when we are not 
worrying about freezing, rentals, procurement, and so forth? 


Factors Influencing Development of Industry 

I just wonder what all does influence our business. When did these 
influences start? How far back did they go? What has developed our 
industry and ourselves? There have been a lot of things—I couldn't 
begin to name them—things that affect us every day in our industry, 
that can make us or break us. 

Was it as far back as the beginning of the typewriter? Was it 
when the steel pen was put into use? I say it was farther back than 
that. In 1614 a man, thinking about typing, got a patent on a machine 
then didn’t even produce a model. Another man wanted to produce 
a machine that would produce writing that would look like printing, 
and Queen Elizabeth granted him a patent on that idea. It started 
back farther even than that, these things that affect our lives today. 
They started back about 12,000 years ago when men first drew pictures 
on rocks to tell stories or their life histories. But I am not going to 
go through all that. 

Those things started the things that changed from one to another 
and influence our living today. What is going to influence it tomorrow? 
They say that the invention of the alphabet was the greatest single 
invention in the 10,000-year period before the birth of Christ. The 
invention of the alphabet was one of the forerunners of the typewriter. 

They say the invention of the printing press in the fourteenth century 
was the greatest invention of man. It enabled people to produce 
writing so that thousands of people could have the written word and 
education could be spread. After we got a machine that would print 
the same thing on each page, why not have a machine that would 
produce a different thing on each page, and do it rapidly? 

Thousands of men have contributed to our industry. Then another 
thing that enters into our business is the matter of paper. If paper 
had never been invented the typewriter could not be as it is today. 
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“The quality and the quantity of the writing materials of any given 
age of people is one of the true indices of its civilization.”’ 

In this civilized world our industry has obligations to more people 
than just our Own competitors and our manufacturers and wholesalers 
We are obligated to civilization, we are obligated to the people who make 
their living by writing on these typewriters and running these adding 
machines. ‘ 


Millions Dependent on Office Machines 


I tried to find out the number in the United States who made their 
living by using these machines, but no one has all the statistics. I did 
get from the Department of Labor some figures, giving information by 
states. These totals are not accurate. 

There were 1,560,000 typists, secretaries and stenographers—that hgure 
does not include the folks who use bookkeeping machines. They are in 
with ticket agents and a whole lot of others, and I could not take that 
figure. It is not nearly indicative of the number who make their living 
by machines only. We do not know how many girls were listed as 
clerks who use a typewriter, a checkwriter, a bookkeeping machine, and 
many of those other machines. That figure must run into the millions. 

How much do those folks make? According to the Department ot 
Labor, just this group here who do nothing but write on machines make 
a total in one year’s time of $1,258,563,000. I wonder how many folks 
that means we are obligated to do a good job for—the kind of job Bill 
Garrison was telling us about—when we conduct our businesses and sell 
our machines. 

How many folks are in the industry that makes these machines? 
According to the Department of Labor there are 140,500 in the type- 
writer industry, with an annual income of $27,180,000. 

The others—cash registers, calculators, and adding machines—all in the 
same group, total 28,840, and their annual income, not of the salesmen 
but the workers, was $715,910. Altogether that gives us a total of about 
$1,357,000. Those are the figures; maybe they don’t mean anything. 


Opportunity for Women 


There is something else. It was the office machine that changed one 
of the most important relations between men and women in industry that 
has ever happened. It was the office machine that opened the doors ot 
freedom for women. Prior to that time they were confined to home 
making, nursing, even a very little teaching. We are obligated to the 
entire womanhood of the world to do a good job in our business. Society 
in all its phases looks to us to do right. 

The modern trade association is one result of the business world’s 
intelligent competition and is not only desirable but is essential to indus- 
trial welfare. There was an era in our commercial history where men 
supposed that uncontrolled competition was the life blood of trade and 
that it was necessary to use piratical and crushing methods to insure 
success. Now it is recognized that competition is merely a tonic, and that 
the life blood of trade is co-operation. The new conception is that every 
failure in an industry is felt disadvantageously by all members of the 
industry and also by the consumer. Any temporary profits gained by the 
victor generally cannot offset the damage and retrogression suffered by 
the industry as a whole. 


Ruinous Competition 


Business men should seek to produce better goods and sell them for 
less, but when a man is working as an individual he too often fails to 
realize his proper relation to others. Too often the results are that he 
lowers his prices in order to stimulate trade. (Let me state here that 
the act of lowering prices, in itself, is not to be condemned if the lower 
prices can be justified.) Any true reduction in costs of production or 
distribution ordinarily are justifiable reasons for a price reduction. How- 
ever, all too often the business man makes himself liable to charges ot 
short weight, inferior workmanship, adulteration, substitutions, misrepre- 
sentations and of paying starvation wages to his employees. 

These men will admit that any one of these practices is wrong and 
injures his business irreparably. But the constant strain of destructive 
competition so wears down his business standards and his sense of ethical 
values that eventually he finds, or other people find, that he is engaging 
in practices which in the beginning he would have condemned most 
severely. Eventually every member of the industry and also the con- 
sumer public must feel the adverse effects of such unjust acts. 

To be more specific, let us examine the matter of prices for repairs or 
maintenance service and see what is the final effect when service operators 
establish prices that are too low. If the service operators 
are aggressive they will probably be able to get more machines in the 
shop for a short period but will soon discover that their competitors 
have found them out and they will lower their prices to equal or perhaps 
be under theirs. Then the original price cutter soon finds out that most 
of his new customers go back to their former source of supply and, what 
is worse, he learns that he has lost some of his customers to a competitor 
who underbid him to get even. If the price is too low the operator finds 
that he cannot give the customer all that was promised. The new rubber 
never is put on the machine, the type bars are not removed, the machine 
is not torn completely down, and so forth. Short weight, inferior work- 
we adulteration, substitution, misrepresentation have found their 
mark, 

But it doesn’t stop there! The price of used machines is also seriously 
affected. When a customer inquires about the price of used machines he 
may decide that the gap between the price of repairing his old machine 
is too great; so he figures that since he would still not have a new ma- 
chine he will keep his original machine and merely have it repaired. Soon 
the seller finds that in order to sell used machines he must reduce the 
price of his machines, and then he is apt to find that he is resorting 
to misrepresentation. He assures the customer that the machine is a com- 
pletely rebuilt machine when he knows it has only been cleaned and 
polished. And this is not the end. The customer who might have bought 
a new machine decides there is too big a gap between the price of the 
used machine and the price of the new machine. Consequently the new 
machine retailer is forced to start giving undeserved discounts and over- 
allowances. 

The evil effects do not stop even here. The consumer public may feel 
it has gained by the mistakes of the industry, but let’s take a look. In 
the first place the consumer finds that he is not receiving the good quality 
service and merchandise that he formerly did. Short weight, inferior 
workmanship, adulteration, substitution, misrepresentation and substand- 
ard wages to employees have all done their bit to increase the hidden 
costs of purchasing these necessary items at prices that were thought to 
be so cheap. After the customer has had two or three so-called overhauls 
and then later observed that the machine looked clean and shiny, but 
actually did not perform very much better, he sometimes wonders if he is 
just wasting his money. So he decides to just let it run as long as it 
will and then get a new one at about two-thirds of the list price. He has 
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lost faith in the industry and is suspicious of all people who represen: 
the industry. 

When this point is reached it takes years to overcome the evil. 

Credit ratings? It is my personal opinion that just such a condition 
may be in the making because of the low price which has been placed 
on rebuilt machines. In 1928 the Federal Trade Commission rigidly and 
clearly defined a rebuilt machine, Any office machine which is so rebuilt 
as to comply with the letter and the spirit of the Federal Trade Com- 
mission definition will be in excellent operating condition. The require- 
ment is reasonable and fair for both the seller and the buyer. All service 
operators who honestly meet the required specifications of necessity com- 
pete on a nearly equal basis. Lower production or selling costs on equal 
items do justify lower selling prices, of course. 

We shouldn’t get our prices to the place where we have to lie to our 
customers to get the business. “I am going to put a new platen on it, 
I am going to do this,”” when we know the price is so low they are not 
going to get the platen. The price has got to be fair for the customer 
and it has got to be fair for us, otherwise everybody gets gypped. 

We try to get more business. I was checking on credit ratings. I am 
told on good authority some dealers throughout the country have been 
paying their bills very promptly until the last 60 days. During the last 
60 days there have been a number of office machine men getting behind 
in their accounts. I don’t know what it means. It is indicative of 
something. 

‘‘Well, I have got to sell for less than what it costs me,"’ they say. 
And it is partly because men don’t know how much it costs them. I am 
hoping that under the new plan of the Association there will be methods 
so the folks know what it costs them to do business. 

I am going to finish up by reading a little item; it was in my mail. 
It is an advertisement, and has a couple of sentences that fit in with the 
thoughts I have produced. It hap>ens to come from a company that 
uses a lot of machines. ‘‘Listen you, no matter how fine a ‘ob you 
did yesterday, you can ruin the memory of it today with lesser work. 
Poor work cancels good work. Good work never cancels poor work 
unless the process is for a long time. Your reputation is never made, 
it is always being made. Don’t look so startled, the mixture of good 
and the mixture of bad is labeled bad. It is a fact you can’t change; 
you’d better go along with it. The old Earth is a grasping witch; she 
made the rules and they hold water. She plays even with you and gives 
you a swell chance in America. She gives to you about what you give 
her. She wants and pays for quality. but she won't pay much and 
usually won’t pay anything for lesser things. So if you are after a bed 
of serenity and some security, if you have a home of your own and 
maybe an acre of hollyhocks, and some freckled, and wistful and dirty, 
and lovable kids with books and music and the things for that gal you 
love, you better get a reputation and a good reputation.” 

Fellows, if we live up to the obligations we owe to civilization and to 
our competitors and to the manufacturers and wholesalers, we will have 
those things Bill Garrison was talking about. 
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COMMITTEE REPORT ON 
GOVERNMENT SURPLUS DISPOSAL 
By Clarence E. Bush 


General Typewriter Co., 
Washington, D. C. 


[N THE May issue of The Office Machine Dealer, Joe Heaton, a 
member of the post-war planning committee, gave you some very 
clear and forceful reasons why we should get started at once in finding 
a solution to the question of the disnosal of surplus office machines 
owned by the Federal Government. In the same magazine, I pointed 
out that this surplus may come at or before the successful conclusion 
of the European invasion. I know that we all hope that it will be soon. 
In the meantime, there are some few machines being sold by liquidating 
contractors, and by the Government. 


The Congressional Approach 


There are two avenues of approach to the surplus problem—first, 
by appealing directly to Congress, and second, by going to the operating 
departments of the Government. 

Some associations and some industries are asking Congress for laws 
to direct and control the surplus. As a result between 20 to 36 bills 
have been introduced. Congressional committees are working on them 
and legislative action can be expected. No bill affecting us has yet been 
passed. 

However, we should bear in mind that Congress is under somewhat 
of a handicap in solving the problem. It does not have the time 
training, nor experience to dig down into the thousands of’ intricate 
details and technical matters of modern business. We cannot expect a 
complete answer from them. 

We can look for Congress to lay down the broad general outline of 
surplus disposal policies, leaving it to the governmental departments 
to carry them out. So it may be wise for us to keep abreast of their 
thinking and action. If it becomes necessary, we can appear betore 
one or more of these committees and present our views and desires 
to them. 

The disposal plan of William Wolowitz, which our secretary read 
to you, is a very good example of the type of thinking that is being 
directed to Congress. It is in accordance with the outstanding bills 
and a part of it has already been accomplished. In ovr held, the Pro- 
curement Division of the Treasury Department, has been named the 
official disposal agency for office machines. 


The Government Approach 


The Procurement Division will have the real work to do in the 
disposal of surplus office machines, and I feed that our Association 
should work in co-operation with them. I have been in contact with 
them for a long time, and I had hoped that one of their representatives 
could be here today to speak to you. However, they were unable to 
accept my invitation, and in recompense, I received a paper which it 
is my privilege to read to you 

Col. John Hough, the writer, is one of the top-ranking men in the 
Procurement Division, and he sneaks with authority. I believe that 
you will be pleased to hear what he has to tell us. 

I know that you will agree that this article is a masterpiece in 
the expression of the Government's attitude toward our problem and 
toward the industry. We are hapny that they are so outspoken in 
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their desire to work with us, and not against us. It is a very friendly 
invitation for us to give them “the consensus of our opinions on the 
several subjects.” 

Our committee has been working on the surplus question for a 
long time. Since our meeting in Chicago in February, many events 
have transpired. I will not repeat them here, because I gave you a 
condensed report of our activities in the May issue of our magazine. 


Our next step, as indicated by Col. Hough, is to present some plan 
covering the disposal of surplus office machines, to the Government. 
That is what they are waiting for. 

Therefore, I have prepared a detailed plan which I am glad to 
submit to you for consideration. It is based on sales to the trade by 
wholesalers, which has been our normal procedure in the past. It is 
not perfect, nor entirely satisfactory, even to me, and I offer it merely 
aS a start toward the answer to this question. I want you to feel free to 
modify it, rewrite it, or scrap it entirely, just so that we can make 
progress and arrive somewhere in the end. 

Whatever we submit to the Government is going to take time foi 
them to digest. We want to be ready, and we want the Government 
to be ready, when the time comes for action. 


Explanation of Disposal Plan 


If you will bear with me a little longer, I would like to give a few 
words of explanation of some of the features of this plan. I want you 
to have a clear grasp of my objectives. 

SECTION A. 

It appears to be the desire of Congress, as shown by the tone otf 
the bills under its consideration, that the problem should not be com- 
plicated by the return of surplus property trom abroad. Therefore most 
all plans now being presented to the Government take cognizance otf 
this fact, and the division of machines within and without the United 
States naturally follows. 

SECTION B. 

Dealers have little interest in the sale of machines abroad. It is 
hoped that the manufacturers will find the broad terms of this plan 
regarding the disposal of machines in foreign countries acceptable. 
SECTION C. 

Par. 1. The .transfer of machines within the Government, and be- 
tween departments and agencies is out of our hands. Not only is such 
procedure common sense, but since there is already a Surplus Property 
Utilization Branch now functioning in the Treasury Department, it is 
only logical to believe that its activities will continue. 


Distribution Through Normal Trade Channels 


Par. 2. The Baruch-Hancock report recommended the disposal ot 
surplus property through normal trade channels. This provision has 
been unanimously accepted by Congress, the Government, and the 
public. If we look back a few years, we will see that used office 
machines were sold by some manufacturers and by wholesalers. As 
they were our ‘“‘normal trade channels’ this plan has left out direct 
sales to dealers except as a last resort. 

Par. 3. The classification as to function, construction and condition 
is obviously necessary. It is intended that a price schedule will be 
set up, based on this classification. Paragraphs (a) and (b) are par- 
ticular to our business, and paragraph (c) is copied from Government 
regulations. 

Par. 4. Under this provision, the bulk of typewriters, at least, would 
go through the hands of wholesalers. I am frank to admit that I would 
prefer some plan giving dealers the opportunity of purchasing directly 
from the Government, and without bringing the middleman into the 
picture. I do not see how it can be done. 

From the Government viewpoint, there are three objections to direct 
dealer sales. First, who is a dealer, and thereby entitled to buy? 
Second, how can sales be made fairly? And third, how can the Gov- 
ernment dispose of undesirable machines to dealers? 

The Baruch-Hancock report declared that sales to speculators and 
promotors was definitely out. Therefore we would have to exclude 
such persons from our definition of dealers. Does a furniture store, or 
a jewelry store, or a carbon and ribbon salesman, or a duplicator sales- 
man, or any of the thousands of persons who call themselves dealers, 
because they are on the fringe of the office machine business, come under 
the speculator and promotor class? Can they be excluded, and how? 
Can the returning service men and women, who desire to go into busi- 
ness, be excluded, even though they are really speculators? And yet a 
clear definition would have to be set up stating who is a dealer and 
who is permitted to buy. If we take only those who sold machines to 
the Government, we are excluding some very good dealers who unfor- 
tunately did not have any late model machines to sell to the Government. 

In what manner could sales to dealers be fair? Certainly the Govern- 
ment could not permit dealers to order the kind and serial machines 
they desired. With machines expected to be arriving in a steady tow, 
there is no given stock to apportion. Would dealers be willing to buy 
from a grab-bag? Would they be willing to take whatever is sent to 
them? 


Poor Machines Grouped with Good Ones 


The only manner in which the Government can obtain reasonable 
prices for undesirable machines is to sell them in lots with better ma- 
chines. Long-carriage typewriters and slow-moving machines would re- 
main in the hands of the Government, unless sales by lots was the 
practice. And smaller dealers cannot handle such machines nor are they 
financially able to buy in lots. 

Selling to a few wholesalers would reduce the overhead cost of the 
Government, eliminate red tape, speed up delivery, simplify the con- 
struction and maintenance of price schedules, and be in accordance 
with past trade pratices. 

Par. 5 to 9 need no elucidation. 

SECTION D. 

Sales to tax-supported public schools have been included for very 
good reasons. Permit me to read you the following quotations: ‘‘Tax- 
supported institutions, such as hospitals and schools, may make pur- 
chases through their authorized purchasing agents.”” That is by Will 
Clayton, Surplus Property Administrator, on April 27, 1944. “States, 
cities, and other tax supported organizations will be given priority in 
the purchase of vast stores of surplus Government material at the end 
of the war. That is from a speech by Clifton E. Mack, Director of 
Procurement Division, on May 29, 1944, to the National Association 
of Purchasing Agents in New York City. 

We cannot shut our eyes to the fact that Government thinking and 
congressional thinking bring public institutions to the fore. Undoubtedly 
they will receive some part of the surplus office machines. 
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PLAN FOR DISPOSITION OF 
GOVERNMENT SURPLUS OFFICE 
MACHINES 
By Clarence E. Bush 


General Typewriter Co., 
Washington, D. C. 


HE ENTIRE office machine industry is vitally interested in the 

disposition of surplus office machines owned. by the Federal Govern- 
ment. It is concerned with this problem because any ill-advised action 
by the Government will seriously affect the future of the industry. 

This industry’s post-war objectives might well be summarized as 
follows: 

1. The maximum of private employment, and the placing of returning 
service men and women where they are best fitted to work, bearing in 
mind their education, training and experience. The manufacturers, dis- 
tributors, and servicing outlets of this industry have over 25,000 workers 
now in the services. These people will expect, and have every right 
to look forward to, re-employment. 

2. A maximum number of tax-producing incomes, in order to main- 
tain our standards of living and to make possible the early reduction of 
the national debt. This implies a reasonable profit for the employers, 
and a living wage for the workers. 

3. Reduction in Government expense, reduction of its activities, re- 
duction of its personnel, and strict economy in its operation. 

4. Highest possible return for the Government in the sale of sur- 
pluses, consistent with the three preceding objectives. Co-operation of 
the Government and the trade will, in the long run, produce higher 
prices than could be obtained by direct Government selling methods. 

The uncontrolled sales of office machines would prevent the attain- 
ment of these ——- In proof of this, we refer you to a study of 
conditions resulting from the termination of World War I. It is a well 
known fact that unemployment was rampant, and the office machine 
industry had to struggle for its very existence. This was caused by: 

1. Large Quantity Dumping. Unrestricted sales to the public re- 
moved normal markets to a great extent, and this situation continued in 
effect for a period of several years. 

2. Low Prices. This condition tended to make the sale of new 
machines difficult, and make the sale of used machines almost impossible. 

The industry desires to work out a solution of this problem in co- 
operation with the Government. To this end the following plan for 
disposal of surplus Government office machines is recommende 

Office machines will be grouped into two categories, namely (1) 
those located within the Continental United States; and (2) those located 
outside the Continental United States. Those machines located in ter- 
ritories and possessions of the United States are to be classified as being 
outside the Continental United States. 

B. Office machines outside the Continental United States will be 
disposed of as follows: 

1. Each manufacturer will be given a list of all equipment of his 
original manufacture, from time to time, as it accumulates, and the 
manufacturer will contract to repurchase this equipment from the 
Government. 

2. The Government will classify such equipment in accordance with 
paragraph C-3 herein, and will furnish the manufacturers with full 
and complete information regarding same, including the customary 
trade specifications and descriptions, and the location of the equipment. 

The manufacturer will undertake to resell this equipment through 
his representatives and agencies abroad. 

4. The prices to be paid by the manufacturers will be determined 
by negotiation with the Government. 

C. Office machines within the Continental United States will be dis- 
posed of as follows, and in the order enumerated 

1. By transfer to executive departments and Governmental agencies. 
In the interests of economy of operation, the Government should re- 
tain those office machines that will be needed in its own offices. 
Newer machines should be substituted for older ones now in use. A 
stock of machines should be held to fill normal Governmental re- 
quirements for a period of two years. 

2. By sales through normal sales channels. Manufacturers and 
wholesalers are normal trade channels. They can do a better selling 
job than the Government, because they have a better knowledge of the 
product, they are familiar with market conditions, they have estab- 
lished distribution organizations, they have regularly established dealer 
customers, they have credit experience, and they will want to see 
surplus office equipment disposed of in an orderly and businesslike 
manner. 

3. a. Office machines will be classified as to function as follows: 

I. Typewriters. 
II. Adding machines. 

III. Calculators. 

IV. Duplicating machines. 

V. Mailing machines. 

VI. Addressing machines. 

VII. Bookkeeping machines. 

VIII. Dictating machines. 

IX. Checkwriters. 

X. Miscellaneous. 
b. Office machines will be classified as to construction as follows: 
Regular. 

XII. Special, with features or attachments that may be 
removed, so as to permit the machine to be re- 
converted to regular. 

XIII. Special, with features or attachments that can not 
be removed, either because they are inbuilt, or 
because it will not be practicable to do so. 

c. Office machines will be classified as to condition as follows: 

. New. 

E. Used, reconditioned. 


O. Used, usable without repairs. 

R. Used, repairs required. 

X. Used, no further value for use as originally intended, 
but of possible value other than as scrap. 

1. Excellent. 

2. Good. 

3. Fair. 


4. Poor. 
4. The Government will offer office machines for sale to those 
persons qualifying as purchasers. Purchasers are limited to the fol- 


lowing: 
a. Manufacturers who were regularly engaged in the sale at 
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Mx AND WOMEN all over America are 


working harder than ever today. Pressure is 


intense. A small annoyance can quickly lead 
to a major catastrophe overnight. 

Take hectographed forms as an example: 
Usually they are in one color. Sometimes 
overanxiety or tension causes difficulty in 


reading them. The important data blends 





@ Here’s a typical 


QUANTITY DATA 


A-4 SHEETS 70 

B-G SHEETH 
MATERIALIS44 Rev. 
SIZE SHEET 40 x 80 


one-color form. 
Notice how the im- 
portant data runs 
together; how much 
time it takes to get the 
information. Forms 


like these increase 








the danger of errors. 





One-Color Form 


with the basic form itself —and is all but lost. 
This adds to tension, increases the danger of 
costly errors, slows the great war effort. 

To add to efficiency, speed the work, do 
away with hard-to-read forms. Switch now 
to brilliant Uni-Master, the two-color Hecto- 
graph form which gives you, in one standard 


operation, sharp contrast, easy readability. 





@® Here’s the same 


form... Panama- 

Beaver’s 2-color way! 
570 See how the impor- 
x tant data stands out 

in brilliant contrast. 
1944 Rev. 


It’s quick to see, 


40 « 80 it’s easy to grasp, it 








doesn’t waste time. 





Panama-Beaver’s 2-Color 


PANAMA-BEAVER 


Manufactured by 


MANIFOLD SUPPLIES COMPANY 


Uni- Master Division 
COAST TO COAST DISTRIBUTION 
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wholesale of office machines of the kind and make they desire tc 
purchase, within the Continental United States during the year 1941. 

Subsidiaries of manufacturers who were regularly engaged in 
the sale at wholesale of office machines of the kind and make they 
desire to purchase, within the Continental United States during 

the year 1941. 

c. Persons who were regularly engaged in the sale at wholesale 
of office machines within the Continental United States during the 
year 1941, provided that 51 per cent or more of the dollar value of 
their total sales, of the kind and make of the machines they desire tc 
purchase, were sold to the trade at wholesale. 

d. In the event that satisfactory persons fail to qualify as pur- 
chasers, the Government will, at its discretion: 

1, Sell direct to the manufacturer of the machine, or 
2. Sell to the trade on closed bids. 

5. Qualified purchasers will contract to purchase office machines 
from the government in lots, which may include any make, model, 
serial, and condition of machine. Lots of machines will be limited to 
one type classified as to function. Purchasers will not be permitted 
to select machines, but the various makes will be prorated to the 
purchasers in direct ratio to the entire quantity available in any 
offering in any one area of distribution. 

6. Office machines will be stored by the Procurement Division in 
any or all of its regional warehouses, where they will be inventoried, 
classified, and prepared for shipment. 

7. Purchasers will be limited to their proportionate share of any 
offering. If, for instance, there are 12 qualified purchasers, each may 
purchase one-twelfth of any offering. A purchaser who does not desire 
to accept his share, may deciine, and failure to accept within ten days 
from date of offering will be considered a rejection of the offer. 

Any part of an offering that is not accepted reverts to the total 
stock, and increases that portion that other purchasers may buy. 
Notice of such rejections will be given other purchasers. 

8. Purchasers will undertake to re-sell Government machines to 
the trade only, and within ceiling prices established by OPA. 

9. Prices at which office machines will be offered will be established 
by negotiation between the parties. 

D. If the surplus of machines is too large to be absorbed by the Govern- 
ment uses, or by sales to the trade, then it will be sold to tax-supported 
public schools. The Government will determine this by (1) the building 
up of unsalable stocks in its warehouses, and by (2) the fall in prices 
to the point where the Government may find it advantageous to sell to 
schools, rather than to the trade. 

The teaching of the use of office equipment will raise the level of 
efficiency of our people, and provide the means of learning in their own 
home towns. War veterans returning to private life, and desiring to learn 
office procedure, need not converge on the larger cities, where such 
equipment has been concentrated. 

Such sales would not compete with the market which industry itself 
might otherwise secure, but would create thousands of new users, and 
potential customers for the trade. Funds for such purchases by schools 
could be made available by appropriate Government agency, such as 
RFC, at low interest rates, and subject to long amortization 





GROUP PLAN FOR DISPOSAL OF 
GOVERNMENT SURPLUS 
TYPEWRITERS 


By Jack K. Burnim 


S. M. Levin Company, 
Boston, Mass. 


HE GROUP plan suggested for disposing Government surplus type- 
writers involves ten basic factors. In brief, outline form, the factors 
are as follows: 

1, Groups of dealers will be established for the purpose of purchasing 
typewriters from the Government. 

2. There will be 11 groups, one for each regional district of the Pro 
curement Division of the Treasury Department. 

3. Groups will be composed of all dealers within any of the above 
regional districts, provided that: 

a. Any regularly established dealer will be eligible, whether 
he is a member of NOMDA or not. 

b. No dealer will be eligible unless he sold one or more 
typewriters to WPB-Procurement Program. 

4. Groups will contract to purchase typewriters from the Government. 
Purchases will be limited to lots of typewriters within the regional district 
of the group. They will accept any and all machines offered, regardless of 
make, size, grade or condition. 

5. Groups will distribute typewriters to all subscribing members in a 
fair and equitable manner. 

6. Groups may sell and distribute machines to other groups, if their 
purchases exceed their capacity for distribution. 

7. Groups will sell to other groups in accordance with the co-ordinator’s 
directions, 

8. There shall be a chairman elected by each group, with authority to 
manage the affairs of the group, including the distribution of machines 
and the financial affairs of the organization. 

9. There shall be a co-ordinator elected by the chairmen of the groups, 
with authority to effect equal distribution between groups. This shall be 
in proportion to the population of the regional districts 

10. Prices will be established by negotiation between the Government 
and the chairmen of the groups 





o—— 


THE DISPOSAL OF 
WAR SURPLUS CONSUMER GOODS 


By John F. Hough 


Assistant to the Director, 
Procurement Division, 
U. S. Treasury Department 
[ JNFORTUNATELY I was unable to accept your kind invitation to 
be present at your conference in Atlantic City Your speakers’ 
committee chairman, Mr. Bush, has consented to read to you what | 
would have said had I been able to be present 
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Mr. Bush asked me specifically what the attitude of the Surplus 
Property Division of the Treasury Department would be in the dis- 
position of surplus Government office machines. This question cannot be 
answered at this time as simply and as specifically as it was asked. 
As related to one classification of property the answer is yet to be 
found. The answer can be developed only after we, as the disposal 
agency, have analyzed the problem, have consulted with the office ma- 
chine industry at all levels of the business and profited by the counsel 
and advice of those best qualified to represent this important segment 
of American enterprise. 

Rather than attempt to answer the question, even tentatively, I would 
like to place before you the background of the Surplus War Property 
organization as maintains today, and to express the objectives of the 
Treasury Department Surplus Property Division and its basic policies 
and methods of operation as have been developed to this time. 

The necessity for both the Government and industry giving attention 
to the disposal of Surplus War Property is obvious. Commensurate 
with the scone of the war we are fighting, the surpluses will be huge. 
The problem of disposal will be huge. 


Surplus War Property Administration 


As you probably know, the President, acting upon the recommenda- 
tions of the Baruch-Hancock Report on War and Post-war Adjustment 
Policies, has by executive order set up the Surplus War Property 
Administration as part of the Office of War Mobilization. William L. 
Clayton has been named Administrator. 

With the assistance of the Surplus War Property Policy Board. 
Mr. Clayton will administer the disposition of War Surplus Property. 

The War Property Policy Board is composed of a representative from 
each of the following: The State Department, Treasury Department, 
War Department, Navy Department, Justice Department, Reconstruc- 
tion Finance Corporation, Smaller ar Plants Corporation, United 
States Maritime Commission, War Production Board, Bureau of the 
Budget, War Food Administration, Federal Works Agency, Civil Aero- 
nautics Board, and the Foreign Economic Administration. 

The Administrator, with the assistance of the War Property Policy 
Board, will function at the broad policy level in the general supervision 
and direction of the handling and disposition of surplus property, in the 
general supervision and direction of the transfer of surplus war property 
between Government agencies, and in the assignment surplus war 
property to appropriate agencies for disposition. 

Four disposal agencies have been designated—the Procurement Divi- 
sion of the Treasury Department for consumer’s goods and some fin- 
ished, end-product industrial goods, the Reconstruction Finance Corpo- 
ration for most industrial goods, capital and producer’s goods including 
plants and equipment, scrap and similar property, the War Food Admin- 
istration and the U. S. Maritime Commission for food and ships and 
supplies, respectively. 

As stated previously the recommendations of the Baruch-Hancock 
report have been followed. The ten basic principles laid down in the 
Baruch-Hancock report, have been accepted as the guiding light in the 
formation of policies and the procedures for the disposal of the surplus 
war properties. These ten basic principles are summed up as follows: 

. Sell as much as possible as early as possible without unduly 
disrupting normal trade. 

2. Listen to pressure groups but act in the national interest. 

3. No sales, no rentals to speculators; none to promoters. 

4. Get fair market prices for the values with proceeds of all sales 
going to reduce the national debt. 

5. Sell as in a goldfish bowl, with records always open to public 
inspection. 

6. As far as practicable, use the same regular channels of trade 
that private business would in disposing of the particular prop- 
erties. 

7. No Government operation of surplus war plants in competition 
with private industry. 

8. No monopoly; equal access to surpluses for all businesses; prefer- 
ence to local ownership, but no subsidizing of one part of the 
country against another. 

9. Scrap what must be scrapped, but no deliberate destruction of 
useful property. 

10. Before selling surplus equipment abroad, assure America’s own 
productive efficiency on which our high wages and high living 
Standards rest. 

I am speaking to you as a representative of the Treasury Department 
Procurement Division which is the disposal agency for consumer’s goods, 
and certain finished, end-product industrial goods, which includes the 
type of equipment in which your association is interested. 


Treasury-Procurement Disposal Agency 


I will outline for you briefly our objectives as a Disposal Agency, 
explain our organization as it is planned, our policies as formed thus 
far, our methods of operation and other things I hope you will find of 
interest. 

Our objectives are to act in the best interests of the Government, 
business, and consumers. From the Government viewpoint this means 
first getting a proper return for goods sold. 

As to business, it is our objective to work with business, and not 
in Opposition to it. Business must not be unduly disrupted by the 
process of returning Government war goods to the market, and economic 
dislocations resulting from uncontrolled disposition of surplus war prop- 
erty must be avoided 

Particularly during the period of short supply, wanted merchandise 
must be made available quickly to consumers, 

The interests of the smaller business concerns must ever be a major 
factor, and they must be given a chance to participate. 

I will tell you something of the organization of the Treasury-Pro- 
curement Disposal Agency. 

The Procurement Division has long been the disposal agency for 
surplus property normal to the executive branch of the Government. 
The problem of disposal of these normal governmental surpluses under 
peacetime conditions bears little resemblance to the developing problem 
of disposing of war surpluses. The former program was largely one ot 
utilization, in the sense that the property available for disposal barely 
satisfied governmental needs. Property surplus in one Federal agency 
was urgently needed in other Federal agencies, and the disposal problem 
was largely one of effecting transfers of the property between agencies. 

The former program, and other normal activities of the Procurement 
Division, resulted in the development of a decentralized operating organ- 
ization consisting of a number of regional offices and warehouses. his 
organization can well be the nucleus of the operating organization that 
will be augmented and enlarged to cope with the larger problem. 

Centrally, in Washington, the Treasury Procurement organization is 


(Turn to page 115, please) 
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Things a good ‘“S secretary must do 


now that service repair men and new equipment are hard to get 





more go into uniform. From now on thing like covering your machine each day. Brushing dirt away from 


Repair men are scarce. Every month ) For example, even a simple, little } There are some things you should do 
your typewriter is your problem. when not in use can prolong its life. typebars is one...and remember— 





please the boss and customers, clean rails by moving carriage to extreme move the rubber roller and brush 


If you want clear, sharp letters that A You can easily clean the carriage A And while you're at it, why not re- 
type daily. It takes just a jiffy. left... then reverse operation. away the accumulated dirt? 





tened with cleaning fluid, you will 
prevent paper slipping. 


serting two sheets at a time. New 
rollers are mighty hard to get. 


extreme ends to keep dirt particles 
from falling into the machine. 


/ If you clean rollers with cloth mois- ! Incidentally, save your roller by in- q And when erasing, move carriage to 











Never, never oil your typewriter. Sales of new L C Smiths are 
Leave that for the service man when restricted by W.PB. We urge 
he comes to make a major repair. you to care for your machine. 


<a -L C SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 NEW YORK 
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GUNLOCKE BUILDING NEW TILTING MECHANISM 

All swivel desk chairs now being manufactured at 
the Wayland, N. Y., plant of the Gunlocke Chair 
Company incorporate a new hickory tilting mechan- 





GUNLOCKE HICKORY TILTING MECHANISM 


ism, together with the Whirlaway ball bearing swivel. 

The new mechanism, according to the maker, has 
all the comfort and the smooth tilting range of the 
pre-war metallic type. Tough, carefully selected hick- 
ory, tempered, impregnated and designed to provide a 
full tilting range, is employed for the cantilever 
spring. A simple hand adjustment, eliminating the 
need for tools, provides adjustable control for the 
range of tilt. A wing located beneath the seat changes 
the tension on the spring and regulates the tilting 
action. 

The success of the new action, states the manu- 
facturer, has been attested by the fact that thousands 
of them have been supplied to Government offices 
and have been in overtime use for the past six months. 

Additional information on the new mechanism may 
be obtained by writing directly to the Gunlocke Chair 


Company, Wayland, N. Y. 
a  m 


CARTER’S ANNOUNCES NEW PAPER CEMENT 

The Carter’s Ink Company, Cambridge 42, Boston, 
Mass., late in June announced a new type of paper 
cement—Carter’s Superior—claimed to possess many 
of the advantages of rubber cement. The new cement 
is said to form a strong waterproof bond, spread eas- 
ily, rub off the mount while wet and clean easily from 
the fingers. Wrinkling or cockling of the paper is 
eliminated, according to the manufacturer. 

Superior cement is offered in two sizes—pint, with 
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screw cap, and 4-ounce desk jar, with screw cap and 
attached brush. 

The new cement does not replace the 800 line of 
paper cement, widely used for scrap books and photo 
mounting, and which will be continued. 

ea 
DIEBOLD AGAIN PRODUCING FLEX-SITE VISIBLE 

The Model A Flex-Site Visible binder, built by Visi- 
ble Records Equipment Company, a division of Diebold, 
Incorporated, Dayton 2, Ohio, is again available to 
business offices. The resumption of production is in 
keeping with Diebold’s policy to supply their dealers 
and customers with standard line products as rapidly 
as possible after the release of the necessary materials. 

The Flex-Site Visible binder has a Dupont non-scuff 
black fabricoid binding with reinforced stainless steel 
rims. The steel back is a patented cradle-type, with 
built-in shift mechanism. Spot-welded steel prongs 
with smooth conical tips combine with the embossed 








DIEBOLD MODEL A FLEX-SITE 
VISIBLE BOOK IN USE 


index pages to provide a flat writing surface from 
cover to cover. 

Addition information may be obtained from the 
maker, Diebold, Incorporated, Canton 2, Ohio. 

e a 

UNIVERSAL MARKETS SALT-DEXTROSE TABLET 

A new and profitable line for the paper and office 
supply jobber has recently been announced by the 
Universal Paper Products Company, 823 South Wabash 
Avenue, Chicago 5, Ill. The new item is Bracers, a 
salt-dextrose tablet put up in self-dispensing pack- 
ages of 1000. 

The dispenser package hangs up on the wall in any 
convenient place, a turn of the knob bringing out one 
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One piece covers of 
Black Morocco grain 
imitation leather, 
equipped with metal 
clip for holding 
pads. Fillers, 30 
sheets to pad. 
Choice of sizes. 


{CUSTOME 
( BUILT ) 


3 ARES SRE Sor aay sae pe 


8 }4/P=5 leadership in ring books is evident in quality of materials 
and craftsmanship—-in smooth operating mechanisms and in the 
combination of many distinctive features, among which are: 













® Rings of oval shaped steel with perfect mesh at joints 
—avoids tearing at punching. 

® Easy operating opening and closing triggers. 

® Inlaid steel protector strips in flexible covers. 

® Mechanisms treated to prevent rust. 

© Spring back correctly tempered for proper, long life action. 

© Joint buttons between the ribs for smoothness of operation. 

® Mechanisms secured to bound-in metal back by steel anchors. 


Regularly made with stiff or flexible covers, leather, imitation 
leather, or canvas binding in full range of sizes and capacities. 


SEE CATALOG No. 142, 
PAGES 62 TO 77 





=e ffP=> Memo Books, custom-built of finest selected leather and 
imitation leather, embody the same distinctive features as Ring 
Books. Made with pocket in cover, thumb-nail opening triggers. 
Side or end opening in full range of sizes and capacities of %, 
Ye and % inch. 





>>» WILSON JoNES Co. «<< 


ELIZABETH 
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tablet at a time. According to the makers, each tablet 
contains 70 per cent salt—to replace lost body salt— 
and 30 per cent dextrose, the quick pick-up energy 


( BRACERS 
‘'-08Rt@ ose tae 
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UNIVERSAL’S “BRACERS” 
IN SELF-DISPENSER 


sugar. The retail price of the 1,000 ten-grain tablet 
package of Bracers is $1.00. 
To help merchandise the new package, Universal 
furnishes free envelope stuffers and newspaper mats. 
Additional information may be obtained by com- 
municating with the maker at the above address. 
2 
NORTHERN STATES ANNOUNCE CURRENCY GIFT 
ENVELOPES IN ASSORTED HOLIDAY DESIGNS 
Designed to meet a growing demand by customers 
who desire to send gifts of currency rather than mer- 
chandise for varying occasions are the new steel-die 
engraved currency gift envelopes recently announced 
by Northern States Envelope Company, St. Paul, Minn. 
The new envelopes are attractively engraved in two 
colors, and are available in 12 holiday designs for the 
Christmas season and four general designs for wed- 
dings, birthdays, and so on. The currency envelope has 

















JUSTRITE CURRENCY GIFT ENVELOPES 


a cut-out window, permitting the enclosed bill to show 
through. Each set consists of an engraved currency 
envelope and a plain outside envelope with gummed 
flap. 

The envelopes are packed in two quantities—100 and 
500 assorted sets per box. They are priced to retail at 
from five to ten cents per set. 

Further details may be obtained from the manufac- 


turer at the above address. 
——7— 2 


TELAUTOGRAPH NAMES NEW RESEARCH HEAD 

Frederick C. Wright, formerly associated with the 
McBee Company, New York City, was appointed direc- 
tor of market research of TelAutograph Corporation, 
16 West 61st Street, New York 16, N. Y., early in July. 
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C.E.D. ISSUES NEW RESEARCH STUDY ON 
THE LIQUIDATION OF WAR PRODUCTION 

Since its inception, the research committee of the 
Committee for Economic Development has been con- 
vinced that the manner of handling the transitional 
problems of war contract cancellation and settling 
and the disposal of Government-owned supplies, war 
plants and equipment will have a vital bearing on the 
attainment of satisfactory levels of production and 
employment at the earliest possible date after the war. 

In the spring of 1943, the Committee authorized a 
research study on the economic problems involved in 
the satisfactory termination, settlement and disposi- 
tion of these phases of war-geared production facili- 
ties and products. Dr. A. D. H. Kaplan, professor of 
economics at the University of Denver, was placed in 
charge of this research project and was given com- 
plete freedom to express his own views and conclu- 
sions in the study. His report has just been published 
by the McGraw-Hill Book Company, Inc., under the 
title, “The Liquidation of War Production—Cancella- 
tion of War Contracts and Disposal of Government- 
Owned Plants and Surpluses.” 

In his 133-page study he points out clearly the fac- 
tors that will have to be given the greatest emphasis 
and the likely conflict of interests. He indicates the 
criteria by which decisions should be made, and the 
responsibilities that will fall on business as well as 
Government. 

With the basic objective “to put productive enter- 
prise in a physical and financial position to retool, 
to replenish its stock, to open up new lines in com- 
modities and services, and thereby to re-employ labor 
at wages that will sustain the nation’s purchasing 
power,” Dr. Kaplan presents 41 specific points that 
will enter into any program if it is adequately to meet 
the problems of war contract cancellation, war plant 
and surplus disposal. The report reflects careful study, 
editing and compilation, and is amply augmented with 
statistical tables and pictographs. 

The new study retails for $1.50. 

ee 

GUNLOCKE DISTRIBUTES $15,083 TO WORKERS 

In the seventh disbursement since the profit-sharing 
plan was inaugurated three years ago by Howard W. 
Gunlocke, vice-president of The W. H. Gunlocke Chair 
Company, Wayland, N. Y., employees of the company 
shared in a total of $15,083, distributed at a general 
meeting on June 30. In addition War Stamps to the 
value of $5.00 were distributed to each employee in 
lieu of the annual picnic, which was again canceled 
this year. 

Attesting the reduction of labor turnover at the 
Gunlocke plant was the fact that 85 per cent of the 
employees qualified for participation in the distribu- 
tion. In the June 30 disbursement, the usual deduc- 
tion for income tax was made, as required by law, 
but the Social Security tax was absorbed by the 
company. 

During the three-year life of the plan, nearly $100,- 
000 has been distributed to Gunlocke employees as a 
reward for their contribution to the success of the 
company. Continuation of the plan has been an- 
nounced for the next six months’ period. 

—— 2 
WEBSTER RIBBONS IN NEW CONTAINER 


All Webster ribbons, according to information re- 
cently released by the F. S. Webster Company, Cam- 
bridge 42, Mass., are now being shipped to dealers 
in their new paper box containers. Some of the de- 
livery delays of the past, however, which have resulted 
from manpower and material shortages, are not ex- 
pected to reappear, for the company reports a full 
year’s supply of packaging materials on hand. 

One of the chief advantages of the new package 
over the old container is a noticeable saving in ship- 
ping expense, due to the lighter weight of the paper 
boxes. 
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@ No one has to tell you that this kind of “pig-in-a-poke” selling. How can they expect 





bird is slated for a brush-off. peak sales with a line that’s practically anonymous? 
After all, why should the little lady To these dealers, we say this: Why not hitch onto 

plank down her dough for a product _ the most powerfully promoted line of carbon papers 

she never heard of, made by a guy she and ribbons in America? We mean the Roytype* 

never heard of? line, made by the Royal Typewriter Company. 
You know that people just don’t Because these carbon papers and ribbons are 

buy that way. made by Royal—a name your customers associate 
Yet when it comes tocarbon papers _ With top quality—they’ve got to be the finest. 

and ribbons, some dealers are guilty of this same And they are! 








“Of course you never heard of 





it—I made it myself!” 
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Royal means the finest! For example, one sheet of Roytype deep-inked Park ROYTYPE 
Avenue Carbon Paper can be used not just the usual 20 times, but up to 60 times, 
cleanly and clearly. And with Roytype Free-Flowing Ribbons, the ink flows into 


Carbon Papers and Ribbons 


the spaces where the type bar strikes the ribbon, constantly renewing its life. made by the 
These are the advantages your customers are hearing about—consistently, in R oO YA L 
big space—in LIFE Magazine, reaching 20,000,000 readers! 
Put this advertising to work for you! Push the Roytype line! TYPEWRITER COMPANY 








2 Park Avenue, New York 16, N.Y. a 
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ide Mark Rey. U.S. Pat. Off. 
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George S. Long of Cincinnati, for 34 years (he 
doesn’t look it) a salesman for The Globe-Wernicke 
Co., signed the Guest Book June 22, his signature being 
next to that of another well-known Globe-Wernicke 
representative, John Hibbard of Glendale, Calif. Mr. 
Long was on a brief vacation trip to Milwaukee but 
expressed desire to get back to Cincinnati quickly for 
possible word from a son overseas. Business in his 
territory he reported as excellent, notwithstanding 
today’s unusual production situation. 


Lawrence G. King, Marchant Calculating Machine 
Company representative for Louisville, Ky., signed the 
Guest Book June 23, just one day too late to be in- 
cluded in the July issue of this journal. Mr. King is 
most enthusiastic about Marchant possibilities. He 
was in Chicago for a brief visit with company repre- 
sentatives from other middle western cities. 


R. D. “Bob” Latsch, of Latsch Brothers, Lincoln, 
Nebr., president of NSA, added cheer to the office of 
this journal by dropping in for a visit on June 30. A 
member of the advisory committee on fountain pens, 
he had been to Washington to participate in a con- 
ference from which he was convinced some definite 
benefit to the industry would result. Before starting 
home he went to New York on a buying mission. 

Travel even under wartime handicaps agrees with 
Mr. Latsch. After 16,000 miles of rail transportation 
to cover regional meetings, with a few other trips such 
as the one to Washington and New York mixed in for 
good measure, he looks as fresh as when he started 
on his long circuit tour. 


Gene A. Taylor, of Pantograph Stationery & Print- 
ing Company, Bloomington, Ill., and vice-president of 
NOMDA, called the office of this journal by phone a 
few hours after the visit with Bob Latsch, president 
NSA, recorded above. Gene Taylor has been an ardent 
worker in the machine dealers’ organization. In his 
new capacity as vice-president he had come to Chicago 
for a conference with Jack Macon of Macon Business 
Machines Company, newly-elected NOMDA president. 
He is quite hopeful for the success of the new plan of 
operation adopted, whereby an executive secretary 
carries on the work of the association on a permanent 
basis. His address and the report of the committee of 
which he was chairman, both delivered at the Atlantic 
City conference, were well received. 


S. M. Rudner, who a week or so before had estab- 
lished the National Typewriter and Office Equipment 
Company, Vancouver, B. C., telephoned the office of 
this journal on July 5, shortly before leaving by plane 
for the East. His temporary address is 2716 Maple 
Street. The principal purpose of this trip was to es- 
tablish sources of supply. Traveling by plane to New 
York he planned to call soon at a number of cities 
in eastern Canada by rail and, upon his return, to 
establish his permanent location. The temporary ad- 
dress will continue to be good for mail delivery. 


A. C. Hauser, Pacific Coast representative of The 
C. E. Sheppard Company, and M. L. Shucart, Shucart 
Stationery and Printing Company, 4701 Whittier Blvd., 
Los Angeles, were paired in signing the Guest Book 
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on July 7. Mr. Hauser was spending a week in the 
city, establishing new contacts while en route back to 
the West Coast after spending a week at the Sheppard 
plant in Long Island City, N. Y. Mr. Shucart’s visit 
was of shorter duration; he planned to spend two days 
in Chicago, chiefly in the purchasing of merchandise 
for his Los Angeles store. 


G. W. Boyce of Boyce Typewriter Service, Pueblo, 
Colo., phoned the office of this publication July 7. He 
had come to Chicago on a buying mission and spent 
several days contacting jobbers and manufacturers. 
Mr. Boyce is an aggressive operator. On several occa- 
sions he has been elected a director of the National 
Office Machine Dealers Association and has partici- 
pated in some of its annual gatherings. 


Bert Abrams, president of the Modern Stationer, 
New York, signed the guest book July 8. He was on 
a business mission which was to keep him in the 
Chicago area for a week or ten days. Active in sta- 
tionery trade journal publishing for 30 years, Bert 
is a walking directory of stationery manufacturers, 
department store buyers and others concerned with 
stationery merchandising and the customs and prac- 
tices of the industry. 


Theodore Fiske Peirce, proprietor of the Pacific Desk 
Company, Los Angeles, phoned the office of this jour- 
nal July 10. After serving for one year as president 
of Optimist International during which time he trav- 
eled 75,000 miles in the interest of the organization 
and visited 165.towns, he was making a trip on behalf 
of his own company to San Francisco, St. Louis and 
Chicago, after which he planned to stop in San Fran- 
cisco again on his return. Following his term as presi- 
dent of the Optimists he will continue for two years 
to give the organization much of his time and the 
benefit of his experience as a member of the executive 
committee. While in the Chicago area he called upon 
a number of manufacturers of office furniture. 


C. S. Hoit, proprietor of the Pacific Desk Company, 
Albuquerque, N. M., paused for a brief visit on July 
11. He was in Chicago attending the Furniture Market, 
carrying on some of his former relationship with the 
household furniture industry. While in the Middle 
West he called on several office furniture manufactur- 
ers. He reported strong business activity in his home 
town and pointed out that he shared with other furni- 
ture dealers the inability to supply current demand. 


Paul K. Elliott, Omaha, Nebr., factory representa- 
tive for the Kisco Company, inscribed his name in the 
Guest Book on July 13. His Chicago visit was for the 
purpose of looking up lines of available merchandise 
to offer to his dealer customers. Although restrictions 
on critical materials have prevented the manufacture 
of Kisco fans for some time, Mr. Elliott is maintaining 
regular, personal contact with dealers in his territory. 


Loraine Saxon of the stationery department of 
Maverick-Clarke, San Antonio, Tex., was a Guest Book 
signer on Tuesday, June 18. He came by plane to spend 
a few days in Chicago calling on manufacturers whose 
lines his company handles. Two days of his brief 
sojourn were spent in the branch office and factory 
of the National Blank Book Company. He returned to 
San Antonio by the air route just prior to the opening 
of the Democratic convention in Chicago. 


John G. Woods of Hollywood, Calif., sales manager 
for A. W. Shaw Company when that concern published 
“System,” visited at the office of this journal July 19. 
Mr. Woods was gratified at the response to the story 
of his product, Solo-Rak, which was described in the 
July number of this journal. Solo-Rak is a typewriter 
stand which is attached readily to the desk drawer. 
He expected to return to California by the southern 
route, stopping at Dallas, El] Paso, Phoenix and else- 
where. 
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B. P. says: 


in ordinary usage!” 


NOTEAR sheets don’t tear at the holes. They outwear ordinary first- 
quality ring book sheets many times. NOTEAR sheets don’t bulk. They 
are made in four varying widths of muslin strips which are staggered 
throughout the filler permitting many more sheets in every book. 
NOTEAR is a complete line made in all standard sizes and rulings, 
with a choice of colors. It also comes in many other popular forms to fit 
special needs. For a complete listing of NOTEAR sheets, business forms 
and indexes, see our general catalog #41, pages 19, 23 and 112. 

The complete NOTEAR line is exclusive with Boorum & Pease 
where it was originated 35 years ago. Since then more than 500 million 
NOTEAR sheets have been sold. This is just one more example of how 
Boorum & Pease has anticipated the record-keeping requirements of 
America’s business for over 100 years. You can always rely on Boorum & 
Pease to help you keep a step ahead of the needs of your customers. 





4 Way to KEEP 1 


GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN 1, N. Y. 





“You just can’t tear a NOTEAR sheet 


BOSTON 10: 29 OTIS ST. * ST. LOUIS 2: 115 SO. 8TH ST. * CHICAGO 7: 538 S. WELLS ST. 


NEW YORK CITY SALESROOM: 349 BROADWAY, NEW YORK, 13. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 
4 St. Bride Street, London, E. C. 4 


London, May 30, 1944. 

British Standards Institution has just issued a fur- 
ther booklet in the series of Office Aid to the Factory. 
Its title is Pay Roll Methods including Pay-As-You- 
Earn Income Tax Procedure. It covers a vast field and 
is designed to outline some general principles whereby 
methods and standards of payroll practice might be 
reviewed and to inspire improvements where these are 
seen to be possible. 

Although in the majority of factories the basic 
principles governing the preparation of pay sheets and 
the payment of wages are similar, the methods of 
dealing with the payroll must vary according to local 
conditions. 

Obviously no one payroll system can be made to suit 
all local circumstances and conditions of mechaniza- 
tion. The booklet sets out suggestions in such a man- 
ner that they may be used within existing structures, 
where applicable, and so as to embrace, so far as pos- 
sible, the needs of both large and small organizations. 
Alternative methods are also described. 

The booklet lists the work to be done as including 
the following: 

1. Timekeeping. 

The insertion and extraction of clock records in 
racks or clocks. 

Extension of hours. 

Calculation of piecework or bonus on job cards 

Entry of earnings in the job records. 

Agreement between clock cards and pay cards of 
hours and amounts. 

2. Copying. 

Heading clock and/or pay cards. These entries will 
usually be a combination of clock record and wages 
make-up. 

Writing or printing permanent information on pay- 
rolls, pay slips or pay envelopes. 

Sorting, filing and miscellaneous operations. 

3. Wages compilation. 

Balancing time to be paid for with time charged to 
jobs; or, if this has already been done by the time- 
keepers, checking the calculations. 

Extending or computing earnings; or, checking as 
necessary, if extensions have already been performed 
by the timekeepers. 

Computing income tax, see 4 below. 

Computing net wages payable. 
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4. Income Tax. 

Transferring old balances representing the previous 
week’s cumulative figures. 

Posting the current week’s gross wages, and cal- 
culating the new wages’ balance. 

Referring to income tax tables and ascertaining de- 
duction or refund for current week. 

5. Payroll. 

Columnar listing of variable information from clock 
cards, pay cards or earnings records, onto the payroll 
on which the permanent information has already been 
inserted. 

6. Cashier. 

Drawing the cash according to the coin analysis. 

Distributing cash in bulk. 

Making up pay packets. 

Paying out, including late payments and pay-offs. 
7. Miscellaneous. 

Work in connection with health and unemployment 
insurance, holiday credits and war savings. 

It states that the problem of providing a well bal- 
anced staff for this work is admittedly a difficult one. 
There is a common assumption that the use of office 
equipment and machinery must inevitably result in 
staff savings. In actual practice, however, the use of 
machines may necessitate employing skilled operators 
to carry out the work. Office machinery has, of course, 
played a great part in simplifying operations and in 
making available neater and more accurate informa- 
tion than was forthcoming from manual methods. 
Nevertheless, the machine must not be regarded as 
the solution for every fresh problem which arises, 
otherwise more simple approaches may be overlooked. 

1. Determining the use of machines on their labor- 
saving potential, and not so much upon how many 
additional refinements can be obtained. 

2. Fitting the machine to the job rather than recon- 
structing the job to fit the machine. 

3. Collecting, counting, batching and routing docu- 
ments to the machine section. 

4. Allocating, following-up, and recording such work 
by a supervisor. 

Guidance is also given as to the methods which can 
be employed to measure efficiency. 

It is obviously not possible to lay down general 
standards of performance, since the requirements of 

(Turn to page 119, please) 
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S$ E TS Sheaffer Service is more than producing the finest mer- 
chandise. It follows through for the retailer — helping 


him to do the best possible selling job! As a manu- 

THE facturer, Sheaffer sets the pace in the merchandising 
of writing instruments and materials, with the philosophy 

that the sale to the consumer is also our responsibility! 

The Sheaffer determination to produce the most ef- 

PA C F j ficiently functional tools for writing carries through in 

° Sheaffer advertising and display materials. They are 


designed to do the best possible job in their field of 
selling! 


- HORDER'S 


Loose: keat 





All nine of Chicago’s famous HORDER stores installed this giant SKRIP window 
display—using the newest merchandising-display materials FURNISHED BY 
SHEAFFER and thus tying up with the large amount of Radio, Newspaper, and 
Magazine advertising scheduled for Skrip and leads. Promotional idea of 
“Sheaffer's letter writing month” provided the basic theme of the display. 
Sheaffer's new ‘Spot Display” tells the complete SKRIP story to the many 
thousands who pass every day! Plan your own SKRIP traffic-selling display NOW! 


W. A. SHEAFFER PEN COMPANY, FORT MADISON, IOWA 
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WOOD OFFICE FURNITURE BUILDERS PREVIEW 
POST-WAR MODELS AT NATIONAL CONFERENCE 
At a two-day national conference of members of the 
Wood Office Furniture Institute held at the Waldorf- 
Astoria Hotel, New York City, on July 13 and 14, in- 
dustry heads gained several concrete conceptions of 
the appearance and design of wood office desks and 
chairs in the post-war era. 

John J. Reinecke, executive secretary of the Insti- 
tute, announced that the new wood office furniture is 
the result of nearly 18 months of research and design- 
ing to meet new functional and visual demands. 

“With Germany’s collapse coming nearer every day, 
we realize that industry must be prepared to shift 
quickly to production of ‘more consumer goods so as 
to provide employment for»many war- workers who 
will be released when the European war ends,” Rein- 
ecke”said at the meeting. “Our industry has trans- 
lated‘its thinking and planning into actual products 
SO We Can be prepared to make jobs for as many men 
and women as possible in the crucial days ahead.” 

“These new designs represent the first time wood 
office furniture has been engineered on the basis of 
scientific research. They have been developed to fit 
a custom-made need for every desk user, whether ex- 
ecutive, secretary or clerical worker, regardless of his 
or her height.” 

Designed by Lurelle Guild, industrial designer who 
was commissioned to do the work by the Institute, a 
flat-top desk and secretary’s desk and chair were 
shown as the first of a group of post-war models be- 
ing developed by the Wood Office Furniture Institute. 

Principal feature of the new desks is their adjust- 
ability to height in comfortably fitting persons of all 
different sizes. 

Impregnation of the wood provides a permanent 
built-in finish, and makes its surface fire-resistant, 
non-splintering and shrink-proof. Edges are all 
turned for greater eye appeal, as well as to prevent 
catching of clothing. 

An adjustable footrest is built in each desk for 
greater comfort. Drawers:are suspension hung to move 
on rollers or in impregnated slides so as to prevent 
binding and allow full drawer extension. 

Reinecke explained that the new designs will make 
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GROUP MEETING OF WOOD OFFICE FURNITURE INSTITUTE MEMBERS, WALDORF-ASTORIA, N. Y., JULY 14 





possible mass production because of the smaller num- 
ber of separate parts for assembling. 

He announced the following members of the Insti- 
tute: Alma Desk Company, High Point, N. C.; Central 
Desk Company, Chicago, Ill.; Clemco Desk Company, 
Chicago, Ill.; Commercial Furniture Company, Chi- 
cago, Ill.; Doten-Dunton Desk Company, Cambridge, 
Mass.; Gunn Furniture Company, Grand Rapids, 
Mich.; High Point Bending & Chair Company, Siler 
City, N. C.; Hoosier Desk Company, Jasper, Ind.; Im- 
perial Desk Company, Evansville, Ind.; Indiana Desk 
Company, Jasper, Ind.; Jasper Chair Company, Jasper, 
Ind.; Jasper Desk Company, Jasper, Ind.; Jasper Of- 
fice Furniture Company, Jasper, Ind.; Jasper Seating 
Company, Jasper, Ind.; The Leopold Company, Bur- 
lington, Iowa; Murphy Chair Company, Owensboro, 
Ky.; Myrtle Desk Company, High Point, N. C.; New 
Indiana Chair Company, Jasper, Ind.; O. C. S. Olsen 
Company, Chicago, Ill.; Wells Furniture Mfg. Com- 
pany, Laurel, Miss. 

Officers of the Institute are: J. A. Wallace, vice- 
president and general manager of Jasper Office Furni- 
ture Company, president; J. B. Deane, secretary of 
Gunn Furniture Company, vice-president; W. T. 
Powell, secretary, treasurer and general manager of 
Myrtle Desk Company, treasurer; G. H. Bosse, presi- 
dent and general manager, Imperial Desk Company, 
and H. W. Stringe, treasurer, Commercial Furniture 
Company, executive committee; and Mr. Reinecke, 
executive secretary. 

es a 
PEN AND PENCIL MANUFACTURERS ELECT 

At a meeting held late in June the Fountain Pen and 
Mechanical Pencil Manufacturers Association elected 
the following officers: A. H. Berwald, Eagle Pencil 
Company, president; Theodore Hirsch, Salz Brothers, 
Inc., vice-president; J. R. Frank, American Improved 
Products, treasurer, and W. D. Evans, W. A. Sheaffer 
Pen Company, secretary. 

secincenesiliai ainsi 

WEBSTER BEGINS SALES CONFERENCE SERIES 

Preparing for the return of a peacetime economy 
following an inevitable victory over the Axis, the F. S. 
Webster Company, Cambridge, Mass., has begun a Se- 
ries of sales conferences to discuss methods of selling 
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KockaFule \wvex-card 


PATENTS APPLIED FOR 


FILING CABINET 


Single and double for 3x5, 4x6 
and 5x8 standard cards. Olive green 
finish or genuine walnut. 











of tomorrow’s office 


MODERNLY 
EQUIPPED WITH 


—the new, more convenient, a/ways-in-balance, fin- 
gertip-control type of file that saves up to 50% in 
floor space—to say nothing of the office time and 
human energy it saves. 

Once any business or professional man sees how 
much better this type of filing is, nothing would in- 
duce him to go back to the old, conventional, verti- 
cal, drawer-type system. 

Rock-a-File eliminates the hazard of tipping. 
Even the most inexperienced can locate material in 





“File 


it almost instantly. It greatly lengthens life of fold- 
ers and guides. All compartments are accessible at 
all times. 

The day is almost here when an imposing display 
of Rock-a-File equipment, on the floor and in the 
window, will be the beckoning sign of better sta- 
tioners and office suppliers everywhere. 

Better look into ROCK-A-FILE today, for better 
business tomorrow. 

Write or wire— 


PATENTS APPLIED FOR 


ROCKWELL- BARNES COMPANY 


Specials lo he Stelioner Since 1903 


35 EAST WACKER DRIVE 
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A mislaid office record could result in 
stopping a train, a ship, or even a tank 
... impede the business efficiency of the 
whole war effort...or of the civilian 
economy. An instruction sheet ...a 
copy of an inspection record ...a vital 
memorandum of an order lost...and the 
result may be serious delay, or worse. 

Thus, GF filing supplies hold a 
position of major importance in the 
war effort...and afford our dealers a 
unique opportunity to serve business 


and the nation. Here is a message 


“/ae GENERAL FIREPROOFING COMPANY 

















that may be passed on to every office 
... the importance of easy filing and 
quick finding that make office records 
accessible weapons. Adequate and 
efficient filing supplies provide op- 
portunity to speed production and 
transportation . . . thinking, planning 
and coordinating of office procedure. 

The GF line of filing supplies is com- 
plete. It is manufactured to tested and 
approved standards. GF folders, cards, 


indexes and all others supplies main- 


tain filing systems at top efficiency. 


ouugrtowd (, Ohio 











and post-war planning. In attendance at the first 
meeting, held the last week of June, were all members 
of the eastern sales division, under the direction of 
W. A. Wentworth, eastern sales manager. 

Plans for new and improved products to be intro- 
duced following the war were discussed. Future com- 
pensation plans and new territorial sales plans were 
outlined. Improvement in identification of the com- 
pany’s products will be affected as soon as possible. 

George F. Malcolm, treasurer, and F. H. Caswell, 
vice-president in charge of sales, also addressed the 
meeting on subjects of general interest, indicating the 
part the company is playing in the vital war program. 

The company has just successfully ended its fifty- 
fifth fiscal business year, 40 years of which have 
been under the efficient leadership of its treasurer, Mr. 
Malcolm. 

ae 
STATIONERS 12:30 CLUB HOLDS ANNUAL OUTING 

The Valley Stream Country Club at Valley Stream, 
Long Island, New York, was the scene of the Sta- 
tioners 12:30 Club annual outing, held on Thursday, 
June 22. Perfect weather, an ideal spot and a large 


attendance of 125 members and guests made the day’s 
outing one thoroughly enjoyed by all. Outdoor sports, 
golf, baseball and handball were the order of the day. 

Card games were arranged for those who did not 
indulge in the more strenuous pastimes. 

One of the highlights of the outing was a continuous 
softball game between the “Mug Wumps” (Indian 
Chieftains to you) and the “Alley Cats.” It started 
in the morning with six players and by 2 o’clock there 
were 40 players on the field. Louis F. Caracci, The 
Nor-Wood Co., Inc., brave man that he is, did some 
umpiring and some very fine infielding at the same 
time. It was a hit and run game from Start to finish 
with plenty of runs scored on both sides. The score? 
Yes, there was a score —40 to 39 1n favor of the “Mug 
Wumps.” Some said ’twas the other way around but 
your reporter has it on good authority. Anyway, 
everyone had a fine time with plenty of arguments, 
hits, runs and errors, not to speak of sore muscles and 
hearty appetites. 

A high noon breakfast was served at 12 noon to 
1 p.m. Refreshments were served during the day and 
at seven o’clock the men had worked up a keen ap- 


(Photos by Dwight N. Briggs, manufacturers’ representative) 


ALL OUT FOR FUN AT THE NEW YORK STATIONERS 12:30 CLUB ANNUAL OUTING 
9. H. S. Bradford, American Pad & Paper Co.; George Feeney, M. C. 


. Left to right, John L. Gallup. Office Appliances; Samuel Libien, 
Libien Press, Inc.; Louis Wachtel, American Lead Pencil Co. 

. Henry Kleinberg. Henry Kleinberg Co.; William Miller, General 
Pencil Co.; G. W. More, Binney & Smith Co.; Samuel Austrian, 
Commercial Stationery Co. 

. Gerard D. White, Acco Products, Inc.; Harold Stahmer, Wilson 
Jones Co.; John Cardello, Atlas Stationery Corp. 

. Harry Lynn, The Esterbrook Pen Co.; George Feeney, M. C. 
Lazarus, Inc.; Rudy Mueller, The Esterbrook Pen Co.; Les C. 
Milton, Bainbridge, Kimpton & Haupt. Inc.; Mike Gentile, A. I. 
Goldberg & Bro. 

. H. D. Alwood, manufacturers’ 
The Nor-Wood Co., Inc. 

. James Hurley. Richard P. Jonas, Jr., Charles Reynell and Arthur 
Mott, all of Oxtord Filing Supply Co. 

. James Treanor, Peerless Imperial Co., Inc.; George Meinhelder, 
Atlas Stationery Corp.; Joseph F. Brock, Boorum & Pease Co.; C. J. 
Watson. Peerless Imperial Co., Inc.; Isidore Monheimer, Boorum 
& Pease Co.; Harold McNeil, Wilson Jones Co. 

. Dwight Briggs, manufacturers’ representative. 


representative; Louis F. Caracci. 
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Lazarus, Inc.; Charles Sehringer, A. L. Salomon & Co.; Si Don- 
nelly, R. A. Stewart & Co.; Ray Fritz, Fulton Specialty Co.; Bill 
Kelley, R. A. Stewart & Co. 

. Julius Kahn, David Kahn, Inc.; Ray Weissenborn, National Pencil 
Co.: L. H. Tavernier, Jr., Fulton Specialty Co.; Al Ficks, Wilson 
Jones Co. 

. Arthur S. Edelhoff, General Pencil Co.; George Delhagen, Wilson 
Jones Co.; J. Dubian, Eastern Tablet Corp.; John A. Burns, Frank 
A. Weeks Mig. Co.; Ed Mead, Wilson Jones Co.; Arthur Mott and 
Charles Reynell, both of Oxford Filing Supply Co.; William 
Schmall, Swan Pencil Co. 

. Joe Caracci, The Nor-Wood Co., Inc.; Bill Donnelly, Modern Sta- 
tioner; Arthur Burger (rear), Art Steel Co., Inc.; Wilton Sals- 
bury, Eagle Pencil Co.; William Crangle, E. Faber Pencil Co. 

. William J. White, Stephenson & Marsters, Inc.; Jerry Savage, The 
Carter's Ink Co.; Jerry Magnetti (rear), Eagle Pencil Co.; Harry 
Sills, Commercial Stationery Co.; George Salvatore and Chris Tom- 
ford, both of The Carter’s Ink Co. 
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Wr, does a Sikes Dealership mean LEADER- 

SHIP ? Because Sikes Business Chairs 
represent a priceless combination of popular de- 
signs and long-lasting workmanship ... as true 
today of All-Wood Sikes ‘‘Velveturn’’ Chairs as 
of any chairs we have made for over 75 years. 


When you invest in Sikes . . . . you invest in 


SALABILITY and SATISFIED users. 


Lo 








He I TKES COMPANY, Inc. 


BUSINESS CHAIR MANUFACTURERS, BUFFALO, N.Y. 




















petite by indulging in the day’s activities and did full 
justice to a delicious steak dinner. 

After dinner the golf winners were announced and 
awarded prizes of War Stamps. 

President Louis F. Caracci, The Nor-Wood Co., Inc., 
then thanked the committees for the fine work they 
had done to make this outing one of the most enjoy- 
able they had ever attended. 

An exceptionally large “get well” card was signed 
by all those present and sent to Harry Tehan, Higgins 
Ink Company, who is recovering from a fractured 
shoulder and was unable to attend the outing. 


Outing Committee 
Chairman, James T. Hurley, Oxford Filing Supply 
Company; Lester C. Milton, Bainbridge, Kimpton. & 
Haupt, Inc.; Mortimer Libien, Libien Press, Inc.; 
Dwight N. Briggs, manufacturers’ representative: 
Gerard D. White, Acco Products, Inc.; Louis F. Caracci, 
The Nor-Wood Company, Inc. 


Golf Committee 


Louis H. Tavernier, Jr., Fulton Specialty Company; 
Lester C. Milton, Bainbridge, Kimpton & Haupt, Inc. 
————>- 2 
BUSH HEADS NEW NOMDA RESEARCH COMMITTEE 

By unanimous vote of the membership of NOMDA 
on June 14, the board of directors of the Association 
were instructed to take appropriate action on the in- 
stitution of a program of research, education and 
promotion. On the evening of the same day, the board 








CLARENCE E. BUSH 


appointed the following members to a research, edu- 
cation and promotion committee: 

Jack Macon, J. L. Macon Office Machines Company, 
Chicago, III. 

Clarence Bush, General Typewriter Company, Wash- 
ington, D. C. 

James Sheehan, The Office Appliance Company, 
Providence, R. I. 

Elmer Anderson, Anderson Typewriter Company, 
Pasadena, Calif. 

Dorr B. Doane, Office Equipment Corporation, Port- 
land, Ore. 

In a meeting of the committee which followed their 
appointment, Clarence Bush was unanimously elected 
chairman. First action of the committee was the es- 
tablishment of a weekly news letter to be distributed 
regularly to all members of the Association. Further 
activities of the new committee will be reported in 
the near future. 

Scotaiap llama 


NORTHWEST TRAVELERS SCHEDULE GOLF MEETS 


Dealers and travelers of the Seventh Region are 
busy polishing up their clubs and unearthing balls 
once thought useless, for the golf tournaments to be 
held in Milwaukee and St. Paul on September 8 and 
11, respectively. 

George Hansen, chairman of the Milwaukee tourna- 
ment, has reserved beautiful North Hills Golf Club 
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for golf and dinner, and Roy Clarke, secretary and 
treasurer of the Northwest Travelers, has purchased 
a beautiful trophy to be presented to the traveler or 
dealer with the lowest gross score at the Milwaukee 
tournament. The meet will be the first of the golf 
get-togethers that will become annual affairs, as are 
the Twin City play-offs. Chairman Hansen is making 
arrangements for a travelers’ dinner to be held at the 
Plankinton House on Thursday evening preceding the 
tournament. 

In St. Paul, Chairman Larry Ackert has reserved the 
South View Country Club (now a private course) for 
golf and dinner on September 11. Only dealers and 
travelers will be permitted on the course and in the 
clubhouse on that day. 

All travelers and dealers are invited to be in Mil- 
waukee and St. Paul on these dates to participate in 
what promises to be the two biggest social events of 
the region this year. 

< odin 
AICO GOOD FELLOWSHIP CLUB HOLDS PICNIC 


Including families and friends, about 250 attended 
the fifth annual picnic of the Aico Good Fellowship 
Club, whose members are employees of G. J. Aigner 
Company. The event was staged at Caldwell Woods, 
Chicago, Saturday, July 15. All arrangements were 
handled by club committees. Luncheon and dinner 
were served at designated hours, and other refresh- 
ments were provided for the time in between. 

A ball game in the morning resulted in the married 
men being trounced by the single men to the tune of 
22 to 2. The five-year record is now three games to 
two in favor of the single men. 

Among the special guests were 20 sailors from North- 
western University. In the afternoon they were pre- 
vailed uvon to make up a ball team to play the Aico 
boys. When the game was over they regretted their 
kindheartedness because they lost, 12 to 4. 

Other games and dancing occunied the evening 
hours, which were highlighted by the distribution of 
many prizes. 


>< 
S.G.A. BOND RALLY DAY NETS $100,000 


Combining War Bond sales with some interesting 
tournament golf, the Stationers’ Golf Association of 
New York sold a grand total of $100,000 in War Bonds 
to 46 members and guests during the fifth tournament 
at Wheatley Hills Country Club on June 27. In addi- 
tion, War Stamps were given in place of the usual 
prizes for winners of the day’s play. 

Participating in the tournament were 32 members 
and ten guests. In Class A, low gross was won by 
L. Tavernier with an 81. Ray Weissenborn’s 69 topped 
Class A net winners. In Class B, C. Stroebel cap- 
tured both gross and net honors with scores of 100 
and 177, respectively. 

The play at the season’s sixth tournament, held at 
Ridgewood Country Club, Ridgewood, N. J., on July 13, 
brought out 27 members and ten guest competitors. 
Topping Class A gross scores was an 85 by L. H. 
Tavernier, who shared net honors with H. Hein, both 
tallying 75’s. In Class B, Henry Levy captured both 
low gross and net honors with scores of 95 and 72, 
respectively. Present point standing of leaders for 
season’s cups are as follows: Class A: R. B. Sainberg, 
10; L. H. Tavernier, 8.50. Class B: G. Nicklaus, 13; 
Henry Levy, 12. 


eS eee Tee 
PENNSYLVANIA GROUP TO STAGE GOLF MEET 


August 28 has been selected as the date of the an- 
nual golf tournament and dinner dance of the Sta- 
tioners Association of Western Pennsylvania. 

Honor member at the meeting will be “Pat” Patter- 
son, Johnstown Office Supply Company, Johnstown, 
Pa., who was regional governor of District No. 5, NSA, 
during 1942. 

All stationers, employees, travelers and their friends 
are invited to join the group for the event. 
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Paper Work AWAY 
before Anchors Aweigh! 


Naval 


Inspection 


Report 


Report of 
Material 
Shipped 
(and Packing 
List) 


Contractor's 
Invoice 


To speed the herculean effort required for the proper 
handling of contract records on ships. planes, ordnance 
and supplies. came Navy orders to contractors to cut the 
paperwork ... expedite the job. One Navy standardized 


form now does the work of three. combining: 


|. The Naval Inspection Sheets 


2. Report of Material Shipped 
(and Packing Lists) 


3. Invoices 


And to speed their work. and ultimate Victory, many 
holders of Navy contracts quickly took advantage of 
Columbia’s preparation of this form for rapid duplicating 
by Columbia Ready-Master. Separate time taking typing 
of individual sheets for Naval inspection, material 
shipped and invoices is now reduced to a one-operation 
job instead of three. Copies are duplicated without re- 
writing, faster, cheaper and more efficiently. than by other 
processes. The job can be done with simple. inexpensive 
duplicating equipment. In one plant alone, 22,000 work 
hours per year will be saved through the use of Ready 
Master’s “three-jobs-in-one” time savings. With simple 
adaptations, these same forms can be utilized by custom. 
ers with a wide variety of government and private con- 
tracts. 

Write us for sample Ready-Master forms and prices which 
will quickly convince you of how easy it is to get in on 


the “kill” of paperwork. 


COLUMBIA RIBBON & CARBON 
MANUFACTURING CO., INC. 


COLUMBIA |= 
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EADY-MASTER 


DUPLICATES THE FORM AND THE 
OPERATION 


FILL -IN 














IMPORTANT 
ACTIVITIES OF THE MONTH 


REPORTS OF 


GERALD FAVOR NEW KOH-I-NOOR PRESIDENT 


Irving P. Favor, for 20 years president and general 
manager of Koh-I-Noor Pencil Company, Inc., Blooms- 
bury, N. J., retired from that position on June 30. The 
post was assumed by his brother, Gerald M. Favor, who 
has also been connected with the company for the past 
two decades. 

The retiring president, who was elected chairman of 
the board at a recent meeting of the directors, suc- 
ceeded to the presidency and general managership of 
the company following the death of his father, Irving 
P. Favor, Sr., in 1924. He has been responsible for the 
subsequent development of the company and its man- 
ufacturing affiliate, L. & C. Hardtmuth, Inc. He will 
continue to act in a consulting and advisory capacity. 

Gerald Favor, the new president, started with the 
company in 1924 as a salesman on the New York City 
territory, after having spent summers with the com- 
pany in various capacities. He later became a sales- 
man in the northeastern states, and subsequently sales 
manager and executive vice-president of the company. 
Well acquainted with all phases of the business found- 
ed by his father and continued by his brother, he 
anticipates no changes in company policies. 

ao Se 


VICTOR SAFE & EQUIPMENT ADVANCES PAIR 


Fred A. Michels has been named office and credit 
manager and Westley F. MontPas district sales man- 
ager in Illinois and Wisconsin, according to a recent 
announcement by The Victor Safe & Equipment Com- 
pany, Inc., North Tonawanda, N. Y. 

Mr. Michels, who succeeds Ray F. Scharrer in his 
new post, has had wide experience in dealer and con- 
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FRED A. MICHELS WESTLEY F. MONTPAS 


sumer work, having spent the past 16 years with one 
of the largest manufacturers of office equipment. Prior 
to that he was with a wholesale concern in New York 
City for several years. Mr. Scharrer’s new connection 
is with a manufacturer of photographic supplies. 
Mr. MontPas has a successful record of several 
years in the industry as a manufacturers’ representa- 
tive. More recently he was sales manager for a large 
retail stationery and office equipment dealer. 
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MISCELLANY 


EVENTS AND ACCOUNTS OF NOTEWORTHY 
IN EVERY DIVISION OF THE 


INDUSTRY 


RAPP NAMED VICE-PRESIDENT BY DIRECTORATE 
OF BAINBRIDGE, KIMPTON & HAUPT, INC. 

At a recent meeting of the board of directors of 
Bainbridge, Kimpton & Haupt, Inc., Edward F. Rapp 
was selected vice-president of the company to fill the 
vacancy caused by the death of the late William H. 
Wallace. 

Coming to the company in 1907 and serving in vari- 
ous departments with marked success, Mr. Rapp has 
been for many years an outstanding member of the 
company sales staff. He has served as a member of 
the corporation board of directors for the past three 
years. 

In addition to his activities with Bainbridge, Kimp- 
ton & Haupt, Inc., Mr. Rapp has taken a prominent 
part in the affairs of his home community. For over 
20 years a member of the board of education in Wood- 
ridge, N. J., he has also been active in the Masonic 
Club of Woodridge and in other local organizations. 

a os 


POLLOCK NEW PRESIDENT OF BUCKEYE R. & C. 


On June 21, the board of directors of The Buckeye 
Ribbon and Carbon Company, Cleveland, Ohio, elected 
Frank M. Pollock, treasurer of the company, as the or- 
ganization’s new president. He succeeded Michael F. 
Donovan, who has been named chairman of the board. 
At a later meeting Leland B. Prior, manager of the 
New York office, was named vice-president in charge 
of eastern sales. 

Mr. Pollock joined the organization in 1920, coming 
up through all departments of the company, and was 
first elected treasurer in 1930. In retiring from the 
presidency, Mr. Donovan completes almost 50 years of 
active service with the company which he founded in 
1896 with his brother, the late James Donovan. 

Mr. Prior came to the company in 1921 and has been 
a part of its sales organization in Cleveland until his 
appointment as manager of the New York office in 
1943. He will continue in active charge of that office, 
located at 30 West 24th Street, New York City, in addi- 
tion to promoting sales throughout the eastern states. 

Other officers of the company are F. C. Fulton and 
T. E. Bletcher, vice-presidents, and G. H. Scherer, sec- 
retary. The company is working at full capacity and 
in addition to New York City, maintains branches in 
Buffalo, Pittsburgh, Atlanta, Paterson, N. J., and Oak- 
land, Calif. 








EXCUSE US, PLEASE 


Through faulty transcription two names appeared 
incorrectly spelled on page 52 of the July issue of 
OFFICE APPLIANCES. In J. W. Densford’s report of the 
legislative committee, delivered before the annual 
meeting of the National Office Machine Dealers Asso- 
siation in June, the new chairman of the House com- 
mittee was given as Carter M. Cassel, rather than Car- 
ter M. Manasco, and the name Kirkman was inadver- 
tently used instead of Turquand. We regret the errors. 
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Art Metal 





the twins were tremendous... 


—— but the Triplets are Terrific! —— 


OW is the time for you, as “Doctor of 
Offices” to step in with Art Metal’s THREE 
corrections for office confusion: Art Metal Office 
Equipment, Postindex Visible Files and Wabash 
Fiiing Supplies. Now, as the conflicting problems 


of reconversion and postwar opportunity converge. 


Never before in the history of business was the 
Operation so complex, or so vitally in need of 
simplification. Or your opportunity to profit by 


them, via Art Metal Products—so high. 


You be the man who brings Art Metal’s efficient 
machinery of success to business men worried by 
the problems of reconversion . . . to men about 
to embark on new business ventures. There’s a 


big, highly profitable, ready-made market waiting 


Jamestown, New York 


for you in these soundly established trademarks: 
Art Metal Office Equipment, Postindex Visible 
Files, Wabash Filing Supplies. 


Dealers wishing to secure an Art Metal fran- 
chise are invited to write, Agency Division, Art 
Metal Construction Company, Jamestown, N. Y. 











YOu’ 
RE FEATURED IN BUSINESS WEEK! 


All o 
ver the ’ 
Y business men are 


Chuckling . 

& at the dismaying Office sj 
| : yin, Situa- 
%0ns which you 
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irs as Mr, Expediter, Doctor 
hices, are “ncovering and clear; 
UP With the , TRIPLETs! oe 


ART METAL STEEL OFFICE EQUIPMENT 


*WABASH FILING SUPPLIES 
*a subsidiary company 


1888 


S¥YSTEMATIZED 


EQUIPMENT AND 


POSTINDEX VISIBLE RECORDS 





1944 


RECOR@s @OoOR BUSINESS 











KANSAS FIRM ADOPTS NEW NAME 


The 72-year-old firm of Hutchinson Office Supply 


and Printing Company, Hutchinson, Kans., on July 1 
changed its name to Hutch-Line, Inc., in the interest 
of brevity and streamlining. The term “Hutch-Line,” 
which has served as the company trade name for a 

















LEE B. HAUSAM 
number of years, is well known to the firm’s many 
customers. 

To call attention to the change, the firm recently 
issued a six-page folder reminding customers of the 
fact that the store is headquarters not only for office 
supplies and equipment, but for printing and litho- 
graphing needs as well. Several of the most popular 
office items were described and priced in the folder. 
Special letters announcing the change were also pre- 
pared and issued to manufacturers and to customers of 
the firm. 

Present officers of Hutch-Line, Incorporated, include 
Lee B. Hausam, president, now serving in the armed 
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V. E. KELLER MILTON NAVRAT 


forces; V. E. Keller, vice-president and superintendent 
of the plant, and Milton Navrat, secretary-treasurer 
and manager of the dffice supply department. All stock 
in the company has been held by the three officers 
since January, 1944. 
Eo - 
BOYNTON & CO. PLANT DAMAGED BY FIRE 

The plant of the woodworking division of Boynton 
and Company, 1725-45 Bosworth Avenue, Chicago, IIl., 
manufacturers of wood files, was heavily damaged by 
fire on Sunday, July 9. 

The warehouse containing the entire stock of wood 
files was untouched, and the company announces that 
it will be able to accept a considerable number of file 
orders for immediate delivery from their warehouse 
stock. 

Though unable to make a definite statement regard- 
ing future manufacturing arrangements, the company 
is rapidly formulating plans which will enable them 
to get into production at another plant. An announce- 
ment will be made in OFFICE APPLIANCES as soon as the 
date for the resumption of file manufacture can be 
set. 
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CHICAGO STATIONERS DISBAND FOR SUMMER 

In a circular letter summarizing the benefits that 
have accrued to members of the Chicago Stationers 
Group, President Louis I. Kriloff, Kril-Office Products, 
recently informed all members of the group that the 
majority of the membership had agreed to suspend 
meetings during the summer months. Regular meet- 
ings will be resumed in the fall. 

The letter pointed out that respect, confidence and 
friendship have all resulted from the regular meetings 
during the past months, and urged continued co- 
operation as a means of building a stronger stationery 
industry and sounder individual businesses in the 
Chicago area. 

—<e—¢ - 


ADDRESSOGRAPH-MULTIGRAPH PROMOTES PAIR 
E. F. Richter, vice-president and general manager 
of Addressograph-Multigraph Corporation, Cleveland, 
Ohio, on June 26 announced the advancement of Les- 
ter F. Mitchell to manager of engineering and of 
Franklin E. Curtis to the post of chief engineer. 
Both of the engineers started by learning the tool 


























F. E. CURTIS 


L. F. MITCHELL 


maker’s trade. Mr. Mitchell, formerly chief engineer 
of the office equipment manufacturing company, will 
be able to devote more of his attention to directive 
duties in his new position, according to the announce- 
ment. He joined the company as chief engineer in 
1932, coming from the National Cash Register Com- 
pany at Dayton. He is married and has one son and 
one daughter. 

Mr. Curtis, who succeeds Mr. Mitchell as chief en- 
gineer, joined the company after spending several 
years in engineering work following World War I, in 
which he was a sergeant with the 32nd Engineers in 
France. 

a ee 
SYNTHETIC RUBBER PLATENS EFFICIENT 

J. M. Failey, of the industrial products division of 
the B. F. Goodrich Company, Akron, Ohio, recently 
revealed that rubber rolls and platens of GR-S—syn- 
thetic rubber of the type produced in the new Gov- 
ernment rubber plants—are being used with ‘more 
than adequate” success by both manufacturers and 
rebuilders of typewriters and other office machines. 

The tests disclosed that GR-S platens are slightly 
superior to natural rubber platens for single-copy 
typing, equal for manifolding, and only a trifle in- 
ferior in three other respects, Failey asserted. He said 
that “ratings given the GR-S platens as compared 
with a norm of 100 for natural rubber platens were 
105 for single-copy typing; 100 for manifolding; and 
95 for paper feed qualities, quietness, and resistance 
to corrugating.” The grinding characteristics of GR-S 
platens are about the same as natural rubber, he 
added. 

Failey also pointed out that although GR-S is still 
fairly scarce for such purposes, the synthetic rubber 
business machine platens may be obtained without a 
priority. 


OFFICE APPLIANCES, August, 1944 








OF 





The Old Town Franchise Brought New Life 
to the Ribbon and Carbon Business 


THE OLD TOWN FRANCHISE 
GOES TO TOWN 
for YOU! 


Franchise Point No. 1: 


PRODUCTS: A more com- 


plete line. A simplified line. An 
accepted branded line. All fast- 
moving items. Builder of repeat 
sales. 


Franchise Point No. 2: 


PROMOTION: Hara-nic- 


ting dealer helps. Local selling 
aids. Consistent magazine adver- 
tising. 


Franchise Point No. 3: 


PROFITS: Priced right to give 


you liberal margin of profit. 
Widening market and growing 
demand mean quick turn-over. 
Franchise Point No. 4: 
PROTECTION: An exclu- 
Sive territory. All orders go 
through your books. You are fully 
protected—ready to grow with us. 
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EVERAL years ago, OLD TOWN gave the ribbon and 

carbon business a shot in the arm. Stationers took on 
new life. Sales skyrocketed — without the stimulus of war 
business. The OLD TOWN Franchise and the OLD TOWN 
merchandise did it! 
The OLD TOWN Exclusive Franchise includes a profitable 
line that has not been generally sold through stationers. It’s 
OLD TOWN Spirit Carbons, Copy Papers and Duplicating 
Fluids—a money-making natural. This new line coupled 
with the leadership line of OLD TOWN ribbons and car- 
bons makes the OLD TOWN franchise as valuable to you 
as a lease on the busiest corner in town. 
OLD TOWN doesn’t manufacture typewriters, duplicators 
or other office machines. This means that OLD TOWN 
products are designed for all models of competing office and 
duplicating machines (without being partial to any particu- 
lar favorite). The OLD TOWN Franchise is a gilt-edge 
deal, because it’s backed by a merchandising plan—a plan 
with unlimited possibilities for future growth as well as 
cash profits right now. 
Investigate the OLD TOWN Franchise now. Your trading 
area may still be o pen. 
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pe RIBBON & CARBON CO. ine. 


Foremost Makers of Ribbons and Carbons for Every Use 
750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 


Sales and Service Everywhere 
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A. C. McCLURG & CO. MARKS 100TH BIRTHDAY 


Arriving at their 100-year mark, A. C. McClug & 
Company, Chicago wholesalers, are celebrating their 
centennial on August 23, 1944. The life of the com- 
pany is traced back through the century to the open- 
ing of a small book and stationery store in Chicago, 
according to D. H. Sparks, president. The company 
has had an extraordinary history, and its career has 
been closely identified with the life of the Middle 
West and the nation during all this period. Some idea 
of how far back in American history the company goes 
can be sensed from the fact that at that time Abra- 
ham Lincoln was a small town Illinois lawyer, the first 
railroad had not stretched west of Chicago, the tele- 


































D. H. SPARKS 


graph had just been invented and the first steam- 
propelled boat was yet to leave the shores of North 
America for Europe. 

Since that early day the company has wholesaled a 
wide line of merchandise and through the greater part 
of that long period has supplied the retail trade with 
office supplies, domestic and imported stationery, 
school supplies and similar goods. Although for many 
years it conducted a famous retail store (which tended 
to outshadow the wholesale department in the public 
mind), actually the main function of the organization 
has been that of wholesaling. Through this 100-year 
period the company has borne different names and its 
legal organization has evolved from one form to an- 
other, but there has been a continuity of personnel 
and a distinct identity which represent the develop- 
ment of a single firm adapting itself to the growing 
life of the country. 

Today’s McClurg’s maintains two large warehouses 
in the city of Chicago, which together with sample 
room space totals over a third of a million square feet. 
The house carries 25,000 different items of merchan- 
dise and 22,000 titles of books. Catalogs are issued 
monthly and their stationery catalog in normal years 
is one of the outstanding publications of the trade. 
The company’s salesmen travel throughout most of the 
country, calling on many different types of stores. At 
the home office sample room a staff of experts in 
many lines of goods are always available to advise 
and assist visiting retailers. At this time of year 20 
McClurg regional sample rooms are being visited by 
thousands of merchants who are now choosing their 
lines for holiday selling. This kind of close, personal 
contact with the retail dealer has been a paramount 
principle with the firm. Concentrated attention to 
needs of the retail store of average size has been the 
historical attitude of this company. 

A. C. McClug & Company has issued a centennial 
brochure which tells the history of the firm, outlines 
its policies and in general gives a picture of the pres- 
ent organization. It expresses the feeling of the man- 
agement that the company can look forward not only 
to the immediate and post-war future with confidence, 
but well beyond that time, with unbounded faith in 
the principles which mave made the firm strong and 
kept it thriving during 100 years of business life. 
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UEF EMPLOYEES COVERED BY GROUP INSURANCE 


Effective June 30, Underwood Elliott Fisher Com- 
pany, 1 Park Avenue, New York, made available to 
its employees a new group insurance plan under which 
the entire organization could enjoy the protection of 
life insurance and hospitalization benefits. The plan 
was instituted through a special arrangement with 
the Aetna Life Insurance Company and the Travelers 
Insurance Company. 

The new coverage, which comprises group life in- 
surance, employees hospitalization benefit with sur- 
gical fee benefits and dependent hospitalization bene- 
fits, is all inclusive of the manufacturing works in 
Hartford, Bridgeport, New Hartford, the general re- 
search laboratory, and the Burlington works in New 
Jersey. Also the personnel of the executive and gen- 
eral sales offices in New York City, as well as the em- 
ployees of the district offices, branches and sub- 
branches, may participate in the benefits of the new 
plan. 

Previous to putting the group insurance and hos- 
pitalization plan into effect, the entire Underwood 
Elliott Fisher organization was canvassed as to their 
desire to accept the plan. Although 75 percent ac- 
ceptance was necessary to pass the plan, over 92 per- 
cent of those canvassed signed up. 

a See 
HAZEL NEW DOUGLAS SALES MANAGER 

Ernest Hazel, Jr., formerly vice-president and gen- 
eral manager of the Lockwood-Hazel Company, Atchi- 
son, Kans., has been named sales manager of H. 
Dorsey Douglas, Inc., manufacturing stationers, print- 
ers and office outfitters, according to a recent state- 
ment issued by the well-known Oklahoma City con- 
cern. 

Mr. Hazel began working for the Lockwood-Hazel 
Company while still in high school and, after several 






































ERNEST HAZEL, jR. 


years in the Army, returned to cover several counties 
in Kansas for the firm. In 1935 he began calling on 
county supply dealers throughout the country (with 
the exception of New England) selling the Hazel 
county record binder. Howard Lockwood, an insur- 
ance representative of Kansas City, Mo., came into 
the business in 1941 and in January of this year 
bought the Hazel interests in the firm. The many 
friends of H. Dorsey Douglas and Ernest Hazel, Jr., 
wish them every success in their new business rela- 
tionship. 














ee 
STATIONERS VISIT GREAT LAKES TRAVELERS 


George Schumacher of Sickert & Baum Stationery 
Company, Milwaukee; Tony Markelz of The Book Shop, 
Joliet, Ill., and Maynard Westring of Mid-City Station- 
ers, Inc., Rockford, Ill., and president of Illinois Book- 
sellers & Stationers Association, attended the June 23 
meeting of the Great Lakes Travelers. Following the 
luncheon, Maynard and Tony went into a huddle to 
work out plans for the good of IBSA, which will be 
apparent later in the association’s publication. 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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NEW IVAN ALLEN-MARSHALL COMPANY 
WAREHOUSE IN ATLANTA.—The five-story 
structure, recently purchased from the Joseph 
B. Whitehead Foundation, is located at 50-56 
Pryor Street, N.E., in the Georgia capital. It 
has a 90-foot frontage, is 100 feet deep and 
contains approximately 40,000 square feet of 
floor space. The building, assessed at $90,000, 
will be used at present as storage space; 
after the war it will be reconditioned and 
leased as general offices. 
socnaresiesscliiaia 

CHILLSON JOINS AMERICAN PAD & PAPER CO. 

Berton S. Chillson, formerly sales representative 
of the Powers Paper Company, Springfield, Mass., and 
more recently New England sales representative of 
the Eastern Tablet Corporation, Albany, N. Y., has 
joined the sales force of the American Pad & Paper 
Company, Holyoke, Mass. 

He will succeed R. E. Ragan in the New England, 
New York and New Jersey territory and, after a brief 
period spent at the factory office, will be located at 
the company’s New York office. 


—————-7 <= 
WICHITA FALLS FIRM CHANGES NAME 

On July 1 the name of Newlin Office Supply Com- 
pany, 810 Scott Street, Wichita Falls, Tex., was 
changed to Wilson Office Supply Company, Don Wilson, 
owner of the business since last August, announced 
recently. 

The store has one of the most complete stocks in 
north Texas, and features merchandise by nationally- 
known companies. Every item from heavy office furni- 
ture to thumb tacks is represented. Among the stocks 
are such well-known products as Boorum & Pease 
blank books and loose leaf supplies, Carter’s inks, 
Durand albums and scrap books, Eberhard Faber pen- 
cils, Nation-Wide typewriter paper, Parker pens, Shaw- 
Walker files and office furniture, Samuel Ward sta- 
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tionery and leather specialties, Taylor chairs and 
Volland greeting cards. In addition, the firm is 
equipped to supply its customers with virtually any 
printing needs. 

Eight staff members give Wilson customers complete 
assurance of receiving rapid, courteous service at all 
times. 

a 

DIEBOLD SPONSORS MANPOWER SAVING DRIVE 

Announced in the July 12 issue of Diebold’s “Sales 
Contact Weekly” was a new type of contest — Presi- 
dent’s Manpower Saving Drive—which began on July 15 
and will finish on August 31. Originator of the idea 
was A. J. Roos, president of Diebold, Incorporated; the 
purpose—to save manpower and get more and more 
Diebold systems equipment products into action. 

All direct representatives and branch managers of 
the Diebold organization are eligible to compete in the 
six-weeks’ contest. Designated as winners will be the 
top ten men to reach the highest percentages over their 
quotas during that period. The drive to conserve man- 
power will be widely publicized in a number of leading 
national magazines. 

At the conclusion of the drive, a banquet meeting 
will be held during the course of a two-day round- 
table conference, with the ten winners of the contest 
as guests of the management at the conference. 

Ee eee 
MALONE ADDS ACCOUNTANT TO STAFF 

J. E. Malone, owner of the Malone Office Equipment 
Company, Columbus, Ga., recently announced the ap- 
pointment of Charles W. Mizeli as accountant on the 
growing staff of the store. 

The new appointee has had wide experience in office 
work and accounting, with some of the city’s foremost 
accounting firms, and his addition to the staff is ex- 
pected to prove a real asset to Malone customers in 
the improvement of their office systems and the 
solving of accounting problems. 
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M.S. GINN CO. 





UNIQUE TEMPLAR DUROLEAD DISPLAY AT M. S. 
GINN CO., WASHINGTON, D. C.—Built around 
the central theme of Templar DuroLead national 
advertising was this sales-building window dis- 
play designed by Frank Jones, purchasing agent, 
and G. L. Dietz, general sales manager, of the 
Ginn organization. The postal scale idea was 
adopted to emphasize the strength of Templar 
DuroLead, a product of Reliance Pencil Corp., 
Mount Vernon, N. Y. Only Templar DuroLeads, 
as received factory-packed, were featured. Favor- 
able comment and attention accompanied by a 
gratifying sales increase, was the result of the 
well-executed display. 
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ENDURING 


Today, as in the many years since 1881, the 
Tagger line, like other M & V products, con- 
tinues to be made as fine as human integrity 
and skill can make it. Tagger typewriter and 
billing carbons in all weights and finishes are 
made to meet the most diversified and exact- 
ing requirements of every office and type of 
business machine—and are not only avail- 
able in conventional black, blue and purple, 
but also in red, green, brown, yellow, orange 


and even white. 


SU PERVORTET TE 


Tagger inked ribbons in all degrees of 


inkings, are made to insure the best 
results and long life on typewriters, billing 
machines, adding machines, addressing 
machines and all other business equipment. 
They are definitely designed to serve better 
at the start and last so much longer, that it is 
a real economy to use them—both Tagger 
ribbons and carbons created by the M& V 
Guild of Craftsmen, are quality products that 


stubbornly refuse to wear out. 





MITTAG AND VOLGER, INC. 


ESTABLISHED 1881 


FINE CARBON PAPERS & INKED RIBBONS +: PARK RIDGE, NEW JERSEY 
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NEWS NOTES FROM NSA REGION NO. 8 





Gene Mitchell, Correspondent 





Calling on the St. Louis dealers in the last 30 days 
were Elmer Krumweide of The Stationers Clearing 
House, Chicago; John Pydlek of Blaisdell Pencil Com- 
pany; Brothers Dan Consodine of Richard Best Pencil 


| Company and Charlie Consodine of Bainbridge, Kimp- 
| ton & Haupt Company, John Uden of Associated 


Stationers Supply Company, Austin Waterbury of The 
Carter’s Ink Company, Al Nordstrom of Smead Manu- 
facturing Company, Art Fry and Fred Larson of 


| Globe-Wernicke Company, Mr. Link of Weldon Roberts 


Company, and Jack Kern, manufacturers representa- 

tive of Dallas, Texas, as well as Carl Kaufman of 

Speed Products Company, and Harold Reinke of Har- 
old Reinke Associates, Chicago. 
+ * * 

Surprise visitors to St. Louis in June were our old 

friends Herb Walsh of Ace Fastener Corporation, who 

flew from Chicago for an overnight stay, and Dan 


| MacDougall who stopped over for a night while en 


route to Jacksonville, Ill., where he was taking his 
most attractive daughter, Miss Annette, for her en- 
trance examinations at MacMurray College. The writer 
and Mrs. Mitchell joined this group for a delicious 
dinner and very pleasant evening. 

* * * 

Unpleasant news recently arrived concerning an ac- 
cident to Roy Moreland of Schooley’s, Kansas City, 
Mo., who gashed his shin while joining a bunch of 
youngsters playing on the scaffolding of an abandoned 
building (some fellows can never grow up). Infection 
set in and Roy was confined to a hospital bed for two 
weeks, but is again on his feet and recovering rapidly. 

* * * 

Stratton A. Terstegge, Binney & Smith Company, re- 
ports gradual and definite improvement in his health 
and expects to be back on the road in a month or two. 
He expresses his thanks to all who so kindly remem- 
bered him with cards and letters of encouragement 
during his early illness. 

€ + ” 

Any Midwest Traveler or 8th Region Dealer who has 

not received the new copy of the Midwest Roster may 





ST. LOUIS DOWNTOWN OPTIMISTS CELEBRATE.— 
Among those in the office equipment field present at 
the barbecue picnic held near Fenton, Mo., on June 
24, were, left to right: Gene Mitchell, manufacturers’ 
representative, St. Louis; E. A. Holscher, E. A. Holscher 
Office Furniture Co., St. Louis, chef for the affair; and 
Al J. Nordstrom, Smead Mfg. Co., Hastings, Minn. 
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OU TOO have a vital interest 


in seeing the advertisement on 





the next two pages appear in 
National Magazines and Newspapers 
because this is the type of Shaw- 
Walker ad that will appear after the 


war is won. 





Until steel is available you can file 


your records in Shaw-Walker War 


Files and s-t-r-e-t-c-h precious time 
through use of the time-saving sys- 
tems and accessories described and 
priced in the Shaw-Walker War 
OFFICE GUIDE, pictured on page 4 


of this advertisement. 
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i) SHAWWALKER 


DEALERS AND BRANCHES IN 546 CITIES 








TIME SAVERS & SPACE SAVERS 
Made of Steel-by Shaw-Walker 


“Built Lik: 
ateener” Our COUNTRY’S GREATEST 


ADVANTAGE IN A PEACEFUL WORLD 
is not our manpower, not our gold, 
not even our great natural resources. 
It is the American genius for design- 
ing things that will enable every 
person to perform any job better 
and in less time. 


Supplying steel office equipment 
and methods that help save time in 
every office job are well-known 
achievements of Shaw-Walker 
research and engineering. 


Pictured are a few of the 8,000 
office necessities made by Shaw- 
Walker when steel is available and 
sold under the famous trade-mark 
“Built Like a Skyscraper.” 


STEEL FILES B The time-saving and the space- 
saving features of all Shaw- Walker 
products will be described in the 


Seven grades — Five heights 


— For records of every size. 
400-page post-war edition of the 


Shaw- Walker OFFICE GUIDE. 


FIRE- FILES 


34 stock models heavily in- 
sulated to provide certified 
fire protection for records 
of every size. Made in 
three heights. 

Cut-away sections in 
picture shows thick, mesh 
reinforced safe-insulation. 





SECTIONAL 
BUILD-UP FILES 


Two widths. 70 models. 
A size and style to pro- 
vide “Custom Built” files SAFES 

for any conceivable re- STEEL TRANSFER CASES Single and double door. Five 
. paeahenncetena 12 stock models for stock sizes. Hundreds of com- 


“Built Like ° ° ° * * 
eee 2, records of every size. binations for interiors. 





Bom 


LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITUR ANI 


MEASURE YOUR DESK! 


IF IT’S MORE THAN 


+ oe 


— IT’S TOO HIGH! 


NEW LOW DESK FOR COMFORT 


Leg, Island Base and Luxury models in sizes 
and styles to fit every office requirement. 








FIRE-DESKS 


Made in three styles for 
hand and machine posted 
records. Provide certi- 
fied fire protection at 
point-of-use. 


CUPBOARDS AND 
WARDROBES 


For storage and clothing. 
19 stock models, single 
and double door. 


OFFICE CHAIRS 


Aluminum and Wood. 


47 stock models. 
Built Like a 





URIAND FILING EQUIPMENT IN THE WORLD © 








( These Shaw-Walker Files and 





Business Systems are NOW available 











NEW TIME-SAVING 
PAYROLL SYSTEM 


Saves up to 67% clerical time. 
All records in one operation. 





TIME-SAVING 
FILING SYSTEMS 
FOR ALL RECORDS 


Seven kinds of time-saving 
systems for letter and legal 
size records, 


Two for card sizes. 










cf ee 





ICTURED are some of 

the hundreds of time- 
savers, space-savers, and 
other aids to management 
now available from Shaw- 
Walker representatives.— 
All are in the War Edition 
OFFICE GUIDE. 


TIME-SAVING AND 
SPACE-SAVING CARDS 


Shaw-Walker cards built to 
precision thinness save as much 
as one drawer for every 4,000 
cards used. Because precision 
cards are absolutely uniform in 
size, like playing cards, refer- 
ence time is saved. 


SPACE-SAVING FILE FOLDERS 


212 stock folders NorthKraft and 
Thirteen price brackets. 
Made with reinforced space-saving 


manila. 


edge, or single top. 








WAR FILES 
Made in 4 Grades 
Letter and Legal Sizes 
Insertable Trays for Cards 











OTHER TIME-SAVERS AND SPACE-SAVERS 


Shaw-Walker products which are helping to increase office pro- 
duction and conserve filing cabinet space are pictured, described 


and priced in the OFFICE GUIDE, War Edition. 
your selection of your office needs by using the OFFICE GUIDE. 


You can speed 


SHAW-WALKER FACTORIES AND 
HOME OFFICE, MUSKEGON, MICH. 





GHAW-WALKER 















aa watt at fee ft oe ms 
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obtain same by applying to R. C. Moore, No. 204 Dwight 
Building, Tenth and Baltimore Streets, Kansas City, 
Mo. One was mailed to each dealer on the region list 
in June. 

A mighty fine traveler—one we all know most favor- 
ably and regard most highly—is desirous of adding 
one or two good lines to the one he has had for a 
number of years. Any tips or suggestions sent the 
writer will be promptly forwarded this gentleman with 
the sponsor’s name. (The name will be mentioned in a 
later issue). 

* * * 

Word recently came to Walter Weihe, manager of 
the office furniture department, S. G. Adams Com- 
pany, St. Louis, that his son, a pilot in the troop car- 
rier command, who flew his ship from Florida to 
England in May, was among those chosen to fly troops 
to France on D day. He returned from his mission 
without mishap but with most thrilling stories of his 
adventure. 

Late in June, Walter Ruedy of S. G. Adams Com- 
pany, Izzy Voda of Wallace Pencil Company, and your 
correspondent spent a most enjoyable weekend at the 
St. Clair Country Club near Carlisle, Ill., as guests of 
“Binks” Weingaertner of Egyptian Stationery Com- 
pany, Belleville, Ill. Good fishing, poor “African golf” 
and amateur bridge constituted the entertainment. 

* * * 

Mr. and Mrs. “Bill” Bohart, of Eberhard Faber fame, 
spent the Fourth of July holidays with friends in 
southern Michigan, enjoying fishing, swimming and 
resting. 

+ ” * 

For the first time in several years, two old friends 
spent their birthdays apart. For several years it has 
been the custom of Karl Castle, now of Wolcott-Taylor 
Company, Washington, D. C., and M. W. Knoblauch, 
vice-president of Farnham Stationery and School Sup- 
ply Company, Minneapolis, to spend the Fourth of 
July together, that being the birthday of both famous 
men. Because of Karl now being in our nation’s cap- 
itol, other plans were necessary. 


* * * 


The grapevine reports that Mrs. “Bill” Freund, wife 
of the popular Parker Pen representative living in 
Kansas City, Mo., met with illness which confined her 
in a local hospital in June. It is understood that she 
is again at home and recovering nicely. 


* * «* 


In contrast to the foregoing, Shaeffer Pen represen- 
tative Lyle Turner of Kansas City is much more for- 
tunate. He and his family enjoyed a most pleasant 
two weeks in June at a Minnesota vacation resort. 

. * * 

George Beiter, stationery manager, Comfort Printing 
and Stationery Company, St. Louis, returned recently 
from a vacation of fishing and playing in southern 
Missouri. There has been no word of any surplus fish 
around town, however. 

*~ x * 

Word comes that Art Pfister, formerly of Smead 
Manufacturing Company, and past president of Mid- 
west Travelers Club, has completed his work in the 
CAP school at Tulsa, Okla., and has entered officers 
training school. 

* ” * 

Been trying to find some “dope” on those two fine 
Omaha gentlemen—‘“Sage” Rudy Johnson of Omaha 
Stationery Company, and John Ford, Jr., of Peterson 
Lithographing Company, but they must be in hiding 
behind their desks, or too busy to do anything men- 
tionable. Possibly Don Barber is stealing their lime- 
light. 

+ 7 + 

W. H. Doerr, formerly representing Scripto Manufac- 

turing Company in the Midwest and now a city ticket 
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Marre 
RIDAY 


Says: 


BE PREPARED 


FOR 
FALL and WINTER 
BUSINESS 


Meet the increased demand for office 
machine maintenance 


with 


AMES SERVICE 


We carry the largest stock of all makes 


genuine typewriter parts in the world. 


Speedy platen and feed roll recovering 


for all office machines. 
Re-enameling and victory plating. 


Shop needs — tools — equipment — sup- 


plies — accessories. 





Ames Supply Company 


564 W. Randolph St., Chicago 6 





37 Murray St., 583 Market St., 
New York 7 — San Francisco 5 
1905 Commerce St., | PRINCIPAL CITIES 11 Pryor St., 
Dallas 1 Atlanta 3 
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Prepare for future SUCCESS 


BY GIVING YOUR BEST 
TO THE PRESENT NEED 


For some time, the war effort will continue to absorb much 
office furniture production and to affect powerfully the 
supply of materials available and methods of fabrication. 
The exercise of acumen and resourcefulness to the utmost 
by everyone in the trade, is important to our cause and to 


the individual welfare of each one of us. 


For our part, reports of the excellent performance of New 
Indiana Chair Co. All Wood Tilt and Swivel Chairs con- 
tinue to approve these sturdy, serviceable designs. And, 
as soon as material for chair irons of standard pre-war 
quality is available, the chairs now in service can be 


re-fitted at point of use. 


—but while present conditions prevail, remember the 


importance of indicating priority on all orders. 


New Indiana 
Chair Company 


JASPER, INDIANA 


— 
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agent for L. & N. R. R. at St. Louis, sends greetings 
to his many friends in the trade. 

7” * aa 

That proverbial cat with nine lives is a piker com- 

pared to our old friend George Ohland, of Metal 
Office Furniture Company. A letter recently received 
from George states, “Right now I am practically laid 
up with a couple of badly sprained ankles and a 
broken bone in the left ankle.” George got ambitious 
and offered to take down the storm windows. While 
he was working at the second floor, the ladder col- 
lapsed and down went George. Aside from his several 
experiences in train and auto wrecks, operations and 
this recent accident, his other hobbies are closing 
Government contracts for special ship installations. 

* - * 


Betty Lee Mitchell, the writer’s young daughter, 
made her way in June to Camp Lake Hubert, Minn., 
for her fifth consecutive summer. She is in counselor 
training in sailing. Some 25 girls and boys from St. 
Louis attend the Lake Hubert camps each summer. 

* * * 

F. K. Adams, and a party of other gentlemen from 
St. Louis spent a week in June at Bar Harbor, Minn., 
where they claim fishing was perfect. Mr. Adams, 
vice-president of S. G. Adams Company, St. Louis, 
is an acknowledged expert fisherman, having spent 
many years along the streams of Missouri, Arkansas, 
Wisconsin, Michigan, Minnesota, Colorado and else- 
where. 

a e * 

Goldsmith Book & Stationery Company, Wichita, 
Kans., announces that Charlie Maurer will succeed 
Earl Scott as stationery buyer. Charlie is well known 
to most of the midwest boys, having been in that 
department a number of years. Karl Zeininger, fur- 
niture department manager, becomes manager of 
Goldsmith’s. 

+ * +o 

Jess Peck and Mrs. Peck, of Springfield Stationery 
Company, Springfield, Ill., are enjoying a nice busi- 
ness, though handicapped by inadequate sales help. 
Their store at 211 East Adams Street is colorfully 
decorated and merchandise invitingly displayed. 

+ * * 

Herb Buschart of Buschart Brothers Printing Com- 
pany, and president of the Stationers Association of 
Greater St. Louis, entertained a group of St. Louisians 
of this industry at his river cottage near St. Louis 
recently. They claim the fish were visiting elsewhere, 
but that pinochle games considerably reduced Herb’s 
food bills. 

* + * 

All good wishes for a speedy and complete recovery 
to the secretary and manager of the National School 
Service Institute, Lew Parmenter, who visited Mayo’s, 
Rochester, Minn., for an eye operation recently. Lew 
is well known to many midwest travelers and dealers 
and is a former stationer, having been president of 
Bacon-Vincent Company, Buffalo, N. Y. 

* * + 


Pvt. Don Brown, formerly of Latsch Brothers, Lin- 
coln and Schooleys, Kansas City, passed through St. 
Louis June 2. He found just enough time to ’phone 
“yours truly” and Bill Bohart to leave word that he 
was en route to a port of embarkation with his com- 
pany. We hope to hear from him after he has arrived 
at his destination. 

* * om 

Henry Clark, formerly of Federal Office Equipment 
Company, and previously with Clark-Peeper Company, 
St. Louis, has been one of Uncle Sam’s boys for the 
past month and is located in a New England camp at 
present. 

a * ” 

June 5 and 6 were memorable days in the history of 
the stationery industry in St. Louis as two prominent 
members celebrated another milestone in their lives. 
Paul J. Wielandy, chairman of the board of Black- 
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ry FREE! NEW BOOKLET 


Iy shows why Quink is 





™ America’s largest selling 


ns ink ... helps boost ink profits! 


Ont oy 
aer 32 Ounces eee 
t« 


It’s hot off the press... begging for a chance to help boost 


your sales of Quink with solv-x! . . . This attractive 4-color 





ry ° p 
01 illustrated booklet makes it easy to show customers that the 
)'S, solv-x in Quink protects a pen in 4 ways! 
ew : ° 
Ts that solv-x prevents metal corrosion and rubber rot . . . dis- 


Proves graphically 


of solves and flushes away the sediment left by other inks. . 
Saves steel pens too. It’s extra impressive to your big users 

n- for it’s chock full of quick facts, photographs, testimonials. 

a Get it, keep it handy, use it. Write for your free copy today. 

he And of course... keep a good stock of the 7 permanent 

aor and 2 washable colors of Quink in the popular 25¢ and 15¢ 
sizes on hand and display them prominently. Quink with 

ai solv-x is America’s largest selling ink. The Parker Pen 

ny, Company, Department C, Janesville, Wisconsin. 

she 

at 


— PARKER QUINK in nie 


ck 


Copr. 1944, The Parker Pen Company “Se " - ad 
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NATUNAL 
UJESAs 





NATIONAL EXECUTIVE DESK 
No. 6612S 66" x 36" 


To every executive office this National 
Desk lends an air of distinction, of dig- 
nity and of assurance—the subtle ex- 
pressions of refinement and good taste. 
It is a thoroughbred through and 
through. 


This desk is an outstanding example of 
the craftsmanship which has made 
"National Desks'’ a name symbolic 


with everything fine in office furniture. 


NATIONAL DESh CUMPANY 


HERKIMER, NEW YORK 
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well Wielandy Company, and a real pioneer traveler, 
reached his eightieth anniversary and was the recipi- 
ent of many personal and postal greetings. Al J. Bar- 
tens, vice-president of Shallcross Printing & Stationery 
Company saw the light of day for the first time on 
June 6 a few years ago. Al says he is not yet 80, but 
he refrained from mentioning any specific number of 
years. Our congratulations to both of these fine gen- 
tlemen and our good wishes for many more happy 
happy birthdays. 


——____- 9-9 


ROCKY MOUNTAIN NEWS 


H. A. Shields, Correspondent 








Bob Scriven, 22-year-old son of Fred Scriven, Ogden, 
Utah, stationer, was very badly injured recently. He 
was run over by one of the city buses. It is expected 
that he will recover. 

Ernest Lambourne, Salt Lake City greeting card deal- 
er and florist, was recently honored by the Salt Lake 
Rotary club for having the best 100 per cent attend- 
ance. His record is 14 years and ten months. 

* * * 

Ernie Gabrielson, the swell gent that does the buying 
for The Pembroke Company of Salt Lake City, has just 
returned from the Los Angeles gift show. He reports 
a successful trip and a good time had by all. 

od * * 

Recently making the rounds of the trade in Salt 
Lake were Joe Simmer, Wilson Jones Company; Lee 
Littlefield, Gibson Art Company; Charlie Davis, manu- 
facturers’ representative; Alan Shields, Rust Craft, 
Inc.; Hubert Boyce, Geo. Hurd Company, and Mannie 
Resnick, Montag Brothers, Inc. 

+ * * 

The very lovely young lady you now meet in The 
Auerbach Company of Salt Lake City is Mrs. Lygia 
Booth, who is handling the stationery buying. She 
succeeds Mrs. Florence, who is now back in the silver- 
ware, her first love. 

* * * 

The new stationery buyer for Crews Beggs of Pueblo, 
Colo., is Ed Schotfeldt. Mr. Schotfeldt has been with 
Crews Beggs for many years as buyer for their bedding 
department. He has taken on the stationery as an 
additional duty. 

+ *” oa 

Mr. Allebaugh, stationery buyer for Daniels and 
Fishers of Denver, Colo., recently returned from his 
regular buying trip and is now vacationing. 

ca * * 

Our sympathy to John Child of The John Child 
Shops of Denver. His mother recently passed away at 
her home in New York. 

* * * 

Harry Rider, owner of Becks of Denver, Colo., has 

just returned from an eastern buying trip. 
* + * 

Tom Maruca, of The May Company of Denver, is 
now in the East doing the buying for his several 
departments. 

a 
BROOKHAVEN DEALER MOVES 

The Office Appliance Company, Brookhaven, Miss., 
has taken new quarters at 107 East Cherokee Street. 
The firm stages a summer promotional campaign in 
its large and varied assortment of office equipment, 
typewriters, filing cabinets, office machines, office fur- 
niture, book cases, duplicators, typewriter supplies, 
carbon papers, globes, atlases, ribbons, school supplies, 
and so forth. It has one of the largest stores in south 
Mississippi.—C.G. 

SUES cite cat A 
HANSFORD ELECTED TO CONTROLLERS GROUP 


H. T. Hansford, general auditor of the International 
Business Machines Corporation, has been elected to 
membership in the Controllers Institute of America. 
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IMPERIAL 
SPIRIT CARBON 


(Also made for Gelatin Process) 


In thousands of offices from coast to coast and 
border to border 


Call it the SPIRIT OF YOUTH (no pun intended) .. . call 
it the new Champion with the supreme confidence to 
slug it out with the old line brands ... call it what you 
will—the fact remains that IMPERIAL Spirit Carbon is 
the sensation of the carbon industry today. 


ADELE MARA 
IN PICTURES 


ADELE MARA, in 
‘Call of the South 
Seas,’’ a Republic 
Picture. 


IMPERIAL attained the top spot with- 
out brass bands or ballyhoo. Dealers 
and Consumers literally beat a path to its door— 
because IMPERIAL throws down more color, is 
cleaner to handle, produces more than 500 
crystal-clear copies and is far and away the best 
hecto VALUE money can buy. 


ACCORDING TO HOYLE—One other factor has 
a dominant part in IMPERIAL’S success. It is pro- 
duced by a big, friendly company with a wonder- 
ful reputation for playing the game according to 
Hoyle. A company that does not push its Dealers 
around once success is attained. A company that 
believes that a corporation does not necessarily have to be minus a soul. If this fits in with your 
business ideals—if you, too, are anxious for unusual Spirit Carbon profits—waite 





GENERAL OFFICE AND FACTORY: 
401-407 MULBERRY ST., NEWARK 2, N. J. 
NEW YORK OFFICE, 7: 321 BROADWAY 
THE KEY MEN OF AMERICA . . . Manufacturers with the dealers’ viewpoint 

DETROIT 18, 37 Linden St., River Rouge, Mich. @ CHICAGO 2, 179 W. Washington St. 
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POWERFUL ADS 


NEARLY ONE-QUARTER 
GLOBE-WERNICKE 





Globe - Wernicke 


VISIBLE RECORD SYSTEMS 
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ARE TELLING 


MILLION PROSPECTS ABOUT 
VISIBLE RECORD SYSTEMS 


Tie in with this promotion—-get your share __ tising. Thousands of prospects in your vicin- 
of the profits. Get your share of the repeat ity are reading the ad that tells them how 
business. Point out the advantages of G/W’s this system makes record-keeping easier 
famous patented cardholders summed upin more efficient. 


the three little words—SNAP! SLIP! SLIDE! The Globe-Wernicke Co., Cincinnati 12, 
Right now is the time tocashinon G/W’s Ohio, “‘Headquarters for Modern Office En- 
hard-hitting, sales-creating national adver- gineering.” 








SNAP... uy... SLIDE... 


It's easy to insert a visible record card Though the cards are held firmly in card- The transfer of cards can be made, 


into the patented G/W cardholder and holders—they're easy to slip out—right either singly or in groups, by sliding from 


as fast as “snap”! or left! one tray to another. 


e 
: Filing Equipment & Systems 
6) 4 - Q r 1) J ‘ : Q Office Furniture 
Bookcases 


VISIBLE RECORD SYSTEMS 


Stationers’ Supplies 
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VAN DYKE 
FLUORESCENT 


















No. 426 
One 24”— “a 
20 Watt tube. ened idee 


Ideal for execu- 
tive desks where 
more light is 
needed. 


Turned Wood Up- 
rights to Match 


Metal Shade... 
Morocco Finish. 





Reflector with baked-on white liquid plastic finish. 
Instantaneous manual type, switch and ballast. 








THE LAMP OF A 1000 USES! . . . Arm is adjustable to 
any height. White Liquid Plastic reflector, baked on 
Morocco finish. A. C. 


Model No. 1280 for 15 watt tube. Extension 15”, height 
24”, reflector 18”, weight I2 Ibs. 


Model No. 1280-A has 24” arm extension, weight 12!/) Ibs. 
Model No. 1281 for 20 watt tube, reflector 24”, weight 
13 Ibs. 

Model No. 1281-A has 24” arm extension, weight 13!/, Ibs 
No. 1280-2 for 2 I5 watt, 18” tubes. Extension 15”. 

No. 1281-2 for 2 20 watt, 24” tubes. Extension 15”. 





AMERICA’S 
FAVORITE 
in 
Portable Fluorescent 











NO ORDER FILLED WITHOUT PRIORITY 








VAN DYKE INDUSTRIES 


21st and Rockwell Sts. Chicago, Illinois 








VIRGINIA NEWS NOTES 





J. F. Howison, Correspondent 





It is interesting to note that F. L. Faulconer, Jr., a 
native of Greensboro, N. C., who has already served 
his country for 15 months as a soldier in the Army 
Air Forces, is married, and has served Remington 
Rand, Inc., well and faithfully for nine years. He is 
still under 31 years of age. Faulconer was recently 
appointed sales manager of the Southern Office Supply 
Company of Bluefield, W. Va., and assumed his new 
duties in that territory, specializing on typewriters 
and adding machines on June 15. 


* * * 


R. T. Boswell, the experienced manager of the 
Roanoke Book & Stationery Company, has been with 
that concern since he was nine years old. He says he 
will be glad “when the sellers’ market comes” after 
the war. He has had no trouble whatever with “help” 
thus far and is doing a flourishing business, even if 
he is disposed to find fault with someone who tells us 
we can get certain staple items in the stationery 
business—when actually we can’t. He also volunteers 
the remark that “this is a mighty good time to buy 
business property.” 

* + * 


J. B. Leath of Richmond, Va., an office specialist of 
26 years experience, is quite active in the line of 
approved and well known office appliances. He should 
have been a preacher. He knows as much about the 
Bible as he does about checkwriting machines. His 
good business continues, and he does all his own 
selling over the Virginia and Richmond territory. 


* * * 


J. B. Ogden of Roanoke, Va. is more of a veteran in 
the business of Dictaphones and Ediphones than is 
generally known. And he is still quite active here 
and all over the state in the line and is considered an 
authority on the subject of dictating machines.. He 
began with Ediphones in 1906. He asserts that 90 per 
cent of the modern dictating machines that he sold 
originally in the commercial world in the past 40 
years are still in use. 


* * * 


The rapid and very successful progress of two young 
Virginians who have gone in as dealers in the type- 
writer and office furniture business in Virginia since 
the war began is now receiving the congratulations 
of all in the line, especially in eastern Virginia. Young 
Bill Thompson (W. H. Thompson of the Newport News 
Office Equipment Company) and his partner, Thomas, 
have put over at Newport News, Va. and completed 


| delivery of almost a hundred thousand chairs and 


other pieces of ship furniture. They have found it 
necessary to open up a new branch office and ware- 
house at Norfolk, Va., called the “T. & T.” Supply 
Company, to take care of their Government orders. 


* * * 


Roanoke, Va. (formerly known as “Big Lick’’), sit- 
uated as the gate city of the western mountainous 
section of Virginia, has now reached the population of 
70,000. But there are only three stationery stores in 
the city, largest of which is Caldwell-Sites Company, 
established in 1895. They carry one of the largest 
stocks of commercial stationery in Virginia. Inci- 
dentally, the writer sold them, as dealers, their first 
Edison Mimeograph. They now willingly admit that 
they have sold over a million dollars worth of Mimeo- 
graphs and supplies in the past 40 years. The con- 
cern is now in the midst of celebrating their fiftieth 
anniversary in the stationery business here. 

* ~ * 
Lewis L. Moseley of Roanoke, Va., for the past nine 


years a very successful representative here of the 
Marchant Calculating Machine, has sold numerous 
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AURORA 
7000 LINE 
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WILL LEAD THE PARADE “424% 


HE production lines that are now speeding And in addition, A-S-E engineers have other 
huge quantities of war equipment on its way, important developments well under way—de- 
will “tomorrow” be utilized in producing the 
sales winning line of A-S-E Office Equipment. 
The 7000 line, long recognized as the out- 


velopments that will win the preference of your 
customers for the complete A-S-E line—devel- 
standing value in filing equipment, will again be opments that will mean bigger sales, faster turn- 
at the head of the parade. over for you tomorrow. 


ALL-STEEL- sees COMPANY, INC. 


608 John Street Aurora, Illinois 
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WOOD CARD CABINETS 


These desirable cabinets are designed for card records 
and other forms. 

Finished in a beautiful shade of olive green. Sturdily 
built of a high grade plywood. Equipped with brass 
plated cardholder, drawer pull and compressor. 











ONE DRAWER UNITS 


No. For Depth Capacity 
83G 3x5 cards 18” 1800 cards 
84G 1x6 cards 18” 1800 cards 
85G 5x8 cards 18” 1800 cards 

TWO DRAWER UNITS 
832G 3x5 cards 18” 3600 cards 
842G 4x6 cards 18” 3600 cards 
852G 5x8 cards 18” 3600 cards 


for 3 x 5 cards 
$775 


for 4 x 6 cards 


$q00 


for 5 x 8 cards 


$1075 











WOOD DESK TRAYS 


Round cornered, seasoned plywood. 1 Tray 
Beautiful appearance. Full felt bot- 
tom protects desks surfaces. Can be 
stacked to any desired height. Fin- 


ished in olive green. 


2 Tier Tray 


\ 


No. C1292 LETTER SIZE 


Additional Set 
$1.00 per set 


$2.00 
$5.00 


“Build Up” Posts 








BLUE PRINT CABINETS 





No. 4028W 
$78.00 Including base. 


Without base deduct $10.00 


A five drawer Blue-Print Cabinet designed for the 
safe keeping of drawings, maps, tracings and blue- 
prints to sizes 24%,” x 39”. Made of seasoned plywood. 
Drawers glide smoothly and easily. Materia! filed will 
be free from curling, creasing or tearing. A hood in 
the rear and a lift compressor in the front of each 
drawer keeps prints in perfect order. Cabinets can 
be bolted into solid batteries. 33%” high including 
base. 


















PORTABLE DESK FILE 


A combination letter file with 
safety personal compartment. 
Offers a means of keeping 
papers private. Can be moved 
from place to place. Both 
upper and lower compart- 
ments are fitted with lock and 
keys. 

Made of high quality pressed 
wood. Olive green finish. 
Brushed brass handles at 
each end. Guide rod operates 
in a depressed groove 
designed for eye- 
letted operation. 


No. 458W 

$29.00 

Height 30” 
Upper compartment Lower compartment 
1234” x 101%” x 24” 1356” «x it” se” 


COLE STEEL EQUIPMENT COMPANY 


349 BROADWAY 
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large orders in an extensive territory of the state. 
He says that computing machines is to be his exclu- 
sive business, and that he will soon give up all his 
other interests and concentrate and specialize on the 
Marchant. 


* * » 


John E. Easter, one of the three stationers of Roan- 
oke, Va., is owner and operator of the Easter Supply 
Company, stationers and office equipment dealers here. 
He has been conducting this stationery business for 
25 years. He is held in high esteem and is active in 
religious circles. 

” * cm 

Many of the readers of OFFICE APPLIANCES will be 

interested to learn that The Baughman Company, 


Richmond, Va., now nearing its eighty-fifth birthday, | 


has emerged from a recent financial reorganization 
as one of the most modern stationery stores and litho- 
graphic plants in the state. The present name of the 
company, which was founded in 1861, was adopted 
during the reorganization and refunding of The 
Baughman Stationery Company in 1939. All obligations 
are being met promptly from current profits, it is re- 
ported, and the firm is carrying on a thriving business 
with an average of 95 operators and employees. W. 
Gordon Binns is vice-president, secretary and treas- 
urer. 
+ * x 

E. G. Shepherd, a veteran of 30 years’ experience 
with National Cash Register, is now an active dealer 
in typewriters, adding machines and cash registers at 
Lynchburg, Va. He proves to be a most interesting 
operator in office machinery and, though lamenting 
the fact that all his family has “gone to war”, sticks 
cheerfully to his mechanical job. 

+ * * 

R. A. Barnes, another long-service member of the 
field, is also a familiar figure in Lynchburg, where 
he’s doing a top-notch job of repairing standard type- 
writers and selling supplies. His record covers 33 years 
with Remington Rand branch offices and seven years 
in the same business for himself. 

* * oe 

W. S. Hundley, formerly of Charlottesville, Va., and 
now with Underwood Elliott Fisher at Lynchburg, 
seems very optimistic about business in Virginia, where 
there are many Underwood typewriters and Sund- 
strand adding machines in use. 

= * a. 

H. B. Baylor, manager of the 40-year-old Beverly 
Book Company at Staunton, Va., reports that their 
business has been surprisingly good. They are now 
expanding somewhat and have opened up a side street 
entrance to their store. 

* * * 

Linwood Tucker, manager of the Richmond Station- 
ery Company, reports that “this has been our best 
year in the commercial stationery business, as we have 
been able to continue to discount all our bills, and 
carry an ample stock of B & P goods at all times.” 

— 0 mee 
NEW NSA ROSTER DISTRIBUTED TO MEMBERS 


A new edition of “Who’s Who in the NSA,” a com- 
plete roster of the National Stationers Association, 
published on June 1, 1944, is now off the presses and 
has been distributed to the membership of the Asso- 
ciation. The new roster, containing 112 pages, is the 
first complete edition to appear since January 1, 1941, 
though supplementary lists have been supplied in the 
interim. 


Listed in the new release are officers of the national | 


association for 1941-42, 1942-43, and 1943-44, regional 
governors for the same years, all past presidents, hon- 
orary members and sustaining members. All members 


of the Association are listed in two ways—alphabeti- | 
cally and geographically—and blank pages are provid- | 


ed for inserting the names of new members and 


changes. 
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= Manyof = 
= Americas Post War = 
= Problemswillbe = 
— Solved on... Ss 











IMPERIAL DESKS 





The Commercial Development 
of Spectacular New Inventions 


Taking up employment slack which inevitably fol- 
lows war is another serious problem that Uncle Sam 
must face. Scientists have already promised us 
startling new inventions . . . in the realm of housing, ; 
lighting, communication, transportation, etc. Noth- 
ing can stop American ingenuity. It is satisfying 
to envision a world of peace in which the millions 
of current war workers are devoting their energies 
to making life happier and more abundant. Of 
course IMPERIAL DESKS will pay an important 


role in the preparation and execution of these plans. 
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KEEPING UP 
WITH 
AMERICAN 
GENIUS 


The great advances made in the development of plastics 
will cause revolutionary changes in the design and manu- 
facture of many of our everyday necessities. There are 
plastic-base paints which adhere to any surface and 
defy all ravages of time and wear. Glues made with 
plastic components have opened unlimited uses for ply- 
wood, and even paper becomes better than metal when 
treated with certain plastic compounds. Special plastics 
have also been developed to not only replace rubber 
but far exceed the best qualities of real rubber. 





Many of these modern scientific miracles are, at pres- 
ent, military secrets. But, most of us know that thé 
plastic platen, the INVINCIBLE 100, is superior to rub- 
ber platens for typewriters and all other office machines. 
The plastic INVINCIBLE 100 wears longer and is un- 
affected by oils and solvents often used in machine 
maintenance. It will not harden regardless of the sur- 
rounding temperature or humidity. Its one standard 
density is suitable for all copy and multi-copy require- 
ments and it gives every machine's ribbon a longer life. 


Sooner or later, plastic platens will be standard equip- 
ment on all machines because customers will demand 
the superior performance that only plastic, and not 


rubber, can give. 


Write today for complete information. 











The new AWMS 
Catalog is the 
only complete 
Catalog of Type- 
writer parts! 





AMERICAN 
WRITING MACHINE STORES 


DIVISION OF REMINGTON RAND INC. 
115 WORTH ST. NEW YORK 13,N.Y. 
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HANSELL TO REPRESENT GLOBE-WERNICKE 

Howard L. Pfau, general sales manager of The 
Globe-Wernicke Co., Cincinnati, Ohio, has announced 
the appointment of LeRoy Hansell as district repre- 
sentative for the company in northern Ohio and 
Michigan, the territory covered by Mr. Pfau prior to 











LEROY HANSELL 


his appointment as general sales manager for the 
company in the spring of 1944. 

As a native and present resident of Canton, Ohio, 
Mr. Hansell is well situated to serve his district. He 
brings to his new post a wealth of experience gained 
through many years both as a dealer and as a factory 
representative. 

ee ee ee 


BOB’S BOOKSHOP REOPENS AT NEW LOCATION 


After having been located at 135 Broadway, Schenec- 
tady, N. Y., for the past ten years, Bob’s Bookstore, 
operated by W. E. R. Moore, reopened on June 10 
in a three-story building at 126-130 Broadway. The 
building, which was purchased by Mr. Moore, has 
been reconditioned and reinforced with structural 
steel, the business in the meantime operating with 
a partial stock at 415 Smith Street. 

The new store at 126 Broadway, is about 25 feet 
wide by 80 feet long and is arranged with a view to 
customer self-service. Bookshelving ten feet high and 
a counter shelf for display extend for about 50 feet 
along one wall. The other wall is fitted with similar 
shelving for stationery and office supplies. Safety-type 
rolling ladders serve all shelving. Fluorescent-illum- 
inated glass cases and counters form an island in the 
center of the store. At the rear a balcony extends 
across the entire building. Space on one side of the 
stairway will be used for portable typewriters, on the 
other for adding and business machines. A side bal- 
cony, railed off, serves as an office, while space under- 
neath is devoted to greeting card display. 

The store is illuminated by hanging fluorescent 
lights over the main oor and by recessed fixtures 
over the balcony. Walls are paneled in Nile green 
wood, trimmed with ivory. All shelving is finished 
in ivory. 

Stock rooms are located in the basement and on 
the second floor, where an office equipment sales room 
will be located after the war. 

——_— o-oo 


HERRING-HALL-MARVIN NAMES NEW OFFICERS 


By action taken at a meeting of the board of direc- 
tors of Herring-Hall-Marvin Safe Company, Hamilton, 
Ohio, late in June, Edward Ball of Jacksonville, Fla., 
was elected president to succeed C. A. Andres, who 
resigned as head of the company, effective June 30. 

At the same time Warren Mosman, for the past 
quarter-century associated with the safe and bank 
vault industry, was named vice-president. Mr. Mos- 
man, who has been with Diebold, Incorporated, for 
the past 22 years, will be located at the company’s 
main office and plant in Hamilton. 
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are precision built by modern 
streamline production methods 
which give uniformity add tensile 
strength and assure long runs. 
Clean, clear, sharp copy is typ- 


ical of all duplicating work done 


RED FEATHER STENCILS 


with Red Feather Blue, White or 
Yellow Stencils. 

Red Feather Products, Ltd., 
supplies a reliable, dependable 
and unlimited source for all Du- 


plicator Supplies. 


A well rounded out campaign of Dealer Cooperation is now 


in full force. Store and Window display material is available 


to dealers who feature Red Feather products. 


SEND FOR DESCRIPTIVE 


August, 1944 


ILLUSTRATED CATALOG 


RED FEATHER PRODUCTS LTD. 


Redwood City 
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DENISON AND RUDNICK JOIN HALE SALES FORCE 

Two new salesmen—Guy Denison and Dave Rudnick 
—have heen added to the expanding force of the Joe 
D. Hale Company, direct factory representatives with 
headquarters at 742 South Hill Street, Los Angeles, 
Calif. 

Mr. Denison, who will represent the Hale organiza- 
tion in the Rocky Mountain states and in the Pacific 
Southwest, was formerly connected with the Zeller- 
bach Paper Company for 14 years as an outside sales- 
man, and subsequently represented the Esterbrook Pen 
Company for 5% years. 

Mr. Rudnick has been connected with the Ellis- 
Klatcher Company in Los Angeles for the past 15 
years, the latter portion of which he served as station- 
ery and toiletry buyer, in addition to handling sales 
and promotion. He will represent Hale in the Pacific 
Northwest. 

The Joe D. Hale Company represents the following 
companies: Speed Products Company, David Kahn, 
Inc., Nascon Sales Corporation, Sainberg & Company, 
Julius Bandes & Company, Fuller Specialty Company 
and E. E. Fairchild Corporation. 

Sane dite coon 


MARINE TYPEWRITER REPAIRMEN ON SAIPAN 

The invasion of Saipan marks the first time the 
Marine Corps has sent typewriter repairmen ashore 
with combat troops. 

Staff Sergeant Stuart S. Morrow, 25, of 12467 Men- 
dota Avenue, Detroit, Mich., and Sergeant Quince D. 
Cole, 22, of Morristown, Tenn., landed to supervise the 
distribution of water to troops on the front, but are 
now busy keeping many typewriters in good condition. 

Morrow put his typewriter knowledge to good use 
during the weeks his ship churned its way to combat 
by overhauling the vessel’s machines. 

“They hadn’t been touched in months,” said the 
sergeant, “and I came in for some special chow and 
laundry privileges by taking the kinks out of them. 
The ship’s crew and officers couldn’t do enough for 
me.” 

a Oe 
CANADIAN STATIONER’S SON HONORED 

Recently mentioned in the King’s Honor List and 
made a member of the O.B.E. (Order of the British 
Empire), was Squadron Leader E. A. Blanchard, son 
of Charles Blanchard, The Blanchard Stationery 
Company, Ltd., Winnipeg, Man. 

The award was made in consideration for work of a 
special nature performed at Lethbridge, Alberta. 





JUST AROUND THE CORNER FROM FOURSCORE 
YEARS.—On June 24, H. W. Smith, president of L. C. 
Smith & Corona Typewriters, Inc., Syracuse, N. Y., cele- 
brated his seventy-ninth birthday at his desk, sur- 
rounded by flowers from other executives of the com- 
pany, and from a number of other business associates 
and friends. Extending congratulations is his nephew, 
Elwyn L. Smith, assistant to the president. 
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When the letters you type 

Give your boss cause to gripe; 

When the writing is blurry 

And the copies are furry; 

When such faults appear too much, 

It’s time to switch to Old Dutch*. 

Then impressions clean and legibly sharp, 
At which no boss can possibly carp, 

Will attend your work and earn you praise, 


If not, indeed, an outright raise 





enjoy world-wide recognition as superior prod- 


ucts —thanks to the nearly half-century of 
quality controls employed in their manufacture. 


ASK YOUR OLD DUTCH 
CUSTOMER ENGINEER 


Waters & Waters Branch 


511 LOCUST STREET, ST. LOUIS 
BURLINGTON, N. J. SAN FRANCISCO, CALIF. 
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Bassick‘s 
“DIAMOND- 
ARROW’... 


largest-selling 
quality office 
chair caster 
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“FULL-FLOATING” (/2> 
rbcttou eee a feature of all Bassick 


“Diamond-Arrow” Casters 
—provides easier swiveling, lower over-all height and 
greater strength. A single raceway of chrome steel balls 
operates on two levels to perform the functions of two 
separate raceways. There’s no hitch, 
no lift, no tug... effortless action 
that reduces wear on floors. 


* * * 


Bassick, world’s largest manufacturer of 
casters, also makes a full line of chair glides, 
furniture rests and cups. 


= MAKING MORE KINDS OF CASTERS 
# . . . MAKING CASTERS DO MORE 


THE BASSICK COMPANY, Bridgeport 2, Connecticut 


CUSHION 
GLIDE 





Division of Stewort-Warner Corp., Chicago, Illinois 
orp. of Canada, Ltd., Belleville, Ontario 


tory: Stewart-Worner-Alemite C 
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NOTES FROM THE MARITIME PROVINCES 


William McNulty, Correspondent 








One of the Halifax, N. S., business firms affected by 
an epidemic of a new form of vandalism is Seaman- 
Cross Company, office appliance dealers and distribu- 
tors. The vandals have been dropping talking machine 
needles into front door locks, making it necessary for 
the owners of the premises to call in the police to 


_ force open the doors and causing delays of several 
| hours. 





* * ~ 


Donald L. Evans of St. John, N. B., who was on the 
staff of the St. John branch of Remington Rand, Ltd., 
office appliance dealers, when he enlisted in the 
Canadian Navy in May, 1943, has been killed in sea 
action. He went overseas in December, 1943. He was 
one of five brothers in the Canadian Army and Navy. 

* - * 

The police chief of Halifax, N. S., has reported to 
the safety committee of the city council that his call 
for tenders to supply the police department with type- 
writers, desks and chairs found absolutely no response, 
although plenty of time had been allowed after pub- 
lication of the request in local dailies. The safety 
committee authorized the police chief to buy the type- 
writers, desks and chairs wherever he found them 
available, and with no price restriction. 

- a7 * 

Parker Allen, of Yarmouth, N. S., is operating two 
different repair shops under the same roof. One is 
for office appliances of all kinds and the other for 


| bicycles. In both shops Mr. Allen has found it difficult 


to cope with the demand for service. In the case of 
the office machines, all types are bought and sold as 
well as reconditioned. 
. ” 7 
J. MacGillivray, St. John, N. B., has joined the staff 
of the St. John branch of Underwood Elliott Fisher, 
Ltd., as service man. 


—— ot 
ALTOONA OFFICE SUPPLY FIRM CHANGES HANDS 
The Altoona Office Supply and Equipment Com- 
pany, Altoona, Pa.,. which has been operated for a 
number of years by Lloyd H. Barnett, was sold on June 
20 to John Tracey, owner of McCartney’s, of the same 
city. The new owner will continue to conduct the 
business under the old name at the same location. 
Mr. Barnett has announced his intention of mov- 
ing to Florida in the near future, where he will es- 
tablish his permanent residence. 





VICTOR’S ARIZONA DISTRIBUTOR HOLDS MEETING 
FOR ALL BRANCHES.—Attending the recent confer- 
ence held at the Clark Hotel, Phoenix, by Peterson, 
Brooke, Steiner and Wist, exclusive Arizona distribu- 
tors for Victor products, were all sales and service per- 
sonnel from the company’s branches at Phoenix, Flag- 
staff, Tucson, Prescott and Yuma. The Victor Adding 
Machine Company was represented by Kurt Vasen, 
western regional manager, and Jack Heimer, Los An- 
geles service manager. The Arizona organization, 
which is planning an extensive post-war sales pro- 
gram, is one of the finest in the West. 
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Kisten America ae 


pu down... we're here to do 

it right this time. 

n that! 

hat we can bank on you. 

Banking all that you can? 

ing all that you can? Are you?....... 
BIf that, America—for now 

e... the all-important time 

end that extra dollar . . . to give 

xtra ounce of energy... to 

ce that extra tool of war. 

Hig, America ... dig deep... it's later than 
hink. Buy War Bonds and Stamps. 

more than ever before! 

ick us up and show the world what a 

hreat team can really do. There's 

a great day coming, America, and when 

we come back we want to be proud of you, too. 








_jond proud of our employee record—100%, sold on 
fat Bonds. 








Here at Speed-O-Print we are producing vital rocket 
and shell fuzes . . . straining every effort to speed the 
Peace . . . improving our skills . . . and increasing our 
knowledge to assure even better Peacetime products 
in the future. 











& 

& 
True yesterday... 

S 


SPEED-O-PRINT PRODUCTS 
ARE BETTER - «= 2 True today’ 





& 
@ There is no calendar—no yesterdays, todays or tomorrows 
“a — in Speed-O-Print's conception of Quality. To us, manufacturing 
e Quality products isa ‘round-the-clock’ and a ‘round-the-year’ routine. 


@ That's why, when a dealer rings up a sale fora Speed-O-Print prod- 
@ uct he knows his customer will be as happy with the product as he 


@ was with its price. 


SPEEDO PRIME ® PORATION 


1 EAST GRAND AVENUE | 
CHICAGO 77, ILLINOIS | 














PENN-MAR-VA NEWS NOTES 

The Penn-Mar-Va outing, for which no details are 
yet available, is scheduled for Thursday, August 31. 
Stan Woodruff, Weis Manufacturing Company, is 
chairman for the event. 

. . ue 

From Pittsburgh, Jed Dugan, Acme Printing and 
Stationery Company, reports: 

George H. Alexander Company had their official 
opening on June 6. The new place is outstanding, has 
more space, better facilities and all that Howard 
Mahla and his helpers could put into it. 

. * * 


And from Washington, W. H. Bullard, Columbia Rib- 


bon & Carbon Manufacturing Company, Inc., sends | 


the following: 

We wish to welcome to our group Karl Castle, who 
recently made a connection with the Walcott-Taylor 
Company. We hope to have Karl in our midst for a 
long time and wish him well in his new connection. 
He’s got a grand boss in Bill Cravens. 

* + * 


From Jerry Savage’s “Manhattan Cocktail”: 


Joe Strauss wants us to know that he is still with | 


the Automatic Pencil Sharpener Company, even 
though he is now Selling for the Mutual Stationers 
Corporation. A lot of folks apparently had the idea 
that Joe had severed connections with Automatic. 

a * * 


Quartus Graves, “Traveler” staff reporter 


Philadelphia, contributes the following: 
Among the several servicemen who have been in 


from 


town late were Nate Kessler, formerly of Shiff Broth- | 


ers, now stationed in Florida; Johnny (Quiz Kid) 


Archer and “Moe” Lafferty, both formerly of Hoskins | 
and now in the Navy, and Ray Williams, Fort Belvoir, | 
who was in for one night of the festivities at the Ben | 


Franklin. 
* + 7 
Word has been received that Irving Schuldenfrei has 
taken over the stationery store formerly owned by 
Ernest Beyer in Atlantic City. The new owner is in 


active service in the Navy and Wallace Haines is run- | 


ning the business until his return. 
* *” *~ 
“Via the Grapevine” provides the following con- 
tributions: 


News comes from Frederick, Md., that the former | 


firm of Storm & Shipley has a new partner in the per- 
son of Walter E. Eiker, previously traffic manager for 
the Ox Fibre Brush Company. Mr. Storm is deceased 


but the firm plans an aggressive continuance of the | 


stationery business. 
. * * 

Norman Stationery Company, Bristol, Pa., has pur- 
chased the business of Tom Hennessey on Chestnut 
Street, Philadelphia. Gift items only will be carried 
in the Chestnut Street store. 


* * - 


The Baltimore Stationers’ Association held its an- 
nual meeting on June 1 at the Emerson Hotel, where a 


goodly number sat down to enjoy chicken a la Mary- | 


land. Tom Stagg, of the Philadelphia Stationers, was 
the principal speaker and talked for an hour on the 
subject, “Steppingstones to Success.” In the election 
of officers, P. J. Ijams was re-elected president of the 
group. After adjournment, most of the members con- 
gregated in the Lounge Room for social activities. 

* * * 


The usual Wednesday 12:30 meetings of the Penn- 


Mar-Va Luncheon Club at the St. James will be dis- | 


continued during the months of July and August. 
Effective September 6, the new meeting place will be 
the Garden Terrace of the Ben Franklin Hotel, where 
a table will be reserved for the “Travelers.” 


(The above items are from the June 23 issue of the | 


“Penn-Mar-Va Traveler.’) 
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Wire -ecious Ireulamen 
WARTIME... 





lr paper fastening devices were 


packaged in jewelry boxes, we doubt 
that even such a gesture would ade- 
quately dramatize their wartime fune- 


tion. 


MODERN WAR, accompanied by 


vast amounts of paper work, imposes 


still greater responsibilities on paper 


fastening devices—in the armed serv- 


ices, government bureaus and war 


industries. With current government 


restrictions reducing permitted con- 


sumption of steel, our diminished out- 
put must be directed to these vital 
war needs. Under the circumstances, 
service can be assured only to orders 
supported by the highest priority 


ratings. 


VAIL 
MANUFACTURING 


COMPANY 


900 East 95th Street Chicago 14, Illinois 
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TO 
ALL 
OUR 
CUSTOMERS 





You have been mighty patient. Over the past 
couple years you have been: subject to prac- 
tically every inconvenience in the book—short 
orders, back orders, irregular deliveries, priority 


regulations and so on, ad infinitum. 


While America surged forward to war orders 
piled up here so fast we thought we never would 
get out from under. But that peak was passed 
and just as we were beginning to think we could 
see ahead, came serious labor shortages. And 


now on top of that, scarcity of lumber. 


So today there are still less and less chairs—and 
we still have to ask your indulgence for which 


we are very grateful. 





& 
HIGH POINT BENDING & CHAIR COMPANY 


SILER CITY, NORTH CAROLINA 
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NEW ENGLAND 
FILING 
EQUIPMENT 
IN WOOD 





FILING CABINETS 
2, 3, 4 and 5 drawers, Letter and Legal We are equipped to make special 
sizes @ with or without lock @ easy equipment of all types in wood 
sliding full drawer suspension @ olive from architects’ drawings and spe- 


green or walnut finish. cifications. 


Cabinet making is our business—before the war—now 
and after the war. All our furniture is made right here 
in our own shops under our own control by cabinet 
makers who have made custom built furniture for 
years and years. We use the same fine cabinet mak- 
ing standards for our present line of filing equipment. 
We have these items ready to ship to you. Write for 
ow catalog. 


NEW ENGLAND WOODWORKING COMPANY 
512 E. 137th STREET . NEW YORK 54, N. Y. 


MULTIPLE DRAWER CABINETS 


Full suspension drawer action. 28°D x52”H. 6, 7, 8 and 10 
drawer units for 9x6, 8x5, 6x4, 5x3 cards respectively. 





BUY MORE AND MORE BONDS 
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RECORD KEEPING EQUIPMENT 
INTERESTS OFFICE MANAGERS 


because 


permits a company 
to use existing cards 
or forms 





Just one of the many features that makes Rol- 
Dex click with business. The demand for Rol- 
Dex is real and growing . . . new uses are con- 
stantly appearing. Rol-Dex has demonstrated 
that it is especially adaptable for cycle billing 
in department stores. Write us for complete 
information. 


Rae, 


& 


- , , 4 r a 
Pi Pll ae 














An outstanding Rol-Dex installation—Each carriage handles in excess | 
of 400 Ibs. 


ROL-DEX COMPANY 


433 SHELBY STREET 
DETROIT 26, MICH. 
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SAN ANTONIO NEWS NOTES 


B. C. Reber, Correspondent 








Miss Terry Conner has joined the staff of Paul An- 
derson Company and has been placed in the section 
devoted to miscellaneous office supplies. 

7 * * 

Maverick-Clarke follows the somewhat unusual 
practice of taking inventory between June 15 and July 
This is done, it is explained, because stock levels 
are lower, and it places the firm in a good position to 
render a real service after the first of the year when 
such supplies have a real demand. 

* * * 

Tom Lang, formerly of Dallas, has been transferred 
to this city as district manager of the accounting 
machine division of Remington Rand. He has been 
with this organization since 1924. 

+ * 7” 

Thomas H. Hanson, for 20 years a southwestern rep- 

resentative for the National Blank Book Company, has 


— 


| severed his connections with ‘this firm and has set 


himself up as a manufacturers’ representative. Among 


_other things, he will represent the Gibbons line of 


leather goods, and will feature the Perfection line of 


| office forms. The latter line is his own. 


Mr. Hanson, whose home is in Tulsa, Okla., will leave 
soon for the Jersey coast where he has a summer 
home, staying there through the summer months and 
returning here in September. 

Tom’s many friends will be pleased to learn that he 
is branching out for himself. A veteran in the field, 
he has hundreds of friends and acquaintances among 
Stationers. He has always been active at conventions, 
doing his part in making these meetings successes. He 
is also a past president of the GOATS. 


* * * 

Frank C. Hall, local branch manager for UEF, has 
been. a member of the Bexar County grand jury. 

* + * 

A local office has been established by the WPB for 
the approval of portable and standard typewriter 
Sales in this area. This office will supervise sales in 
this city and south to the border. It is one of four 
offices in the state, the others being in Dallas, Hous- 
ton and El Paso. P. P. Hindelang is in charge at San 
Antonio. 

* * * 

With the hot summer days at hand, vacations and 
picnics are the major thoughts of employees of sta- 
tionery and business equipment firms.. At Maverick- 
Clarke, Loraine Saxon, manager of the stationery de- 
partment; Mrs. Ruby Teller, manager of the social 
Stationery department; Miss Jean Jones, in charge of 
social stationery printing; and Miss Jeannette Hig- 
gins and Miss Madelyn Galbraith have returned from 
vacations. Mr. Saxon journeyed to Waco, his former 
home, while Mrs. Teller spent her sojourn on the 
Guadalupe River and has some good fish stories. 

At Paul Anderson Company, Mrs. Lessee Cassidy, in 
charge of social stationery, and Claude Walker, sales- 
man, have enjoyed short respites. 

W. F. Werni, in charge of retail sales for The Clegg 
Company, enjoyed a well-earned vacation. 

P. F. Southern, Southern Sales and Service, has 
returned from ten days spent in an enjoyable motor 
trip. 

Old-fashioned picnics with all the trimming, includ- 
ing games, music, dancing, and an abundance of good 
eats, have come in for attention this month. Em- 
ployees of The Clegg Company held their outing in 
Pablo Grove, with C. B. Weimer in charge of the 
arrangements. The Maverick-Clarke Boosters Club 
held their annual picnic at a ranch in the country, 
featuring old-fashioned southern baked ham with all 
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STANDARD OF THE WORLD 
Everything you want in a colored pencil including 


ECONOMY 


6 “MAJORS” lead the Many colored pencils LOOK alike. Many claim the same 

A. W. FABER virtues. But only WINNER Thin Lead Colored Pencil can 

claim the A. W. Faber imprint. To Architects, Surveyors, 

Profit Draftsmen, Clerks, Auditors, Accountants and Executives 

Parade the 183-year-old A. W. Faber name stands for an EXTRA 
ingredient which puts the pencil far out in front. 

. CASTELL Indelible and Colored 
Copying Pencils — 15¢ 

. WINNER Techno-TONE Draw- 
ing Pencil—2 for 25¢ 


. COMMODORE Colored In- 
delible Pencil — 10¢ 


. “THE WINNER” Thin Colored — 
Crayon Pencil — 10¢ 


. COLUMBUS Thick Colored 
Crayon Pencil—10¢ 


. COLUMBUS Quality Black Lead 


“lhe doh NT FABER nc. newark, n. 5. 
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Strong, thin crayon pencil, hexagon in shape, vivid in 
impression, encased in quality cedar wood. Superb for 
checking, sketching, blueprint marking. Sharpens to a 
needlepoint without snapping or crumbling. Available in 
red, blue, green, black, white, brown, carmine, blueprint 
yellow and blueprint orange. Mr. Dealer—get your impor- 
tant consumer accounts to test WINNER Thin Lead Colored 
Pencils. Send for samples today. 











The Truth and Nothing but— 


This shortage of fibre board is the real thing. 
There is nothing fictitious about it. Right now 
fibre board is a vital war material as scarce as 


hen’s teeth. 


We are trying our best to spread our meager 





allotment to cover the basic requirements of all 


our good, loyal dealers. 


So please be patient if we can’t ship you all the 
PRONTOS you order. You can be absolutely 


certain we are doing everything we possibly can. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 














FIBRE BOARD FILES 


PRONTO 
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TRIANGLES + LAYOUT PADS * GUIDES - COMPASSES 


Sy 









TRANSPARENT TRIANGLES 
Professional grade, 
madeof extra e 
seasoned, clear 

ished celluloid. In- 


ner edges 

for finger lift. 

No. 1749 (30°x60°) 
6” to 18” 


$.50 $2.70 
No. 1750 (45°) 
4” to 18” 


Adjustable Post 
Triangle 





8” transparent tri- 
angle, adjustable from 
0 to 90° angle. Secure 


vice: No. 1588 *4,00 















BEST QUALITY LAYOUT PADS | 
Finest treated tracing media. Sheets—50 to a 


“BIG-BOW” PENCIL ped—easily removed without tearing. ; ( 
Oo. y, ‘names Oe BSE Ses VERSES 
—— and DIVIDER No. 173B~P.4.M. 128 8... ce rt 
djustment for circles No. 173C—P.T.M. 18 w 14.....-cicce 4.90 












of 8” diameter to less 
than 3/16’. Rigidly con- 
structed for long, accu- 
rate service, 

No. 9030.2... 4s 

























All Prices Dealer 
subject to Discount 
DRAFTING MATERIALS 





Step up production with 
the complete POST line. 


@ Blue Print Papers @ Drafting 










WRICO LETTERING GUIDES POST BEAM COMPASS 
For less effort and greater speed. In 12” to 58” circles. Complete with 6, 
wide range of heights——vertical capi- 12, and 17 inch bars, pencil part, pen 
tals, vertical numerals or both. Prices part, and coupler in plush-lined case. 









range from $2.00 for %4"’ numerals to Point is micrometer adjustable. ¢ & Cloths Machines 
$3.10 for 14” capitals. No, 9220 6 ck isk a 19.50 
10 Lettering Sets Also Available including Pens € @ Positive Print ®@ Scales—fiat & 
Papers triangular 


Dry Developed 


Moist Developed @ Drawing Boards 


@ Negative Paper @ Drafting Tables 


@ Tracing Papers & @ Pencils—Erasers 


_ © Profile & Cross 
@ Drawing Papers Section Papers 
& Cloths 
}OQOMNMINLNILUNH HALL LHHHHHLLHH niin * enn dl Trac- ere 
Sheets 


@ T-squares 
@ Field Books 
Straight Edges 
@ Level Rods 
Triangles 
@ Range Poles 
@ Curves 
@ Tapes— 


The Grederich Post Company @ Drawing Inks Measuring 


P.O. BOX 803 CHICAGO 90 KEYSTONE 7000 J 
HOMO LL HUUIANUNONLILULILUTEAUTOAUT ATLA a 
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Juma Savor 
a “TAB”- FILE 





TEN valuable features that make this 
file a sure sales producer: 


1. Hard Woods 
2. Positive—Precision—Compressor 
(All Important) 
3. Dove-Tail Drawer Construction—''Cabinet 
Construction" 
4. Smooth Drawer Sides—''No Slivers" 
5. Attractive Plastic Handles and Drawer Pulls 
6. "Hand-Hole" for Carrying 
7. Drawers Designed to Stack 
8. 20 Drawers to Cabinet (25!/,” inside) 
9. Users Have Said "The Strongest We Have 
Seen" 
10. Immediate Shipment 
— ALSO — 


Upright Card Cabinets 
—Double Compart- 
ments—5x3, 6x4 8x5 


AND 


Suspension Uprights— 


Letter and Legal Front and rear views of TAB drawer. 
2,3,4 and 5 Drawer Note opening at back for carrying. 


BUSINESS EFFICIENCY AIDS 


“TIME-SAVER” FILES 


Box 258A Skokie, Illinois 











the trimmings, dancing, and games for the kiddies. 
Mrs. Doris Klokau was in charge of arrangements. 


* * * 


Floyd Jett, who has been a city salesman for Paul 
Anderson Company for some time, has resigned his 
position to enter business for himself, having pur- 
chased an interest in the National Printing and Sta- 
tionery Company. He has been succeeded by Albert 
Lobdell, formerly in charge of floor sales, who in turn 
has been succeeded by Claude Walker, previously 
with the Houston Printing and Stationery Company. 


* * * 


In one of their numerous interesting window dis- 
plays, the Paul Anderson Company recently took a 
large glass bowl, filled it about half full of pencil 
leads, and offered an Eversharp pencil and pen set to 
the person guessing closest to the actual number of 
leads in the jar. Close to 10,000 entries were filed, the 
lowest guess being 470, and the highest, 1,000,300. The 
correct number was 3620. Many guessed 6400, asso- 
ciating this number with the $64 set which was the 
award. 

J. N. Coleman, who has been local service manager 
for the Burroughs Adding Machine Company, was 
recently named Central American service representa- 
tive. C. S. Atack, new division service manager, will 
have his headquarters in Dallas. He succeeds T. E. 
Becker, deceased. 

J. Andrew Smith, J. Andrew Smith Company, whose 
home was destroyed by fire recently, has sold the prop- 
erty and moved to his ranch. 


* * * 


P. D. Williams, who has been assistant division man- 
ager here for Monroe Calculating Machine Company, 
has been transferred to the home office. He was suc- 
ceeded by A. B. Newton. 

* * * 

Grover Cox, service manager for the local branch of 
Royal Typewriter Company, was stabbed recently in a 
fight with a prowler near his home. Confined to the 
hospital for two weeks, he is out again and will be 
back at his station by the time this is published. 

Mrs. Lucille Fritz has been named a saleslady for 
this branch, succeeding Mrs. Amy Williams, who re- 
signed to accept a position as office manager for a 
real estate firm in Lubbock. G. L. Davis is branch 
manager. 


>< 





ec peel 


MARINE REPAIR STAFF AT PACIFIC BASE MAIN- 
TAINS TYPEWRITERS AT TOP EFFICIENCY.—Techni- 
cal Sergeant Rudy L. Steblik, Great Falls, Mont. 
formerly with Underwood Elliott Fisher Company in 
that state, is in charge of the typewriter shop at this 
Marine camp. On the right is Marine Pfc. Ray C. 
Homan, of Denver, Colo., who worked for the American 
Typewriter Exchange in Denver in civilian life. As a 


Marine, he served on Tarawa and New Zealand. 
(Official U. S. Marine Corps Photo) 
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Buy The Best— 


Pay Less! 
lt PAYS 
To Be THRIFTY 


The better kind of typewriter ribbon . . . 
long-lasting and individually SEALED in 


cellophane ... at a per-dozen price that 
. sets a new _ low-cost-high-value record. 
\\ ~~ That’s Cameron’s HALLMARK—used all 
‘ \ over the world by the Army the Navy— 
‘ Be and thousands of business firms. Why 
a . don't you try HALLMARK? It’s our 
1 


“treat.” 
The price will please you immensely— 
a trial will convince you fully. So—don’t 


pass this invitation by! 


RAMI Re 8 DRE Mail This: (TE AE 
Cameron Mfg. Co. 
1615 Bryan St., Dallas 1, Texas 


Gentlemen: 


Buy Bonds 
With What 


You Save! 


Send sample ribbon for 


typewriter 


with prices to 
Firm Name 
Address 


By (Title) 
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EVER SINCE 1942, ALL WEAREVER 
NATIONAL ADVERTISING HAS BEEN 
DEVOTED EXCLUSIVELY TO REMINDING 


AMERICANS TO WRITE TO OUR BOYS. 
DAVID KAHN, Inc., North Bergen; New Jersey + Est. 1896 


America’s Largest Fountain Pen Manufacturer 











WEAREVER 
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LEIGHTON FORBES 


Leighton Forbes, formerly divisional sales manager 
for the Monroe Calculating Machine Company, Inc., 
died in Newark City Hospital on July 15. Death came 
a few hours after a heart attack suffered by Mr. Forbes 
in the Newark office of the Monroe company. He 
was 62 years old. 

The deceased, son of the late Dr. Arthur J. Forbes, 








THE LATE LEIGHTON FORBES 


former president of Stetson College, retired from his 
sales supervisory post with Monroe last March. 

Surviving are his widow, Stella Bailey Forbes; two 
sons, Lt. (j.g.) John F. Forbes and 2nd Lt. Thomas B. 
Forbes; a daughter, Mrs. Donald C. Taggart of Fort 
Monmouth, a grandson and two sisters. 


- i} 
JOEL F. TALBOT 


Joel F. Talbot, a former president of the Dennison 
Manufacturing Company, Framingham, Mass., died at 
the home of his daughter, Mrs. William R. Tucker, 
Evanston, Ill., on Monday, July 3. He was 94 years old. 


Mr. Talbot joined the Dennison organization about 
1870 as a boy in Boston, Mass., where he began as a 
tag cutter. Later, when the Chicago store of the com- 
pany was opened in the middle seventies, he was 
selected as one of the assistants of the branch’s first 
manager, C. E. Benson. Subsequently he was trans- 
ferred to St. Louis as manager of the Dennison branch 
in that city. In 1886, following the death of Mr. Ben- 
son, he returned as manager of the Chicago store. He 
served for three years as the company’s fourth presi- 
dent, resigning in 1909. 

He was also president of the Chicago and Illinois 
Western Railroad for a number of years, and was 
president and treasurer of the Dolese & Shepard Com- 
pany until his retirement in 1929. He was past presi- 
dent of the Chicago Jewelers Association, a vice- 
president of the Central Free Dispensary, and a life 
member of the Colonial War Society of Illinois and of 
the Mayflower Society of Illinois. 


Surviving are two daughters, Mrs. Tucker, with 
whom he resided, and Mrs. William Guylee, both of 
Evanston; a son, Benson A., of Pasadena, Calif., eight 
grandchildren and four great-grandchildren. 


> 2 » 
JACOB ZOERCHER 


Jacob Zoercher, 82, president of the Tell City Chair 
Company, Tell City, Ind., died at his home in that 
city on July 7 following a short illness. He had been 
president of the company since 1920, and held inter- 
ests in most of the other Tell City manufacturing 
plants. 

Born in Cincinnati, 
early age. After completing his education he was suc- 


OFFICE APPLIANCES, August, 1944 














RUBBEROID | CEMENT 
A non inflammale  Lrwesal Mhesive 





mwa 





It's an amazing story, because Kemprene can 
be used in any home or office where rubber 
cement was used before. 


FOR TODAY is scientifically formulated base 
contains no war-critical materials and com- 
plies fully with W. P. B. restriction orders. 


FOR TOMORROW Its safe* secret formula 


provides a NEW adhesive, more modern than 
similar pre-war products, such as pastes, 
glues, and paper cements. 


ae £ 
b> 


Wrinkleproof 





* Non-Inflammable 


9 
he 
rend 





Excess Removable 


FOR YOU Kemprene is available NOW and 
its national popularity means continued turn- 
over for years to come. Available in 4-ounce, 
dispenser bottle (as illustrated), pints, gallons 
and Thinner. 





Dealers write today for complete information, 
price lists, window displays, envelope stuffers 
and salesmen’s catalog sheets, to 


he moved to Tell City at an| KEMPRENE PRODUCTS COMPANY 


WEIGHTMAN BUILDING PHILADELPHIA 2, PENNSYLVANIA 
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TODAY 


WE PRODUCE... 


1. 


METAL SHELL CASES 
FOR THE ARMY 


(Produced in our new plant. No em- 
ployee in the wood plant was trans- 


ferred to the new plant.) 


- 

THE BEST OFFICE 
FURNITURE WE ARE 
ABLE TO PRODUCE 
UNDER PRESENT DAY 
LIMITATIONS. 


AFTER 
VICTORY 


THE MOST EFFICIENT 
OFFICE FURNITURE 
MADE. 





GUNN FURNITURE CO. 


GRAND RAPIDS 2, MICHIGAN 
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cessively connected with the Milwaukee Furniture 
Company, the Saginaw Furniture Company and the 


Tennessee Furniture Company. Active in civic and 
religious affairs, he had served two terms as mayor of 
Tell City and was one of the founders of the local 
Chamber of Commerce. He was also a Mason of long 
standing and was a member of the Shrine at Evans- 
ville, Ind. 

Surviving are two daughters, 
and one great-granddaughter. 
survive.—WBC 

+t  f 


WALTER W. SCANNEL 


Walter W. Scannel, manager of the Richmond offices 
of the tabulating division of Remington Rand, Inc., 
died at his home in Richmond on Sunday, July 9. He 
would have been 57 years old in August. 

A native of Chicago, Mr. Scannel moved to Rich- 
mond about two years ago. He was widely known in 
the Midwest, where he served for many years as 
freight auditor and auditor of station accounts in the 
accounting division of the Chicago, Milwaukee, St. 
Paul and Pacific Railroad Company. During the past 
22 years he had become popularly known as a railroad 
specialist in his work out of the Remington Rand home 
office at Buffalo, N. Y. The deceased was an ardent 
32nd degree Mason. 

Surviving are his widow, Mrs. Ruby Scannel of Chi- 
cago; a brother, Howard D. Scannel, connected with 
tabulating machinery sales in the Remington Rand 
Los Angeles office, and a sister-in-law. 


ee & 
WALTER F. DODSWORTH 


Walter F. Dodsworth, secretary and former president 
of the Samuel Dodsworth Stationery Company, Kansas 
City, Mo., died in Los Angeles, Calif., on May 29. 

He had been connected with the Dodsworth organ- 
ization since the death of his father in 1896, and had 
served as president of the firm from 1921 to 1937, in- 
clusive. He was secretary of the company from 1938 
to the date of his death. In the meantime the busi- 
ness, which was founded in Leavenworth, Kans., in 
1857 by his grandfather, John Dodsworth, was moved 
to Kansas City in 1912. It was incorporated under its 
present name nine years later. 

Surviving are his widow, Frances C. Dodsworth, Los 
Angeles, Calif.; his daughter, Mrs. John Edmondson, 
Los Angeles, Calif.; his sister, Marie Dodsworth, and 
his brother, John Dodsworth, present head of the busi- 
ness, both of Kansas City, Mo. 


i 
EDWIN RALPH SNELGROVE 


Edwin Ralph Snelgrove, assistant secretary of the 
Adkins Printing Company, New Britain, Conn., print- 
ers and stationers, died on the afternoon of July 6 
in the tragic Hartford circus fire. His wife, Olive 
Rogers Snelgrove, perished with him. The couple at- 
tended the circus on that fatal afternoon with their 
only child, Shirley, 13 years old, who suffered severe 
second degree burns, but is reported out of danger. 

Mr. Snelgrove had been employed by the Adkins firm 
for about 20 years, most of his time being spent in 
calling on the trade in the surrounding area, and in 
contacting officials of the state of Connecticut. He 
was unusually popular and will be sadly missed by the 
entire Adkins organization and his host of friends and 


customers. 
+: - + 
MRS. CHRISTINE PAUL 


Mrs. Christine Paul, wife of George Paul, one of the 
executive department heads of Lowman & Hanford 
Company, pioneer Seattle stationery firm, died re- 
cently in that city following a sudden illness. 

A native of the Middle West, she had made her 
home in Seattle since before World War I. She was 
particularly active in forwarding the art and music 


three grandchildren 
Three brothers also 


OFFICE APPLIANCES, August, 1944 

















OFF 




















That most desirable of all staplers 
—SPEED’S Swingline No. 4—is in 
production again and orders can 
be accepted ... It must be under- 
stood, however, that orders carrying 


priority ratings will be filled first. 





AVAILABLE! 


— 
— 


ELD 


= 


Only aSPEEDSTAPLER has the quick- 
loading staple channel that can 
be flicked wide open at a touch, 
making every part completely 
and instantaneously accessible. 


IS THE ORDER OF THE DAY 


SPEED PRODUCTS COMPANY 


N. 


37-18 NORTHERN BOULEVARD 
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Here's A Desk Win 


SOLID SALES PUNCH! 






Here’s a versatile performer—ideal for 
teacher’s desk—perfect for general 
office use. Sturdy, well-built product 
















that will always pack a sales wallop. | 
It’s the desk that will make your store 
popular with school buyers who have 
wondered where to turn for teachers’ f 
desks. | 
s 
e SPECIFICATIONS e ‘ 
Genuine quartered oak tops—1'/," thick, vi 
5-ply full thickness throughout with banded 7 
edges. Legs 134", neatly tapered and shaped U 
equipped with metal glides. Drawers- i 
hardwood sides, dovetailed front and back | , 
with 3-ply bottoms framed-in. Drawer in- 
teriors completely finished. Lock and lock- c 
ing device. e 
FINISH: School Brown and Standard it 
Office Oak and Walnut. W 
No. 3615—42”x30"............. $63.30 List . 
Shipping Weight 115 lbs. 0} 
al 
W 
No. 3615 desk is featured in the 7 


NEW Wells Catalog—have you 
received your copy—if not, 
write for Catalog No. 555 today. No. 3615—42”x30” 











725-33 SOUTH 
LASALLE STREET 


CHICAGO 5, ILL. 
TEL. HAR. 1100 





OFFICE FURNITURE COM PAN Y 
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em 
Make Your Selling Easier... 


get your new 
WELLS CATALOE 

















ni Wells Office Furniture Co. an- CA TALOG No. 5 bp) 


nounces its newest Catalog No. 


° MAY 1 1944 


999. It expresses our confi- 
dence in the future...in our 
ability to serve the needs of 
the trade COMPLETELY and 
PROMPTLY. It likewise re- 
flects an earnest desire to 
broaden our service to thou- 
sands of dealers in North and 
South America and adjacent 
islands who already count 
upon Wells for sales produc- 
ing office furniture and acces- 
sories. The trade will wel- 


una, 
' 
ted 

> a0 
Amy 


come the variety of desk mod- 
els available ...the availabil- 
ity of Tilt and Swivel Chairs 
| with the easy convertible fea- 





ture and the page after page 
of Wells equipment that helps 
an office function efficiently. 


Wells and its dealers form a 
winning team. SELL WELLS 
... SELL WISELY. 





The Wells Catalog No. 555 is NOW in the 
mail. If you haven’t received your copy, 
Write or Wire Today. 





725-33 SOUTH 
LASALLE STREET 


CHICAGO 5, ILL 





OFFICE FURNITURE COMPANY iB TEL HAR 1100 
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Juma Savor 
““SWING-DEX’’ 


Finding is as Oz > 
important as 4 . 
Filing é 
























Swing-Dex 

Used in | a 1 
Desk File 
Drawer = eer N 











Ae 
EZ 
LAA, 
—: 


| 


1 


ANU 





ale 






| 


List, Unit 00 \ 
Complete $5 /N 


(F.0.B. Skokie, II.) 


= 





Hardwood Frame—Placed lengthwise in the front of deep desk 
drawer; top of desk; crosswise in drawer (file department as 
a sorter). 


Personal Alphabetic File—Capacity over 1000 letters. 
Daily Follow-Up—1-31—Combined with alphabetical system. 


Subject File—Special printed labels (also blank labels) take 
care any type subject or "Personal Affairs’ items. 


A Collator—Used to collate papers destined for general or 
permanent files. 


A display on your floor or in your window should result in an 
attractive volume of additional profits. Prompt shipment. 






































[SWING-DEX | 


Business Efficiency Aids 








Swing-Dex as used in or on desk. 


BUSINESS EFFICIENCY AIDS 


Box 258-A Skokie, Illinois 
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movements in the city and was one of the founders 
of the Seattle Civic Opera Association. 

Surviving are her husband; a daughter, Mrs. Fran- 
cis G. Ewing; a grandchild, John Paul Ewing; a 
brother, Andreas Krummeck—all of Seattle—and a 
nephew, Kenneth Krummeck, serving with the US. 
Navy in the South Pacific.—C.M.L. 

+ | - 
EDGAR W. HUNTING 

Edgar W. Hunting, 82, secretary of the Stow-Davis 
Furniture Company, Grand Rapids, Mich., and veteran 
furniture salesman, died suddenly of a heart attack 
Wednesday, June 14. 

Born in Grand Haven, he moved to Grand Rapids 
as a young man and entered the furniture business 
with the Nelson-Matter Furniture Company. He has 
been associated with Stow-Davis for more than 5l 
years. He had been in good health and was active 
in business affairs until his death. 

Mr. Hunting was a member of Grace Episcopal 
Church and had been senior warden there for ap- 
proximately 20 years. He also was a member of the 
Peninsular Club and an early member of the Kent 
Country Club. 

He is survived by three sons, David D. Hunting, 
vice-president of the Metal Office Furniture Com- 
pany; Robert C. Hunting of Memphis, Tenn., and 
Edgar H. Hunting of Pasadena, Calif., also associated 
with the Metal Office Furniture Company, and by 
seven grandchildren. Mrs. Hunting died four years 


ago. 
TT + 


JOHN W. ALF 

John W. Alf., 81, retired superintendent of the wood- 
work department of the Thomas Kelsall Company, 
manufacturers of office equipment, died at his home 
in Cincinnati on June 23. 

He is survived by three sons, George, Henry, and 
Frank Alf; two daughters, Mrs. Marie Stahl and Mrs. 
Anna Newcomb; and a niece, Miss Anna Schulte. 
There are also six grandchildren.—RCE 


+  & 
WILLIAM HENRY FRANK 


William Henry Frank, 61, who operated the William 
Frank Agency, 72 North Third Street, Columbus, Ohio, 
office supplies and repair service, died July 1 in his 
home after a three-day illness. He had lived in Co- 
lumbus since 1919, and was a member of Westgate 
Masonic Lodge. His wife, Jane; a son, Walter, and 
two grandchildren survive.—A.K. 


- 


MRS. J. B. IRVING 


Mrs. J. B. Irving, widow of one of the pioneers in 
loose leaf, passed away July 17 at the old family home 
in Kansas City. In 1904, Mr. Irving with William Pitt 
established the Irving-Pitt Manufacturing Company, 
one of the leaders in the loose leaf field until its sale 
in 1929 to the Wilson Jones Company. Mrs. Irving 
was known to many who were active in the industry 
during the period when Mr. Irving was alive. 

Burial was in Kansas City on July 20. Two nieces 


survive. 
‘+ - 
WALTER RIDGEWAY 


Walter Ridgeway, an employee of The Esterbrook 
Pen Company, Camden, N. J., for 45 years, died Monday 
morning, July 17, at Ocean City, N. J. For the last 
20 years of his Esterbrook connection, Mr. Ridgeway 
was a salesman calling on dealers in Pennsylvania, 
South New Jersey, Maryland, and Delaware. A 32nd 
degree Mason and a member of the Penn-Mar-Va 
Travelers Club, he was known as an ardent angler. 
His generous, kindly disposition earned him an enthus- 
iastic welcome everywhere in his sales territory. 
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the ae ee of relentless 


Powered by the will of a great nation and 
fueled with the dreadful anger of an aroused 
democracy, the wheel now grinds in furious 
haste to overwhelm the hordes of tyranny. It 


is the wheel of American industry. Its indom- 


itable force hurls uncounted thousands of 


planes, tanks, ships and guns to crush the heart 
of the enemy. Relentlessly, it spins within 
war plants, both great and small... but some 
day its whirling rhythm will change to the 


steadier pulse of peace. 
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Then, the R. C. Allen organization will re- 


sume its task of supplying dependable busi- 


ness machines to all parts of the world where 


accuracy 1S the first requirement. 


R.C.Allen Business Machines 


LLeEen CALCULATORS 
678 FRONT AVE. N. W.,GRA RAPIDS 4, MICH 
* 
Makers of World Renowned Business Machines 
10-Key Coalculatcrs * Portable cnd Standard Adding Machines + Book 


keeping Machines * Cosh Registers * Statement Machines + All-Purpose 
Office Machines, Electric or Hand Operated 
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Like Old Times 


The way we must operate our busi- 
ness today because of scarcities 
and shortages reminds us of our 
early years in business. For today 
like then, we have limited quanti- 
ties of both materials and labor, 
and must perforce, make the most 


of both. 


Then, too, in the very beginning 
we started with the idea of ren- 
dering the finest dealer service. 
This central idea has been our 
beacon all through the years. It is 
today. And always will be! 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 


Manufacturers of TRANSFILE FILES 


Trademark 

















BUY MORE 
WAR BOND 
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NEW MERCHANDISING 
IDEAS BY PARKER.— 
Above, new illuminated 
lead cabinet, 20!/, x 15% 
inches. Built of wood, 
finished in aluminum 
bronze and lacquer red, 
it contains 35 lead and 
eraser compartments. 
Left, fluorescent - lighted 
floor display. Requires 
little floor space, yet 
holds ten dozen two- 
ounce Quink, and 75 
four-ounce and 70 three- 
ounce cartons of “51” 
ink. Below, Ginger Rog- 
ers Quink window dis- 
play. The colorful three- 
piece set ties in with 
the nationwide adver- 
tisement to appear late 
in August. Details are 
available from Parker 
Pen Co., Janesville, Wis. 
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COMFORT DISTRIBUTES ATTRACTIVE BROCHURE 

Appropriately termed “Solid Comfort,’ the new 24- 
page booklet recently published by the Comfort Print- 
ing & Stationery Company, 107 North Eighth Street, 
St. Louis 1, Mo., is one of the most outstanding in- 
stitutional advertising efforts to come to the attention 
of the editorial department of OFFICE APPLIANCES in 
recent months. 

Printed in black and two colors—blue and brown— 
the booklet outlines the various services offered by 
the company since its organization in 1900. Among 
these services, in addition to fine printing, Comfort 
specializes in the distribution of outstanding lines of 
leading office supply manufacturers, and maintains 
an entire floor for their display of chairs, desks, files, 
tables, filing systems and many other items of office 
furniture. 

The average period of service for the company’s 
executives, it was pointed out, is 26 years, the average 
business service of the 16-man sales force, 23 years. 
This long-life term of service, it was emphasized, i 
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HE records that control 

production and guaran- 
tee the uninterrupted flow 
of the materials of war 
today will be a most impor- 
tant factor in guiding your post war planning 
and operation tomorrow. With an Acme Visi- 
ble Record System plans can be formulated 
faster and far more effectively because Visible 





stecords instantly supply the facts that 
enable Management to analyze and take 
timely action! 

Industry, Government Departments and 
raany branches of the Armed Services are 
using Acme Time-Saver Record Systems to 
accomplish their record keeping in Jess time, 
with Jess effort. 

Acme Visible Records supply at-a-glance 
information—the up-to-the-minute record 
facts which are so necessary for the coordina- 
tion and control of Men, Materials, Machines 
and Money. 








There is an Acme Visible Records System for 
every record and every business. No matter 
what your record problem may be, Acme can 
help you solve it! Over 25 years as record 
specialists has given Acme the sound and prac- 
tical know how that has proven itself in the 
savings of thousands of dollars and thousands 
of man-hours for Acme users. 





ACME VISIBLE RECORDS, INC. 


122 SOUTH MICHIGAN AVENUE @ CHICAGO, ILLINOIS 


Reprint of our message in national magazines. August, 1944 
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No. 10V 30” x 12” 


 $turdily constructed 

~ general utility basket 
suitable for use in lava- 
tories and wherever 
towels or other waste 
material accumulates 


quickly. 


Colors: Brown and 
Olive Green 















No. C-110V 


16” x 30” 
"418" x 30° 
20" .x-30" 

A large capacity 
re - enforced 
basket for gen- 


eral industrial 


and commercial 


use — built to 
stand rough 


“Also 


* 


mounted 





THE BASKET KNOWN TO A CONTINENT’ 


Distributed by 


BAINBRIDGE, KIMPTON & HAUPT, Inc. 


218 Greenwich Sf. 
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New York 8, N. Y. 





one of the chief reasons why Comfort will continue 
to bend every effort to bring its customers the best in 
printing, office supplies and office furniture. 
*—-? 
U. S. DEPARTMENT OF LABOR ISSUES NEW 
PAMPHLET ON EMPLOYMENT OF WOMEN 

Addressed particularly to employers hiring women 
for production jobs, the new 16-page pamphlet, When 
You Hire Women, recently issued by the Women’s 
Bureau of the United States Department of Labor is 
one that may well provide both management and labor 
with the solutions of several knotty problems arising 
in this period of manpower shortage. 

The booklet is divided into ten sections, each of 
which is illustrated by examples of how some em- 
ployers have met specific problems. Topical heads de- 
veloped in the pamphlet are as follows: 

1. Sell the idea of women workers to present em- 
ployee staff—the foremen and men workers. 

2. Survey jobs to decide which are most Suitable for 
women. 

3. Make adaptations of jobs to fit smaller frames 
and lesser muscular strength of women. 

4. Provide service facilities in the plant to accom- 
modate anticipated number of women 

5. Appoint a woman personnel director to organize 
and head a woman-counselor system. 

6. Select women carefully and for specific jobs. 

7. Develop a program for the induction and train- 
ing of women. 

8. Establish good working conditions. 

9. Supervise women workers intelligently. 

10. Give women equal opportunity with men. 

Copies of the new pamphlet, Special Bulletin No. 14, 
may be obtained for ten cents each from the Super- 
intendent of Public Documents, U. S. Government 
Printing Office, Washington 25, D. C. 





Write nee eee 


AT RECENT MELIND SALES MEETING IN CHICAGO.— 
Dinner and entertainment opened the week-long meet- 
ing of the outside sales force held in late May and 
early June. Field representatives were brought in from 
all branch offices of the Louis Melind Co. Much of the 
discussion centered around the formulation of the com- 
pany’s post-war plans. 
a 


COXHEAD TO ISSUE TRAINING PUBLICATION 


The Ralph C. Coxhead Corporation, 333 Sixth Ave- 
nue, New York, N. Y., manufacturers of the Vari- 
Typer, has announced the forthcoming monthly 
publication of instructional material, operation hints 
and suggestions for improvement of Vari-Typer com- 
position. The new publication, to be produced entirely 
by the Coxhead training division, is not designed as 
sales literature, but has the training of operators as 
its fundamental purpose. 
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*Most recent picture of 
McGillicudy caught by 
the candid camera as 
he flashed from one 
department to another. 


yo VACATION 
FOR McGliLicuDy! 


Not that fellow . 
dog in an aviary, on his job as ace repre- 
sentative of Quality Park. “Listen,” he says, 
“just because the picture is getting brighter, 


THERE'S 


. . he’s busier than a bird 


this is no time to ease up on my job, or any 
job (and that goes for War Bond buying 
too). I’m trying to see that every QP cus- 
tomer gets what he orders if humanly possi- 
ble . . . and see that he gets it with the 
prompt service to which he is accustomed.” 
So, you see, McGillicudy is right on the job 
for Quality Park . . 
no vacation for McGillicudy this year. If 


. and for you. There's 


there’s any envelope information you want 
... drop hima card. He is ready with 100% 
co-operation to see that all dealers get their 
fair share of Quality Park production. 








ENVELOPE COMPANY 


Chicago Office and Warehouse 
564 W. Monroe Street 
Chicago 6, Illinois 


General Office and Factory 
Quality Park 
St. Paul 4, Minnesota 
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QUALITY PARK’S 
QUALITY LINE 
INCLUDES SUCH 
FAMILIAR NAMES AS 
LEATHEROID 
e 
CHAMPION CLASP 
a 
BLUE LINE AIR MAIL 
oe 
TWO COMPARTMENT 
& 
AIR WAY EXPRESS 
2 
BANKER’S FLAP 


Sold through dealers only! 
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No. 162—Oak or Walnut 


Size—60x32 inches 





WHO HAVE PROFITED 


5 
grade will appreciate 


this desk and its com- 


tern No. 600 grade. 


Michigan's post-war line will show the results of a 
war-time effort that will assure our dealers of a 


magnificent line . . . Complete and up to the times. 


MICHIGAN DESh COMPANY 


GRAND RAPIDS, MICHIGAN 














102 





OFFICE APPLIANCES, August, 


1944 








OFF 





44 








Monroe Listing Machine 209-11-092 


MONROE 





Monroe Calculator MA 7-W 


For more than a generation Monroe Calculating Machines have been 
standard equipment in business and industry throughout the world. 
The same excellence of construction and dependability that won this 
universal acceptance are built into Monroe Listing and Monroe Ac- 
counting Machines. Our representative will welcome the opportunity 
of explaining the availability of Monroe equipment under existing con- 
ditions. Ask about our Guaranteed Maintenance Plan to keep your 
Monroes in top operating condition. Call the nearby Monroe Branch, 


or write to Monroe Calculating Machine Company, Inc., Orange, N. J. 


MONROE 


CALCULATING - LISTING - ACCOUNTING MACHINES 
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STAPLE-CHIE 
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AUTOMATIC 
LOAD LEVER 
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PINS 
For Temporary 
Fastening 
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SOLD THROUGH 
SELECT 
AL THORIZED 
DEALERS 


MARKWELL MFG. wx. 


200 HUDSON STREET, NEW YORK 
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BOOSTING SALES AND SERVICE 
DURING THE SUMMER MONTHS 
By EUGENE A. CONKLIN 


Summer’s here, and with it highschoolers are again 
let loose on the premises. Kirtland’s of Syracuse, 
dealers in office appliances, has planned a special 
summer participation program for such small fry. 

A selected group of six highschoolers over 16, but 
with a full year to go before the service calls for 
them, are herded together into a class in typewriter 
repair and office machine repair technique. 

The class meets every night in the week from 7 
through 10 Pp. m. at the store. Every student receives 
thorough instruction in what makes a typewriter, 
calculators and other office machines tick. After four 
weeks of such instruction the students are ready to 
pass muster as apprentices in the general scheme of 
things. 

Class members are then placed on probation and 
sent out to make minor repairs, and major ones, too. 
if at all possible when commercial clients call up and 
request service. If the problem is too acute for the 
embryonic repairman or woman to handle, the ma- 
chine in question is brought to the shop and checked 
by the head of the repair department. 

This enables the trained typewriter mechanic on 
tap at Kirtland’s to stay put in his repair shop or make 
essential calls of major proportions. 

Girls, as well as boys, may enter this repair service, 
working full eight-hour days this summer and after 
school in the fall. They are paid a special summer bonus 
if they report for work each and every day during the 
summer vacation without a single absence or tardy 
mark. This bonus amounts to $20. It’s large enough 
to keep youngsters from falling easy prey to summer 
madness some fine warm summer day. 

* * * 

Rubber stamps are pretty darned important these 
days. Allen of Watertown has some suggestions for 
increasing the sale of these profitable items. 

First of all, arrange a counter display showing the 
first rubber stamps in use years ago. Show stamps 
used by business concerns in the community a decade 
or more ago. Make it a point to personally canvass 
each merchant and business executive at his or her 
office or place of business. 

Lead off the interview by asking them to check up 
and try to round up some acceptable “ancients” in 
the line of rubber stamps so that the display may be 
as complete as possible. Of course an identification 
card will be placed with each and every stamp so 
loaned. Naturally, the average businessman or busi- 
nesswoman, will be happy to oblige. 

Aside from the value of the collection as a traffic- 
getting device, it brings the office dealer into closer 
contact with his clientele and gives him an excuse 
for visiting them on their own stamping grounds. 
With any amount of good fortune, conversations may 
leap from rubber stamps to other office needs. The 
amount of business resulting from the counter display 
and the personal visits connected thereto is little 
short of tremendous. 

* * ea 

Envelopes for flat mailing of business papers in 
assorted shapes and sizes are a profitable part of any 
stationer’s existence. Scrantom’s of Rochester recom- 
mend this promotion in connection with such items: 

In the stationers window or on the counter show 
business papers as they appear after being folded into 
small envelopes. By contrast show the smooth un- 
ruffed appearance of papers mailed flat. Have this 
posterized message on the counter or in the window. 

“Mr. Executive, which would you rather have your 
client receive? Your mailing envelopes may make 
or break your business in the post-war era.” 

7 ” 7” 

A Binghamton, New York, stationer ties in his dis- 

play with the local churches. He runs a weekly win- 
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INSTITUTE COMMENDED 
FOR RESEARCH 


The Institute’s July meeting in 
New York City, at which the first 
post-war models were demon- 
strated to the Members, was 
widely recognized by the news- 
papers, and the trade and _ busi- 
ness magazines. We were unan- 
imously commended for our 
outstanding efforts toward in- 
creasing the efficiency and com- 
fort of office workers through 
functional features, gadgets, and 
improved designs in wood desks 


and chairs. 





PRE-WAR SECRETARIAL 
DESKS TO BE 
PRODUCED 
The Institute has been working 
on the problem for several 
months, and we are now pleased 
to announce that Pedestal Secre- 
tary Desks with the regular pre- 
war mechanisms will soon’ be 
available. In the case of most of 
the desk manufacturers, deliveries 
will not start until early in Oc- 


tober and shipments will be on a 





limited scale until these fixtures 
can be accumulated, thereby per- 
mitting production of these desks 
to be adjusted to this item. How- 
ever, as production gains head- 
way, the supply should be suffi- 


cient to meet all demands. 





MATERIALS SUPPLY 

FLUCTUATES 
The availability of materials 
varies almost daily. A material 
which was critical only a short 
time ago, may now be reasonably 
plentiful, and vice versa. A few 
months ago, all of the black wal- 
nut was being cut into gunstocks 
-the restrictions were removed 
and we are now permitted to 
receive this lumber. Likewise, we 
were not able to purchase the 
higher grades of most of the 
hardwoods species, but an Order 
published late in July now re- 
stricts only the best grades of 
White Oak. 


We have not been so fortunate 
with other materials. Corrugated 


cartons and certain other neces- 








sary materials are becoming in- 
creasingly more critical. Others 
will undoubtedly be added to the 


critical list from time to time. 


Your office furniture manufactur- 
ers are just as anxious to ship 
your unfilled orders as you are to 
receive these desks and chairs. 
We think the manufacturers de- 
serve credit for continuing to sup- 
ply you with wood office furniture 
which compares favorably with 
pre-war quality, in spite of con- 
siderable increases in the prices 
paid for inferior materials and 
labor. You, in turn, have earned 
our appreciation through your un- 
usual patience and co-operation. 
Until the War is over and mate- 
rials are more plentiful, we must 
continue to ask you to supply 
Preference Ratings and End-Use. 
It is your insurance for expedit- 


ing shipments. 


YS 











OFFICE FURNITURE INSTITUTE 





American Security Building 








WASHINGTON 5, D. C. 
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Promises are easy to make, 


but — 


Sales are something else! 


Standard sales arguments used in attempting to persuade 
you to switch brands are bigger profits, casy sales, 
greater volume. Glittering promises are easy to make 
But follow-through sales — is a horse of a different 


color! 


Your own knowledge and experience leads you to ex- 
amine superiority claims carefully. Your judgment is 


7 


correctly based on results 77 your own territory. 


This insistence on proof of performance has made 
Allied’s Rocket Carbon Paper a fast growing dealer 
favorite. In terms of ew business, repeat business, and 


profits, Rocket Carbon builds sales for today and the 


future. 

Backed by 37 years of skill and experience in the 
manufacture of quality carbon paper, Rocket is as 
modern as tomorrow. The economy of long wear, the 
satisfaction of perfect copies, are constantly increasing 
Rocket’s popularity with every buyer and user: 


ALLIED CARBON AND RIBBON MANUFACTURING CORPORATION 


165 DUANE STREET 














A BUuSINEss BUILDER For You 


You can enjoy the benefits of this same acceptance in 
your market. Your customers — both old and new 

will like the many extras built into Rocket Carbon Paper 
including Allied’s exclusive Non-Curl and Full Tab 


features. It’s a natural for your number one carbon. 


ALLIED’S LINE Is Your LINE 


Allied manufactures a complete line of top quality, full 
profit, carbon paper and ribbens in every price range. 
Included are the famous Echo, Skipper, Comet, Pace- 
maker, Scottie and Penciluxe Brands. Each is the leader 
in its field, featuring exact manufacturing standards. 
Write today for full details. Let us tell you about 
Allied’s personalized service policy geared to your 
business, designed to help you increase your carbon 
and ribbon volume. 


NEW YORK 13, N. Y. 
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as trees go, but there came a war, SWE _ ) and a shortage of steel... 
7 
with none available for files we looked at the tree, and thought of the 








... the tree saw things our way, and served proudly as a war-time substitute for 
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steel...now we are burning the xe = midnight oil, planning newer 


| y and better metal furniture for the future; = Ea —we sa- 
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lute the tree that grew in Avenel...for when we’ve won Freedom there will be 








ECURITY STEEL EQUIPMENT CORP. 
AVENEL, NEW JERSEY 
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ROTARY FILES 
INCREASE PROFITS 

FOR YOU Cardineer has simplified and speeded up record keeping for 
hundreds upon hundreds of industrial firms, banks, stores, 
and offices of all types. A slight pull on the hand ring brings 
any record instantly to hand—saves time—saves space—cuts 
costs. Cardineer is offered in four models, housing from 1,500 
to 15,000 cards. And you can promise immediate deliveries. 
Increase your profits by selling Cardineer and the other 
Diebold products—America’s outstanding line, meeting every 


need for systems and protection equipment. 


DIEBOLD, INCORPORATED, CANTON 2, OHIO 






















FLEX-SITE 
Visible Books 





More valuable features 
—— more advantages — 
than any other binder 





V-28 
Posting Tray 









PRODUCTS 


Cardineer — Rotary Visible File 
Tro-Dex — Vertical Visible Tray 
V-28 — Posting Tray 
Fibre Stak — Storage Files 

*Safes 

*Vault Doors 
**Receding Door Safes 
**Eiectric Rekordesk Files 
**One Hour Insulated Files 
**insulated Utility Chests 
**Money Chests 
**Steel Storage Files 
**ReveldexeRotaryReferenceFile 






















Larger capacity — 
easier operation — for 
faster machine posting. 






























TRA-DEX 
Vertical Visible Tray 


FIBRE-STAK 
Storage Files 








**Reference Panels 
**Holdup Equipment 
***Flex-Site — Visible Binders 
***Transfer Binders 










items not marked ore not restricted 
* Available — restricted 

**Not being built during emergency 

***Certification only required 














Three-way visible 
morgins provide faster 
reference — faster posting 


Available now 
in letter, legal, check, 
invoice and other sizes 
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dow, listing time, place and subject of sermons to be 
offered in the various churches of the community— 
all sects fairly and unequivocally represented. Theme 
of the display is “Church may help you—It can’t 
hurt you.” Churches, incidentally, use office supplies 
and it does no harm to cement personal contacts with 
the ministers or priests concerned. 

This stationer does a complete Mimeographing 
service exclusively for churches and designs and 
creates unusual weekly programs, making an entirely 
different job for each church concerned. The volume 
is very satisfactory when you can represent not one, 
but a dozen churches, at one and the same time. 

~ * % 

Time service is offered by Stillwell of Syracuse, N. Y. 
In case of an emergency any business office or execu- 
tive may get the correct time by calling Stillwell. 
Postcards sent to all customers notifying them of this 
service ask them “not to call once every day for a time- 
check,” but to call thrice weekly to check their clocks 
with Stillwell’s Master “Big Ben” timepiece. Stillwell 
believes that when executives or merchants call up to 
check their office or store timepieces, they may re- 
member to place an order for, or ask specific informa- 
tion about, cetrain lines of merchandise. 

Oo 
NEW C.E.D. TAX RESEARCH STUDY OFF PRESS 

Stability in the post-war period, based on higher 
production, more jobs and needed changes in the 
nation’s tax program is the central theme of a recent 
book, “Production, Jobs and Taxes,” written by Dr. 
Harold M. Groves, professor of economics at the Uni- 
versity of Wisconsin and widely recognized as one of 
the country’s foremost authorities on tax problems. 
The book, prepared under the sponsorship of the Com- 
mittee for Economic Development, is the first in an 
extensive series to provide factual information in the 
struggle against mass unemployment. 

Perhaps its most important single function lies in 
showing the role Federal taxation can play in bring- 
ing about increased production, and its accompanying 
high level of employment. Twelve major issues in 
corporation.and individual taxation are discussed, and 
definite proposals advanced for making such taxes a 
contributory factor, rather than a deterrent, of maxi- 
mum employment. Proposed tax policies and tax meas- 
ures are considered in relation to the various seg- 
ments of population, as well as by their effects on 
production levels. Both advantages and disadvantages 
are discussed, and the integration of each into a 
workable tax program is shown. 

The book is not designed to benefit the business 
man exclusively, but is one which every progressive 
citizen seeking taxation information would profit by 
reading. 

“Production, Jobs and Taxes” is published by Mc- 
Graw-Hill Book Company, Inc., 330 West 42nd Street, 
New York City. The retail price is $1.25. 

-_—o-—- 
NEW ORGANIZATION TO HELP DEALERS 
BALANCE INVENTORIES 


Through the initiative of Al Eisemann, governor of 
NSA District No. 9, No-Over-Stocks, Unincorporated, 
has been organized “to level out dealer stocks of sur- 
plus or war-grade merchandise, and to help obtain 
hard-to-get, needed merchandise,” and to balance 
inventories. 

Under the plan set-up, membership is limited to 
bona-fide stationery and office equipment dealers in 
Louisiana, Mississippi, Oklahoma and Texas. Member- 
ship includes, but is not limited to, members of the 
NSA Ninth District, and any trade manufacturer or 
his field representative may join. 

Membership fee is five dollars per year, and entitles 
subscribers to list any item or group of any one item 
of a value of $5.00 or more, and to receive a monthly 
bulletin listing all such offered items. 

Only expenses are for one paid secretary, and mis- 
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Vy Destgued for Stationery “/rade 
Sy Customer Suggestion - - 


GENUINE STEEL-DIE ENGRAVED 


Currency 
Gift Envelopes 


SIXTEEN HOLIDAY and GENERAL DESIGNS 





With gift merchandise becoming increasingly harder to 
get, gifts of Currency for every occasion are now a fast- 
growing favorite. For those who wish to enclose gifts of 
currency in an appropriate container, the Justrite Line of 
Currency Gift Envelopes has been designed. 


Genuine Steel-Die Engraved in two colors, they are spar- 
kling, attractive and have real customer appeal. Avail- 
able in 12 Holiday designs for the Christmas season, and 
in 4 General designs for Weddings, Birthdays, etc. The 
Currency envelope has cut-out window as illustrated 
above for the enclosed bill to show through. Set includes 
engraved Currency envelope and plain outside envelope 
with gummed flap for presentation. 


Justrite Currency Gift Envelopes offer a splendid over- 
the-counter sales item—a necessity in your Greeting 
Card Line. They are priced to Retail for from 5¢ to 10c 
per set. Available for immediate delivery—write for 
samples and prices today. 


Packed and Assorted as Follows: 


100 SETS PER BOX 
No. C-100—10 each of 6 Holiday designs and 10 each 
of “‘Wedding Congratulations, Best Wishes, Happy 
Birthday and Congratulations. 
No. C-101—10 each of 10 Holiday designs. 


500 SETS PER BOX 
No. C-500—50 each of 6 Holiday designs and 50 each 
of “‘Wedding Congratulations, Best Wishes, Happy 
Birthday and Congratulations. 
No. C-501—50 each of 10 Holiday designs. 


Ve Hestrits Line 


Norther States 


ENVELOPE COMPANY 


Chicago Saint Paul 
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AVAILABLE NOW 


4 Drawer letter size 
4 Drawer legal size 
with key locks 
L-13-a regulations require that all orders except 
for Army, Navy, Maritime Commission and War 
Shipping Administration must be approved by 
War Production Board. 


Application for approval should be filed with 
your nearest W.P.B. office on form W.P.B. 1319. 
These approved forms must accompany your 
order. 


NOTE: Our company also still has on hand a few 
sizes of fireproof safes which can be shipped 
immediately under conditions indicated above. 


MEILINK STEEL SAFE CO. 


CHICAGO TOLEDO, OHIO NEW YORK 
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cellaneous expenses for mailing, duplication costs, and 
so forth. 

The organization will operate under a few rules 
which include: 

1. All offerings and sales to be between seller and 
buyer. No-Over-Stocks, Uninc., will not arbitrate any 
deals. 

2. Legitimate needs and/or saleable stocks only to 
be listed. 

3. No listings of lower value than $5.00 for one item 
or.a total quantity of one item. 

4. Correct stock numbers and description must be 
given. 

5. Prices must be “same or under” current net 
prices, FOB offerer’s city. 

Surplus funds, if any, will be used to further mem- 
bership interests in co-operative advertising, mer- 
chandising promotions and other dealer helps. 

D. Hovel, who has been named secretary, will ac- 
cumulate listings of offerings and wanted items, issue 
a monthly bulletin listing same, perform all steno- 
graphic and mailing duties, keep membership records, 
and a record of dues received and expenditures made. 

The address of No-Over-Stocks, Uninc., is P. O. Box 
228, San Antonio 6, Texas. 

While it is too early to give a definite report on the 
benefits of this organization, it may be stated that a 
keen interest is being shown by both stationers and 
allied tradesmen, and some real service will be ren- 


dered through this organization.—B.C.R. 
———~q7—>2o—_ 


ARKANSAS NEWS NOTES 





Allen D. Rebo, Correspondent 





D. L. Jones, known to friends in the trade as “Dag- 
wood,” for many years salesman for the Roach Paper 
Company, Little Rock, has resigned to join the Demo- 
crat Printing & Lithographing Company, Little Rock, 
as sales analyst. 

o* * mK 

Ben R. Hamilton, sales manager for the Democrat 
Printing & Lithographing Company, Little Rock, has 
been elected president of the city’s Sales Manager 
Club. 

* * * 

Elbert L. Fausett, president of the Fausett Print- 
ing Company, North Little Rock, is running for re- 
election as Pulaski County representative in the Ar- 
kansas state legislature. 

* oa * 

Clyde A. Paulk, formerly of the Conway. Printing 
Company, has been promoted from corporal to first 
sergeant, skipping the intermediate grades. He is 
stationed at Camp Ord, Calif. 

* * * 

Cpl. Homer Jones, formerly with the Conway Print- 
ing Company, now is fighting with the U. S. Marines 
in the South Pacific theater. His wife, Mrs. Faye San- 
ders Jones, has announced her candidacy for treasurer 
of Faulkner County. 

cs * * 

W. G. Daniel and F. T. Murphy, junior customer en- 
gineers in the Little Rock office of International Busi- 
ness Machines Company, recently spent a month at- 
tending the company’s school at Endicott, N. Y. Mr. 
Daniel has been transferred to the company’s Atlanta 
office to assume similar duties. 

* * * 

Theo. Pattee, of the Pattee Printing Company, Little 
Rock, has been named chairman of the entertainment 
committee of the city’s Lions Club. 

* * * 

Alfred H. Craig, Scott, until recently president of the 
Quapaw Printing Company, Little Rock, has been 
named chairman of the board of control of the State 
Blind School by Governor Adkins. 
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For decades, Los Angeles’ “‘first families’’ have shopped at “‘J. W. 
Robinson’s.’’ Robinson refinement and completeness attract discriminat- 


Ing buyers. 


In harmony with this great department store's pleasant yet business- 
like atmosphere is the ofhce (illustrated) of its vice-president, Mr. S. K. 
Widdess . . . an installation made by the Pacific Desk Company of 


Los Angeles. 


Note how the Leopold equipment they installed reflects a combina- 
tion of unobtrusive beauty, utility, convenience and distinguished 
craftsmanship _ . . the combination for which Leopold-designed desks 


and ofhce furniture have been known since 1876. 


THE LEOPOLD COMPANY - Burlington, lowa 
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As “Y and E” pioneered in the de- 
signing and manufacture of Filing 
Cabinets just so they pioneered the 
efficieney, durability and attractive 
appearance of office desks. 


IBB9—*yY and E” built one of the 
first steel desks ever made. Note from 
the illustration how closely it fol- 
lowed the pigeonhole roll top type 
of that time. 


19 12—<y and E” built their first 
wood desk (the “Y and E” Efficiency 
Desk), a result of years of study as 
to just what a busy executive needed. 
It was based on a new concept—that 
a modern desk was a combination of 
efficient files, of materials of help to 
a busy executive and a convenient 
office work bench. 

The perfection of this desk proved 
to be one of the greatest progressive 
steps ever made in the office equip- 
ment field. It led to the elimination of 
the roll top pigeonhole type of desk 
with the hard-to-use drawers. 


HISTORY WILL REP 


1924_—The wide spread success of 
the “Y and E” wood efficiency desk 
led to its fabrication in steel. 

This early “Y and E” Efficiency Steel 
Desk had many advantages over the 
wood. It was fire resisting . . . less 
hazardous to clothing and person... 
unaffected by climate easier to 
keep clean. 

1930 —(“Y and E” Fiftieth Year) 
saw the further development of the 
eight leg steel desk. 


1932—“y and E” Empire Steel 
Efficiency Desk further improving 
and enlarging the line. All corners of 
top and outside corners of legs were 
rounded to give better appearance 
and greater comfort. 


1938 —Saw the revival of an old 
“Y and E” feature—The “Suspen- 
sion” Steel Desk. As early as 1912 
“Y and E” put on the market a four 
leg wood Efficiency Desk which met 
instant approval. 

The “Suspension” Steel Desk gave 
the executive such advantages as all 
corners rounded . .. no inner legs... 
“all clear beneath” . wider knee 
space... and interchangeable drawers. 


Ales | 





1940—“yY and E” Style Master 
Steel Desks. (Illustrated above). The 
scientific neutral-tone gray finish that 
reduced light absorption 30%, was 
an exclusive “Y and E” development 
now widely imitated. It was the first 
advance in finishes since olive green 
... A line that was truly in keeping 
with the trend of the times. 


1941 —December the 7th “Y and 
E” plant executives and employees 
went all out for War Production, and 
are still working to capacity to help 
bring the war to a close and our boys 
and girls home. 


1994(?)—HISTORY WILL RE. 
PEAT. All through “Y and E” sixty- 
four years of service to our distribu- 
tor we have always gone forward en- 
larging and improving year by year. 
The war has taught us all many les- 
sons, among them cooperation and 
determination. These lessons should 
make it easier and quicker to repeat 
and even improve on our long history 
of service and building of quality 
merchandise for those who have 
learned long ago to Value the “Y 
and E” Franchise. 





FOREMOST FOR MORE THAN SIXTY YEARS 








Ge., YAWMAN 4»? FRBE MFG.©. 


1015 JAY STREET * ROCHESTER 3, N. Y. 
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For today’s Fast Pace | use 
STYLEWRITER RIBBONS 
and MIDNIGHT CARBONS 


TYLEWRITER'S extra length means 
fewer ribbon changes—a saving of 


time for the busy secretary. 

And Stylewriter’s fine weave means 
sharper impressions, easier-to-read 
carbon copies—a saving of time for the 
busy executive. 





The time-thrifty companion to Style- 
writer Ribbon is Midnight Carbon. 
Famous for making clean, sharp 
copies, Midnight Carbon is surpris- 
ingly easy to handle—never curls or 
wrinkles. It’s durable, too—it wears 
and wears and wears! 


THE CARTER’S INK COMPANY 


Boston, Massachusetts 


Carbon and Ribbon Specialists 


OFFICE APPLIANCES, August, 1944 














WOOD FILES 


Victor Cabinet Visible 


This exclusive franchise line builds prestige for your company, 
promotes contacts with top executives who can help you to land 
the big orders. In itself, Victor Cabinet Visible produces good 
volume at full profit, is interesting to sell, leads in today’s trend 
to better control through modern methods. Some territories need 
new or additional coverage—write us about your company if you 
are interested in the profitable Victor Cabinet Visible Franchise. 


For fast sales and attractive profits— 


Every Day, Every Month... Sell the Victor Line 
Sold only through dealers. 


FILING SUPPLIES 


—— 















yO | 




















—- es we. 
CTO THE VICTOR SAFE & EQUIPMENT CO., INC. 
, NORTH TONAWANDA, NEW YORK 
SORTERS j *War casualty — will be supplied when steel is again available 





“> MAK-UR-OWN | 
INDEXING PRODUCTS) 





# TREASURE CHESTS sINSULATED FILES | TUBE PANELS | 
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NOMDA WAR CONFERENCE MORE BRIDES—MORE BABIES 


(Continued from page 32) 


headed by a Director, with appropriate assistants. The Surplus Property 
Division is planned to consist of a number of commodity sales groups, 
with a top-flight man in charge. 


Regional sales managers will be located in the regional offices 

An important function will be performed by a Research, Planning and 
Reports Section. 

Before making any major decision, conferences will be held with 
businessmen of high standing in their respective fields of enterprise 
This will be a cardinal rule, for it is recognized that no better advice 
and counsel can be found than in the actual business tield of any par- 
ticular commodity. os 

It is a matter of policy to avoid, to the greatest extent possible, f r 
sales to so-called ‘‘speculators’’ who have only selfish interests, or who 
will seek to exploit surpluses for their personal gain only. This is not 
an easy ideal to reach. The thought given to this matter thus far indi- 
cates that the avoidance of sales to “‘speculators’’ can be accomplished 
(1) by not using the so-called ‘‘auction’’ method of sale wherein goods 
are “‘knocked down” to high vocal bidders in groups; (2) by the dis- 
posal agency through co-operation with experienced businessmen, ac- 
quiring good knowledge of merchandise values, and checking offers made 
for the property against such values; (3) by offering goods in homogene- 
ous lots, and not indiscriminate assortments of odds and ends; and (4) 
by advertising the property to be disposed of, widely and well. 

It is a policy to effect orderliness in disposal and to avoid ‘‘dumping”’ 
of goods on the market. 

Another policy is to act as quickly as possible after studying all 
pertinent factors. This is of particular importance now and in the im- 
mediate future, when there is an actual shortage, and no surplus of 
property with respect to civilian requirements. 

It is the intention of the Procurement Division, as a matter of policy, 
to give full publicity to all decisions and operations. it is recognized 
that mistakes will be made. This will be inevitable in a program of such 
scope and magnitude. Profit can result from mistakes only when they are 
not kept under cover. New and better thinking and improved opera- 
tions are the products of goldtish-bowl type of operations. 

Finally, as a matter ot fundamental policy, it is intended to use 
regular, normal trade channels as the outlets for the property. 















Declarations Originate in Owning Agency 


Now as to methods of operations. Owning agencies, of course, are 
responsible for determining that property which is surplus to their needs. 
When this determination is made, an owning agency will list the prop- 
erty by appropriate commodities or in specitic categories, and ‘‘declare”’ 
> 00 gro surplus to - pg The enraged _ a > ~ Amfile Bride Book—A beautiful book in ivory colored Dura- 
disposal agency responsible for the particular type of propert eclared. ; ‘ Sam. | Fa “ghar e. ! : . 

ge Diy om pe agg neal Division. dager ry aa ae leather, plastic ring binding. Two acetate protected, facing 
the nearest regional office, or the regional office serving the geographical frames followed by 4 data pages for names of bridal party, 
area in which the property may be located. Copies of the declarations guests, gifts, etc., and plenty of blank white pages for clip- 


will also go to the central office in Washington. smora 5 = E : 
When quantities are large, or of high value, or when the property pings and honeymoon prints. 

presents some special or new problems, the administration to the dis- ree eee ; i >: 

position will be controlled centrally. The physical work of handling the Nationally Advertised Prices 

xroperty, and the physical process of selling and other forms of disposal - i ee “ as ‘ei 

Or hee’ ey P s Size 5 x 7” $2.50 Size 8 x 10” $3.75 


will be done in the regional offices on instructions of the central office. 

Federal agencies other than the owning agency are canvassed to de- 
termine any Federal need for the property, to avoid to the greatest extent 
possible governmental buying and selling of the same thing at the 
same time. 

When appropriate, non-Federal tax-supported bodies are canvassed as 
to the need for the property in order that their needs may be adjudicated 
when the final method of disposal is decided upon. 

Simultaneously or concurrently with these preliminary steps, confer- 
ences are held with the various divisions and branches of the War 
Production Board, Office of Price Administration, Ofhce of Defense 
Transportation and other such agencies as the Rubber Director’s Office, 
War Petroleum Administration, the Food and Drug Administration, 
and so on. 

Procurement Division experience has included the peacetime disposal 
of normal operating surpluses of the Executive Branch, the disposal of 
the remaining property of the several relief agencies which were ter- 
minated about at the time of the start of the present war, and the dis- 
posal of a minimum amount of war surpluses developing most recently 
and prior to the establishment of the Surplus War Property Adminis- 
tration, Par my TY 











Disposal Procedures Improved 


To conform with current conditions, we are working on improvements 
of past procedures, as well as new procedures that will result in the 
following : 

Better descriptions of merchandise must be provided in all information 
as to goods available. Nomenclature must be in regular trade terms, 
and condition classifications must be understandable universally to the 
trade, so that to the fullest extent possible prospective purchasers can 
know what is being offered without the necessity of visual inspection of 
each item or lots of items. The description and condition classifications 





> must have integrity, and involve warranty by the disposal agency that . a, 7 vai wt ie ‘ hor faa ‘ 
the goods delivered will be as described. When errors in quantity or Amfile Baby Book A real gift for any new mother. Attrac- 
quality of the merchandise inadvertently develop at time of delivery after tively bound in ivory colored Duraleather with plastic rings. 
purchase, appropriate adjustments in kind or price differentials must ['wo acetate protected, facing frames followed by 4 data 
- be permitted. pages (printed in pink or blue) for birth information, also 
Samples of property must be available to prospective purchasers, and blank white pages for snapshots and cli “Sqees 
such samples must be representative to the bulk goods. wank white pages for snapshots and Clippings. 
sal Property must be offered for sale in lot sizes corresponding with Neathanelie Ade + Toe 
normal trade customs. The goods in each lot must be homogeneous. Nationally Advertised Prices 
Advertising practices must be improved, and the copy must be ade- Cian Ky 7" GOFF +s ” eQ"7- 
quate without gilding the lily. Mailing lists must be as complete as wize o xX | $2.50 Size 8 x 10" $3.75 
‘ ‘li j "a ain 
up-to-date information can make possible. It is planned to utilize trade PROMPT SHIPMENT. Order Today 
papers in every applicable case. , 
A credit system must be developed in which buyers in good financial Write for new Catalog showing complete Amfile Line 
. position may purchase through the submission of a formal requisition 


without the necessity of depositing cash in full value of property to be 


acquired, before the property is delivered. ‘ . 3 

Facilities for the packing and shipping of surplus property must be } AMBEI RG ILE i INDEX COMPANY — 
developed. Surplus property is frequently turned over to the disposal tae ; 

agency, in bulk with no packaging at all. At other times the goods ——— 

are packaged in lots not consistent with normal trade customs. Ship- 
ping of purchased merchandise must be timely, and not delayed to the 
point where the purchaser’s prospective market may cease to exist prior 
to delivery to his place of business. 





Filing Specialists Since 1868 
1608 DUANE BLVD., KANKAKEE, ILL. 


“W. 
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do- MFG. CORP. 


270 Lafayette St., 
New York12 
Factory: Coraopolis, Pa. 


529 South Franklin St., 
Chicago7 
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BENE & CO. OPENS THIRD PROVIDENCE STORE 

Another store, the third unit of Bene & Company, 
Providence, R. I., office outfitters, stationers and 
printers, was opened at 60 Pine Street in the Rhode 
Island capital on August 1. Other stores are located 
at 140 Pine Street and at 43 Page Street. 

The concern was started by Benjamin Agronick in 
1927 in a small room, gradually expanding to the pres- 
ent three-store organization. Among manufacturers 
represented are Stow-Davis Furniture Company, Indi- 
ana Desk Company, Jasper Office Furniture Company, 
Jasper Desk Company, Milwaukee Chair Company, 
Johnson Chair Company, Jasper Chair Company, Vic- 
tor Safe and Equipment Company, Metal Office Furni- 
ture Company and Lyons Metal Products Company. 

Mr. Agronick has announced that extensive post- 
war plans have been made to take care of both busi- 
ness and professionali requirements in the area. 





INDUSTRIAL TAPE CORPORATION WINS ARMY- 
NAVY “E” AWARD.—Speakers at the ceremonies held 
recently at the company’s New Brunswick, N. J., plant 
included, left to right: Lt. Col. W. L. Purcell, Army 
Air Forces; G. F. Smith, president; Anthony J. Sarka, 
Jr.. who spoke for the employees; J. S. Nicholls, Jr., 
executive vice-president, and Commander W. W. 
Slocum, USNR. 


—- 
NEW CONCERN IN VANCOUVER, B. C. 

S. M. Rudner, well-known among typewriter and 
office equipment men from his activities in Montreal, 
has organized the National Typewriter and Office 
Equipment Company, Vancouver, British Columbia. 
The temporary address is 2716 Maple Street. Mr. 
Rudner formerly operated the National Typewriter 
Exchange, Montreal, which he sold later to his part- 
ner, Joe Rubin, a director of the National Office 
Machine Dealers Association. Later he organized the 
Acme Typewriter and Office Equipment Company in 
the same city, which after five years was sold to Twite 
Typewriter Company. It is Mr. Rudner’s plan to sell 
all types of office machines, office furniture, and filing 
equipment. Although long located in eastern Canada, 
he is impressed with the advantages offered by Van- 
couver and the possibilities of business development. 





a i D2 % a) ww ee 


The arrival of Miss Berke, daughter of Mr. and Mrs. 
Herbert Berke, at Brooklyn Women’s Hospital on 
July 4, is reason enough for the pride displayed by 
Ben and Mrs. Blatt, grandparents of the new infant. 
Ben is well known to the trade as the secretary and 
treasurer of Pronto File Corporation and Cole Steel 
Equipment Company, both of 349 Broadway, New 
York City. 


Rejoicing over the birth of a son, Richard Melvin, 
on July 5, are Mr. and Mrs. Sol Balaban, Detroit, Mich. 
Mr. Balaban is a co-partner of Service Office Supply 
Company, Vernor Building, in Detroit. 
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Henry Ten Hoor, Manager of Office 
Supplies, Inc., Muskegon, Michigan, com 
ments: Since the beginning of our busi 
ness in 1936, our relationships with 
Browne-Morse Company have been most 
pleasant, and their progressive efforts to 
build the best in equipment and supplies 
have proven a valuable asset to our 
organization and our sales volume 


yan | 


Today, we’re busy serving the 
world’s biggest customer. We’re 
proud to say that Uncle Sam is 
satisfied. He has rewarded us 
with prime contracts for many 
urgently needed and extremely 
important war products. 

His demands have kept us step- 
ping . . . revitalized our complete 
organization, speeded up every 
phase of our production, taught 
us to keep on time all the time. 

Because the things he wants 


NEW WAYS TO SATISFY YOU 


B..WAR HAS TAUGHT US / 





for war closely parallel the prod- 
ucts you want for peace, we'll be 
all set to give you the greatest 
measure of satisfactory service in 
Browne-Morse’s thirty-six years 
of experience. 

Set, too, is the Browne-Morse 
Plan for sound dealer merchan- 
dising and a constant sales in- 
crease for both of us. Tie in with 
this plan . . . Tomorrow is closer 
than you think .. . so be sure to 
WATCH BROWNE-MORSE. 







BROWNE- 








: 4 MORSE 

: ——- sl 5 

| | ay gts" MUSKEGON, MICHIGAN 
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JASPER CHAIR 


CO. V NUMBER 








No. 200 


Wartime Offices have the greatest responsibility 
and need the best available furniture 


First in importance is the executive—for he is respon- 
sible for results—the man who knows what and when, 
where and how, and the rest of the answers as well. 
But yet some of the questions require long labor, 
analysis of facts and deductions to be drawn—and 
these are best done when suitably furnished and com- 


fortably seated. 


And for that, we recommend “The Right Chair at the 
Right Price”, Jasper Chair Co. V Number, built with 
wood swivel base and the least possible critical material. 
Announced nearly two years ago, these chairs have 
established a fine reputation for dependability and 
working comfort—the best available at present, with 


better to come as conditions permit. 


For proper attention, please mark 


your orders with priority and end use. 


JASPER CHAIR CQ. 


JASPER 


INDIANA 








WAsper, Int 


E. W. Thomas (Southwest) 
Box 3493 Peninsula Station 
Daytona Beach, Florida 


- CHa, z 
Sree HAIR 6708 Glenwood Ave., Chicago 
) ape ~~ (Phone ROGers Park 3644) 
a Geo. A. Litchfield, Sales Mer. 
—_ 


REPRESENTATIVES: W. H. Brown, (Chicago-Midwest) S. H. MacDonald, (West) R. J. Freeman, (Eastern) 


383 Madison Ave. 


405 Orpheum Bldg. 
New York. N. Y. 


Seattle, Wash. 


James S. Fowls, (Southern) 
327 Sunset Drive, North 
St. Petersburg, Florida 
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IN OTHER LANDS 
(Continued from page 40) 


each industry will vary both in size, management, and 
methods of payment, e.g. whether workers are paid 
for day work, straight piecework, piecework with in- 
centive bonus, or all three in various ratios. 

A broad target of about 15 minutes per employee, 
which is based on times which have actually been 
attained by organizations employing some of the 
methods already advocated, is suggested as a rough 
guide. The field covered by this target relates to ac- 
tivities commencing with the timekeepr and finishing 
with the actual payment of the worker’s wage. Pure 
timekeeping and the traveling time of pay clerks is 
excluded. Ineffective time, such as meal breaks, is 
allowed for broadly. 

So far as the wages and cashiers sections are con- 
cerned, any management can quickly ascertain in bulk 
how many minutes per employee are involved in wages 
activities by dividing the total hours employed per 
week in each section by the payroll strength, and 
then excluding, if necessary, the time taken by work 
performed in the wages section on behalf of the cost- 
ing section, and that involved in the engagement of 
labor. The routine preparation of the cash book in 
the cashier’s section should also be excluded. As far 
as timekeeping activities are concerned, the total time 
spent on wages work proper can again be readily as- 
certained by a process of elimination. 

If, after such tests, it is found that the time oc- 
cupied indicates the need for investigation judged by 
the broad target herein given, an overall time analysis 
could be undertaken in respect of the various stages 


of work and, if necessary, could subsequently be ex- 


tended to individual operations. 

It is not suggested that the target recommended 
can be attained easily. The fact remains, however, 
that it has been achieved by a number of organiza- 
tions. At the same time there is evidence that a large 
section of industry has failed to reach anything like 
this performance, so that considerable scope for im- 
provement exists, together with an opportunity for a 
great saving in labor which could be released for more 
productive work. 

While it has been beyond the scope of this booklet 
to cover the whole range of possibilities, the methods 
advocated have been given with the object of inspiring 
wartime thinking, and as a guide to the efficient use of 
office machinery where its employment is warranted, 
or to more simple approaches where its use is not 
fully justified —SSE 

——o—-- 


COLUMBIA R. & C. ANNOUNCES PROMOTIONS 


Effective July 1, S. A. Armstrong will assume the 
managership of the Chicago branch of the Columbia 
Ribbon & Carbon Manufacturing Company, Glen 
Cove, N. Y., according to an announcement released 
late in June by F. R. Nichols, vice-president in charge 
of sales. 

Mr. Armstrong, who has been assistant manager of 
the New York office and who recently completed 25 
years of service with the company, is a veteran of 
World War I and is prominent in American Legion 
activities. He replaces Carl R. Land, a successful Co- 
lumbia salesman for more than ten years, who will 
concentrate his future efforts toward the development 
of business, chiefly on Ready-Master forms, in the 
Chicago area. Mr. Armstrong will be succeeded in 
New York by Ed Carella, former sales supervisor in 
northern New Jersey, whose territory will be assumed 
by Nigel Eason, recently transferred east from the 
Pacific Coast. 

Two new representatives for Florida and Virginia, 
who have culminated their eight-week preliminary 
training and indoctrination course at the Glen Cove 
factory, have also been named. Chilton Day and Ed- 
ward J. Whelan will handle the Florida and Virginia 
state assignments, respectively. 
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Many plans for tomorrow, like Joe's, 

are still in the dream department. But some of 
ours are already getting work-outs in the war jobs 
we have been doing...the manufacture of 

glider wings, and furnishings 

and equipment for Liberty ships, cargo vessels, 
and landing craft. 

Swinging from furniture-making and 
peacetime marine and contract work was pretty 
much of an about-face. But the years of experience 
proved good basic training. 

This, along with a knack for grasping 
new ideas quickly, was what helped us hang up 
new records for ourselves. 

We believe we can offer the kind 
of forward-minded thinking you can put to work. 


Why not let us talk things over with you? 


WéJ SLOANE 


Contract Division 


»75 FIFTH AVENUE, NEW YORK, 17 
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NEARLY every office needs this handy 
file. A set of Nubian Steel-Tab Alphabetical 
folders (which may be enlarged with name 
folders as needed) offers the ideal way to 
keep catalogs, price lists, and instruction 
manuals so they'll be available for instant 
reference. Order one and install it in your 
own office ... then use it to DEMONSTRATE 
and SELL! 








Industry Members Now Serving With the 





Armed Forces of the United States. 








George C. House, vice-president of the Indianapolis 
Office Furniture Company, Indianapolis, Ind., has 
been commissioned a lieutenant (j.g.) in the United 
States Navy. He reported for active duty at Platts- 
burg, N. Y., on July 1. Lt. House is a graduate of 
Indiana University and Indiana Law School. At the 
time of his induction he was a referee in the Marion 
County juvenile court and was acting judge advocate 
for the entire Indiana State Guard, in which he was 
a captain. He is a member of the Masonic order, 
Consistory, Shrine and Columbia Club. Lt. House is 
married to the former Lucille Morrison, now secretary 
of the firm. The couple have one daughter. 

Major George N. Moffitt, United States Army, was 
assigned in June as fiscal director, Camp Campbell, 
Ky. In civilian life he was dealer supervisor of the 
Marr Duplicator Company, with the Chicago office of 
that concern as his headquarters. His home is in 
Muncie, Ind. He will be interested to receive letters 
from his old friends and dealers and is looking for- 
ward to the time when he will te back among them. 

E E BR 
Removing the Gold Star 

Recently the Aldine Printing Company, Los Angeles, 
had the supreme pleasure of removing a gold star 
from the service flag that hangs in the store at 232 
South Spring Street. 

Here is the story: 

For nearly two years there had been a gold star 
on the flag because George Hentzel, private first class, 
U. S. Marine Corps, a former employee, was presumed 
killed when he landed on Guadalcanal with the first 


wave of Marines. 
The other day, to the utter surprise of the working 


| force at Aldine’s, this young man suddenly came strid- 
| ing into the store. 


He was not at liberty to tell his complete story, 
but at any rate, he’s very much alive and is now 
in the United States on a furlough. He stopped in 
Los Angeles while on his way home to visit his folks 
in the state of Washington. 

The gold star has now been removed, and everyone 
in Aldine’s is extremely happy about it. 

Sa 
NEW PARTNER JOINS BOSTON STATIONERY FIRM 

Roger P. Bird, for the past several years engaged 
in retail sales management, recently became a new 
member of the firm of M. T. Bird and Company, old- 
established Boston stationery house at 39 West Street. 
He will be in charge of the creative and commercial 
stationery departments at the West Street store. An- 
other Bird store is located at 1286 Beacon Street in 
Brookline. 

The firm of M. T. Bird and Company was established 
by Bird’s father, M. T. Bird, in 1885. 
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TRULY AN ACHIEVEMENT.... 


A limited quantity of brief bags with high glazed Ecrasse finish 
and portfolios made of Genuine ...a find’ in any market —truly 


India Tanned Goatskin an achievement today. 


She Prank Mashek ‘Compan yf 


WRITE FOR COMPLETE INFORMATION 1914 MILWAUKEE AVE., CHICAGO 47, ILLINOIS 
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“or CARD CABINETS 


EVERY SIZE FOR 
EVERY OFFICE 
NEED 


CARD CABINETS 


are skillfully engineered and pre- 





























cision built. Ruggedly constructed— 
designed to withstand “OFFICE 
ABUSE’. Equipped with drawer 
stop, compressor, metal cardholder 
and pull. Handsomely finished in 
Asco green to harmonize with your 
present office equipment. 


ALL SIZES 
3x5, 4x6, 5x8, 6x9 
SINGLE AND DOUBLE UNITS 























IIlustrated literature giving details, specifi- 
cations, and prices available on request 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 

The downstairs gallery of the J. K. Gill Company, 
Portland, Ore., has been featuring a one-man art 
show by J. Ross Palmer. The pioneers stationery and 
book store encouraged the talents of this young Ore- 
gon artist in providing a handsome setting for his 
original display of oil paintings. Orchids are his spe- 
cial passion, and into them Ross Palmer has poured 
ten years of research and artistic development. His 
large canvases represented 36 different species of these 
beautiful blooms of delicate petaling and rare coloring. 
Palmer made 20,000 sketches as preliminary work and 
spent four months crawling through the jungles of 
Central America and Mexico on the trail of these 
tropical plants, so that many a rare specimen has 
been captured on the canvases so admirably paraded 
to throngs of art lovers and customers of the Gill 
store. Most unique of these is the painting of a rare 
orchid of India, executed entirely from descriptions in 
an old British manuscript he found. 

* * * 

A comprehensive presentation of a group of rare old 
prints and engravings dating between 1694 and 1879 
enlivened visits of customers to the Lowman & Han- 
ford Company, stationery store at 1515 Second Ave- 
nue, Seattle, recently. Among these rarities are many 
original engravings of familiar London scenes and per- 
sonalities by the celebrated English artist and cartoon- 
ist Hogarth, flower prints, fashion plates, bird pictures, 
engraved portraits and some 200-year-old hand-col- 
ored maps of world geography. The notable collection 
drew the interest of numerous customers and pros- 
pects at the large Seattle store. 

Eddie Vine, pen shop proprietor of Seattle, and a 
group of friends of Commander Jack Dempsey of the 
Coast Guard bought $50,000 in War Bonds as a special 
tribute to the “Manassa Mauler’”, who appeared in 
Seattle during the Fifth War Loan drive. 

Maurice Friedland of the Portland Typewriter Com- 
pany of Portland, Ore., has developed an excellent 
rental business again for all makes of typewriters. The 
machines are rented on a three-month $7.50 basis— 
a popular plan for Portlanders. Moreover, this type- 
writer man stresses repair of all makes of business 
machines, such as calculators and adding machines. 

—e — > 
OFFICE EQUIPMENT MANUFACTURERS TOP QUOTA 
WITH CONTRIBUTION OF $45,932 TO N. Y. FUND 


Business firms and employee groups in the office 
equipment industry have contributed $45,932, or 102 
per cent of quota, to the Greater New York Fund, ac- 
cording to a recent announcement by Merrill B. Sands, 
president of Dictaphone Corporation, at the Fund’s 
third report luncheon held June 8. Firms and groups 
in the paper industry contributed $25,231 during the 
same period, it was announced. Both divisions are a 
part of the manufacturing group which raised a total 
of $211,381 during this period. 

The Greater New York Fund, which appeals exclu- 
sively to business concerns and employee groups, seeks 
to raise $4,500,000 for 1944, a vital share of the $22,250,- 
000 required by the participating agencies. More than 
400 voluntary hospitals, health and welfare agencies, 
sharing in the Fund, assure the maintenance of a 
sound health program in the city. 

<i 


TOLEDO OFFICE SUPPLY WOMAN HONORED 


Miss Eloise Strahley, of McManus-Troup Company, 
Toledo, Ohio, office furniture and supply firm, has 
been elected first vice-president and chairman of the 
board of the Women’s Advertising Club of Toledo, for 
the coming year. Miss Ida Sulkins of Paper Merchants, 
Inc., is retiring president.—A.K. 
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f) Shipping Tag of 1844, 
\ when Dennison was founded 








Why Shipping Tags by 


Dennison 
Have Cut Corners 


Back in 1844, when Dennison started business, 
the tags of the day were generally cloth, folded 
as indicated above, so that the string had 
three thicknesses of material to pull against. 

But pull-out strength wasn’t the only ad- 
vantage gained by folding the corners. Unwit- 
tingly, tag makers found that tags with folded 
corners hung freely, did not catch, get dog- 
eared and torn. Consequently, cut corners are 
not just style carry-overs from an earlier day. 
They’re as practical now as ever. 

The greatest improvement in tag construc- 
tion, however, came in 1863 when E. W. 
Dennison designed and patented the first tag 
with a round patch. This stepped up pull-out 
strength tremendously. Further improvements 
were made frequently, and in the 1920s the 
Dennison Tag with a barrel patch, increasing 
its strength even more, was developed and 


placed on the market. 





<< 
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BARKLEY 
epee at oe 


1 NO STOOPING! > 
2.NO EYE STRAIN! A 
3.NO SCRATCHES! 


hey 





BARKLEY Plastic Tab Indexes create 
new filing comfort and efficiency. 
Save valuable filing space —their 
only thickness is above the card 


level. 


Show the MAGNIFIED VISIBILITY, 
the ANGLED VISION POSITION and 
the SPACE SAVING features of this 
unique index tab, and you'll have 
customers appreciative of your alert 
interest in improving their filing effi- 


ciency. 


Established 1921 


[. L. BARALEY & mm 


Manufacturers of Viling Supplies 


517 S JEFFERSON STREET CHICAGO 7, ILL 
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NORTHWEST NEWS NOTES 


Merrill Hasty, Correspondent 





Though Michigan’s upper peninsula isn’t exactly in 
this region, many of the fellows think it ought to be. 
Several of the gang will be interested to know that 
Jim Beakman of Upper Peninsula Office Supply Com- 
pany, Marquette, Mich., is mayor of that town. In the 
future he should be addressed as “hizzoner.” 

* * * 

Zillmer’s Office Supplies, Waukesha, Wis., are spread- 
ing out. They have arranged to take over the store 
next door for their furniture department. Good luck 
to them; we know they’ll do the business. 

a * * 

Ai Geving of Gevings, Minot, N. Dak., has resigned 
his positions at Monarch Supply Company, wholesale 
automotive dealers, and has taken full charge of his 
office supply store. His wife, who formerly handled 
the business, now spends most of her time being a 
homemaker. 


* * * 


Conkey’s Book Store, operated by Duke Hill, has 


| moved from 121 West College Avenue to 218 East Col- 


lege Avenue, Appleton, Wis. Duke’s son, Jock, is on the 
job for dad, who is doing some catalog work in 
Chicago. 

* * * 

Herb Morgan—the fellow who went west, not for 
gold, but to become a first tripper in good old Oregon 
Trail Travelers Club—is riding high in the “golden 
chariot” with Dick Ziesler, Boorum & Pease; Charlie 
Nunn, Wilson Jones; Watty Star, Stationers Loose 
Leaf; and Ed Cooper, McMillan, clinging to the reins. 
Yes, you fellows know that Herb is easily entertained 
and he is as happy as a kid with a new “wooden toy” 
with his National line. He and his wedded pal, Edith, 
just returned from Oakland, Calif., where he was on 
business with your old friend, Harry Spurlock. Herb 
said Harry is well and happy and sends his best re- 
gards to all his friends. 

While your correspondent was traveling around the 
Northwest territory, he ran into many of your friends. 
They request you remember them with the latest gas 
coupons. Those I met were as follows: Charlie Ahern, 
Binney & Smith; Art Carlson, Dennison; Bob Davis. 
Smead; Fred Elsner, Wessel; Joe Finn, Webster; Earl 
Howe, Speed Products; Mr. Kendrick, Sheaffer Pen; 
Herb Morgan, National Blank Book; Charlie Nunn, 
Wilson & Jones; George Simmons, E. Faber; Chet Wil- 
liams, Yawman and Erbe; and good old Dick Ziesler, 
Boorum & Pease. Yes, he too needs gas. They are 
surely a fine bunch of fellows and all are members of 
the Oregon Trail Travelers Club. 

* * x 

Your friend, Fred Fenne, of Associated, an old mem- 
ber of our Northwest Travelers Club, was seen in Den- 
ver making a northwestern business trip. He wishes 
to be remembered to his Northwest pals. 

* * & 

Barney Bertelson, formerly of Bertelson Brothers, 
Minneopolis, is retired and enjoying life in Seattle, 
Wash. He and Mrs. Bertelson can sit in their bay- 
window and see the famous Cascade range of moun- 
tains. Its covered snow peaks tower and sparkle in 
the sunlight. They, too, are near the ocean where the 
many ships are being launched and sea-going travel is 
at its best. Barney, a stationer at heart, watches the 
business in and around Seattle as it, too, is booming 
at its best. The Bertelsons want to be remembered 
to their many stationery and traveler friends. Your 
correspondent was very royally entertained in their 
home and knows that their greeting will be welcomed 
by their many business and sccial friends. 

Second Lt. Clinton J. Cooper and Mrs. Cooper wish 
to be remembered to their many friends and the mem- 
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in thousialn g€iofices—to the people who use it— 


and to the peop who see it. \ 


The beautyjadu urability and efficiencWNofy Steel Age 
Office Furniture now in service are wat.teee “sales- 
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The future for Cor Pigmestown dealers holds a 
promise of sales; far beyond any enjoyed in the past. 


CORRY- JAMESTOWN 


MANUFACTURING COE DRO! ATION x CORRY, PENNA. 
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Of course, Simpkins’ office assembly line is a flop. 
Instead of saving effort, it creates extra work. 

Eliminating waste motion is a special function of 
Uarco forms. These continuous forms, with carbons 
interleaved, keep typists typing ... put an end to 
carbon fuss, realigning, and inserting. Uarco forms 
eliminate errors due to copying and recopying. One 
person at one time can often make enough carbons 
for each department. 

Wherever records are kept, Uarco forms can be used. 
They are made to fit your particular type of record 
keeping. Uarco forms are designed either for hand- 
written use or for machine-written use. May be carbon 
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“I Got the Idea at a War Plant!’ 


HANDWRITTEN RECORDS 


BETTER BUSINESS RECORDS 





interleaved or non-interleaved; may be used in Uarco 
Autographic Registers or in a typewriter, billing ma- 
chine or tabulating machine. These forms are scien- 
tifically designed to co-ordinate your business trans- 
actions .. . to speed and simplify complicated oper- 
ations by routinizing repetitive action. 

Uarco’s fifty years of business record experience are 
at your disposal. There is a solution for your problem 
... or Uarco will devise one. Consult with a Uarco 
representative today. 


UNITED AUTOGRAPHIC REGISTER COMPANY 
Chicago, Cleveland, Oakland e Offices in All Principal Cities 





; _— FORMS FOR 


FORMS FOR 
TYPEWRITTEN RECORDS — BUSINESS MACHINE RECORDS 
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bers of the Great Lakes Travelers. Before entering 
the service, Lt. Cooper represented Sengbusch in Chi- 
cago. He is in the Ogden Ordnance Depot and has a 
home located very near a cherry orchard, with a 
trout stream within walking distance. They are very 
happy to settle down in the beautiful city of Ogden, 
which is located in the heart of the Wasatch Moun- 
tains. The address is: 

Lt. Clinton J. Cooper 

Ogden A. S. F. Depot 

Ord. Sec., Ogden, Utah. 

* * * 


Donald Plehn, formerly with S. J. Olson Company, 
Milwaukee, is now representing Boorum and Pease 
Company, will cover Indiana and Kentucky and will 
live in Indianapolis. Our best wishes go with him. 

a % eo 

George Hanson, your second vice-president, never 
lets any grass grow under his feet while traveling in 
his own territory. George has just returned from his 
annual vacation and is very much angered to find that 
his grass at home was burned up. This will be the 
second time he has planted it. Evidently, George, you 
better not travel on your own lawn either. 


* * * 


Clippings from the Official Scrap Book 
Compiled by Fred Schaefer 


June 28, 1927—The first official meeting of the 
Northwest Travelers Club was held at the Hotel St. 
Paul, St. Paul, Minn. Officers elected were James T. 
Lacey, president; Fred C. Schaefer, first vice-presi- 
dent; Robert Valleau, second vice-president; Harry L. 
Murdock, treasurer; Al Skibbe, secretary. 

August, 1933—The Northwest Travelers Club and the 
Twin City Stationers held their first golf tournament 
in St. Paul, August 24. Charlie Regan was the winning 
stationer and Jim Barret the winning traveler. 

August, 1938—The Northwest Travelers Club and the 
Twin City Stationers held their annual golf tourna- 
ment on August 23 in St. Paul. Charlie Regan was 
low dealer and Ken Chase the low traveler. 

Z REST 
SYRACUSE DEALERS USING UNIQUE PUBLICITY 

A Syracuse, N. Y., producer of office furniture and 
files, O. M. Edwards, is sending a “code message” to 
his executive customers weekly. The message is only 
a five-line affair but every word has its letter com- 
ponents well mixed. The code message deals with vari- 
ous items the dealer has on hand. It takes the execu- 
tive a little time to decode but it affords him relaxa- 
tion in so doing. At the bottom of the message in 
plain old American is this message, “We'd like to help 
you unscramble your wartime office appliance puzzles 
—please call on us whenever we can be of service.” 

Typewriter Store, Inc., Syracuse, N. Y., has estab- 
lished a secretary’s monthly inventory sheet. It’s a 
slip on which the secretary writes down all the items 
the office needs for the coming 30-day period. She 
also writes on the sheet any comments on office ma- 
chines (i.e., if they are holding their own, or if some 
species of trouble is developing in the adding machine, 
mimeograph, and so on). This sheet is placed in a 
return-postage-paid envelope and mailed by the sten- 
ographer directly to the office supply dealer. The 
dealer asks that every business executive give an O.K. 
to this arrangement where office secretary handles the 
monthly needs and brings up machine-service prob- 
lems without even having to bother the executive. In 
short, the secretary is the purchasing agent. 

Jacobs Office Equipment in Syracuse is sponsoring a 
“Buy a Bond” cinner. Every customer of his who buys 
a $50.00 bond gets a ticket to the feed. The office 
dealer arranges with the restaurant operative to fur- 
nish the meals at reasonable rates. The 12 customers 
who buy the greatest amount of bonds during every 
three-day period get a chance to buy some rare piece 
of office equipment at full list price. Each 30 days a 
dinner for not more than 25 is arranged. It may sound 
expensive but the goodwill incurred is worth it all. 
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‘GRAND 
PRIZE 


Typewriter Ribbons 
and 
Carbon Paper 


* RAND PRIZE” typewriter ribbons 


and carbon paper have proved 








|_—Ss-—: they can take it! Over 50% of our pro- — 
duction goes to work for the govern- 


ment, armed forces and war industries. 


* 


If you want extra quality and extra long 
service be sure and use “Grand Prize” 


Ribbons and Carbon Paper. 


Buy Another War Bond 


PACIFIC CARBON AND RIBBON 
MFG. CO. 


J. Francis O’Connor, Pres. 


Head Office and Factory: 
1451 Harrison Street, San Francisco 3 
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FLUORESCENT DESK LAMPS 
AVAILABLE FOR DELIVERY NOW! 


ALL METAL 
MODEL DL17 


as 





HEAVY CAST BASE AND COLUMN 


Height 15'/, inches—Width overall 1934 inches—!8 inch- 


15 watt bulb finished in bronze—equipped with standard 
make units and six foot silk cord. 


TO RETAIL AT 
$19.95 





MODEL DL8& 





HEAVY GAUGE PRESSED STEEL 
BASE AND REFLECTOR 
CRACKLE BROWN FINISH 
Height 13 inches—Width overall 
18 inches—tube 18 inches—I5 watts 
TO RETAIL AT 
$15.00 
FULLY GUARANTEED 








— NOTE — 
These lamps are sold without priority in accordance with U. S. 
Government regulations and may be resold without priority. 
There will be no more of these items available for the duration. 





Orders will be filled in order received while our stock lasts 





Write or wire for generous quantity discounts. 


SANTOS & COMPANY 
49 WEST 45th ST. NEW YORK 19 
NEW YORK 
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Office Appliances 
INFORMATION SERVICE 











(Continued from page 27) 


damaged ones. Cumulative sorting experience gener- 
ates standards for the selection of usable cartons. 
Usable cartons should then be sorted for major sizes 
and tied in convenient bundles. 

6. Partitions from cartons should be removed in 
assembled form and folded flat. They should be kept 
that way. If the assembly separates, it is almost im- 
possible to locate matching parts for reassembly. 

7. If a carton is damaged beyond repair, make sure 
it finds its way directly to the waste paper dealer. 
This direct salvaging of such cartons prevents waste 
of labor and transportation. 

8. A separate and adequate space must be made 
available for the handling, opening and storing of car- 
tons. Proper storage avoids the soiling of cartons. 
Careful handling does also. 

9. Bulletins and posters, publicizing the need for re- 
use, should be displayed prominently. 

10. The appeal of the posters for re-use should be 
on a patriotic basis. One large company learned that 
employees will do more for their country than for the 
company. 

11. Novel methods and contests aid the program by 
highlighting it. A chain store company includes in its 
plan for rating store managers the percentage of car- 
tons which are returned in good usable condition to 
the central warehouse. War Bonds for prizes can be 
offered where competitive situations permit. 

12. If emptier is not a re-user he should make the 
usable cartons available to a user. There are a num- 
ber of ways of doing this. He may return them toa 
used container dealer. He may report them to the 
local WPB Redistribution Officer for listing. 

13. Don’t let your customers take out boxes in lieu 
of paper bags. To permit such use of boxes makes 
salvage much more difficult. 


yA 
DUPLICATING SUPPLIES 





NEW DISPLAY MATERIAL FOR THE PROMOTION OF 
RED FEATHER MERCHANDISE.—An important part of 
the well-organized plan of dealer co-operation recently 
inaugurated by Red Feather Products, Ltd., Redwood 
City, Calif., are window and store display material, 
counter cards featuring stencils and inks, showcase 
streamers, pamphlets and catalogs. 
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We now have adequate 


stocks of PENDAFLEX 
folders and frames 





Pendaflex Hanging Folders speed up filing and 


finding time 20%. 


SOME TERRITORIES STILL AVAILABLE FOR 
ADDITIONAL PENDAFLEX DISTRIBUTION 
If you are interested in making good money out of a 


NOW you can really “go to town” in selling much-in-demand, up to the minute modern filing 


system, write us for details about Oxford Pendaflex 


Oxford Pendaflex. We've licked our manufactur- 
in your locality. 


ing and supply problems and have caught up with YOUR FILING SUPPLY SPECIALISTS 


our Pendaflex production. Here’s an opportunity 





that is going to mean real money for you. There 
is a terrific demand dammed up for Oxford Orxtovd 
Pendaflex—the folders that Aang in the file—and FILING SUPPLY COMPANY 


340 Morgan Avenue, Brooklyn 6, N. Y. 
125 South 8th Street, St. Louis 2, Mo. 





you can cash in on it. Get your orders in now, 











and start the profit ball rolling. 


OFFICE APPLIANCES, August, 1944 129 

















In Military Strategy... 


IT’S GENERALSHIP 


In Jackson Desks... 


IT’S WORKMANSHIP 


Success in military venture depends Office Furniture Co., emphasis is on fine 


upon carefully prepared plans. There workmanship. The demand for Jackson 


is small margin for error... every move Desks has taxed our facilities to the limit 


must be synchronized . . . every step ... yet we reaffirm... come what may, 


must fit into a deliberate pattern. our pledge to maintain the high stand- 


Making good office desks is no ard of craftsmanship that is such an 


mere accident either. Here at Jasper integral part of every Jackson Desk. 








JASPER OFFICE FURNITURE CO. 


JASPER, INDIANA 


S. R. Evans, 813 Bona Allen Bidg., Atlanta 3, Ga. 
Howard Maley. 115 Tarbel! Ave., Bedford, Ohio 

L. H. McDaniel, 3600 Parkhill Drive, Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 


REPRESENTATIVES: 
James H. Davison, Hotel Figueroa. Los Angeles. Cal 
Marion V. Follin. 220 Fairbanks Road, Riverside, tl! 
George B. Wray. 130 W. 42nd St.. Room 819, New York 





130 OFFICE APPLIANCES, August, 1944 





et Fe ae es a ae a 


STs Ss nsw ect 


44 





COMPETITION SPEEDS PROGRESS 
By GEORGE A. GREENWOOD 


Greenwood’s Typewriter Exchange 
W orcester, Mass. 


HIRTY-EIGHT YEARS in one line of business, 
while not a record-breaking term, should afford an 
opportunity for certain impressions to be formed. 
Having been connected with the typewriter line for 
the above period of time, certain impressions have 
come to me through observation and experience. And 
because, from time to time, the views of others pub- 
lished in OFFICE APPLIANCES have been of interest to 
me, perhaps some of its readers may be interested in 
mine. 
As in other lines, competition has brought about 
great changes in leadership in the typewriter industry. 
Today competition is a constant worry to the respon- 


sible heads of the typewriter industry, and is no longer | 


ignored by any of them. Yet it might be asked, “Have 
some of the old timers overlooked the new competition 
that has crept in?”, such as electrical appliances or 
developments, finer applications of billing attachments 
and better handling of governmental details with type- 
writers. 

As leadership requires constant alertness or watch- 
fulness as to the trend of competition and its possi- 
bilities, and also the courage to make changes as 
emergencies arise, those who haven’t the necessary 
requisites lose leadership, if they ever had it. Of course, 
besides alertness and bravery, the requisites are many. 
Chief of these is having the right personnel and ma- 
terial. 


Up until about 20 years ago, the manufacturers in | 


the typewriter industry viewed competition in a light 
vein, overconfident in their own products, satisfied 
with the dividends at that time. They blinded them- 
selves to the possibilities that those same dividends 
might attract others. So today the dividends are more 
widely separated, whereas they might have been re- 
tained by a few and not by seven, to be precise. And 
who knows, how many more may be in the offing? 


Electric Operation 


While occasionally faint rumors have been heard 
that this and that one of the old-timers might show 
something electrical, thus far nothing has been seen. 
Perhaps the realization that electrical and automatic 
devices are more subject to breakdowns delayed the 
showing. Yet it appears that the new competitors 
have the fool-proof articles. 

To introduce new developments and further their 
sale requires not only the fool-proofing of them, but 
also a thorough schooling of the salesmen to present 
the line properly and provide expert servicing. 

From the writer’s point of view, the lack of such 
preparedness among some of the old-timers was the 
chief cause of the successful entry of the new com- 
petition. Competition when first entering might be 
compared to a little wedge, but it often grows to large 
proportions, crowding out the weak, or the old Rip 
Van Winkles. As typewriter history is reviewed, growth 
of little competitive wedges has been made evident 
many times. 

One old saying, “You can’t stop the wheels of prog- 
ress,’ can well apply to the typewriter business, and 
those who do not recognize the wheels as they come 
along are run over by the competitors who do. 


To attract the crowd a circus considers a band 
wagon essential. Its colorful appearance and blare is 
quite outstanding in the parade. The parade is not 
complete, however, without some other features, all 
colorful or eye-appealing. Similar to the circus, the 
typewriter must have the eye-appeal (but less blare) 
and other features of importance to attract the crowd. 
The old-timers recognized the necessity of eye-appeal 
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PROFITABLE DEMAND 


SHOP TICKET 
HOLDERS 















PRODUCTION RECORDS 
SHOP TICKETS 

ROUTE SLIPS 
SPECIFICATIONS 

BLUE PRINTS 


This is profitable business that any stationer can 
have. These AICO Shop Ticket Holders are used 
or should be used in practically every industrial 
plant, wherever specifications, drawings, written 
forms of any kind, must accompany a job or ship- 
ment through the plant. 

With its transparent sides it protects these draw- 
ings or forms from dirt and grease, keeping them 
legible, and helping eliminate errors and lost time. 

AICO Shop Ticket Holders are sold only through 
stationers. Order the AICO Shop Ticket Holder 
Sample Kit today! It will help you get this profit- 
able business. 


ORDER THIS SAMPLE KIT 


8 different sizes of AICO Shop Ticket Holders from 4” x 6” 
to 17” x 22”—the perfect sample kit and sales help. Use 
it to bring in this extra business. Only $2.00 Net. Mail the 


yes AICO-GRIP TABBING 

LOOSE LEAF INDEXES 

@ DESK PADS and 
ACCESSORIES 


SHOP TICKET HOLDERS 


¢ Oy S. JEFFERSON ST., CHICAGO 7, ILL. 


WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 


coupon today! 








G. J. AIGNER COMPANY 
Dept. O. A.—503 S. Jefferson Street 
L Chicago 7, Illinois 
wr) Please ship and bill me for AICO Shop Ticket holder. 
Sample Kits at $2.00 each nef. 
ani? 
ovr? NAME 
. ADDRESS 
CITY STATE 
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AGAINST ALL 


DANGER 


Gentle and friendly when her cubs are safe, yet a raging warrior 
at the first sign of danger—that is the mother bear. 
peace and the right to live. When these are denied, the warning 
is—look out! Brute strength is controlled by an active, crafty 


brain—and she fights to win. 


Looking for a chance to make a living while giving the same right 
to others is the characteristic of American business. Keen minds 
guide the colossal sinews and fighting heart—and the enormous 
strength of American business can be satisfied with nothing now 


save Victory over those who would destroy it. 


As business allies, manufacturers and distributors have withstood 
many temporary injuries, loss of markets, curtailment of services, 
delays in delivery, limitations in use of materials—for while taking 
these injuries we are getting in our winning blows. The injuries, 
though painful, are gladly borne, for our total effort is advancing 
the day which will bring the peace for which we fight. 


When our homes and families no longer are in danger, again we 
will go forward, living and letting live. For the present we go on 
fighting for the victory which is ever closer to our grasp. That 
accomplished, again we shall have the pleasure of offering you 
"Andy units of steel,’ made in a way that will justify your faith 


in our policy and wares. 


DERSON-HicKEY Co. 
= A 














GENEVA 
ILLINOIS 


‘andy i 
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but have been somewhat slow in fully recognizing or 
installing other important features. 

One other factor that brought about a change in 
the typewriter business was the entry of the so-called 
dealer or typewriter exchange. A little wedge at first, 
it has grown quite painful to many connected with 
the main representation of the typewriter business. 
Regardless of the painful side to some, the dealer ap- 
pears to be well established as part of the typewriter 
business. In the eyes of some, the ranks of the dealer 
end of the business have swelled to a dangerous point. 
But from the writer’s point of view, “Old Father 
Time” will take care of that. The chief cause of the 
swelling has been the simplicity of the old product, 
allowing so-called bluffers to get on the band wagon. 
But with the new complications of the future machine, 
the bluffing will cease. In other words, the electrical 
typewriter will affect the ranks of the dealer. Only 
those dealers who have leadership will survive to any 
satisfactory extent. That also applies to the manu- 
facturers. 

Due to. the present great conflict between nations, 
our Government has built up a large personnel of 
electrical experts. After the war is over, the old-timers 
should draw from that reservoir of experts to suffi- 
ciently bolster their present equipment to enable them 
to market a reasonably-priced, yet durable, electric- 
ally-operated typewriter. 

Many fanciful ideas that were at one time con- 
sidered unfeasible were found later to be practical. 
Perhaps some day electrical developments will allow 
for direct dictation to the typewriting machine, the 
operator simply directing the controls. 

Man’s imagination is great; it takes him into high 
altitudes. 

In summing up, it might be said that many of our 
greatest developments come to us through great force 


of competition. 
ae 


OFFICE APPLIANCE WINDOWS IN WARTIME 


Many office appliance dealers have not the personnel 
facilities to plan effective window displays, yet it is 
undeniably true that a smartly dressed window is as 
important to an office appliance dealer during wartime 
as when peace was predominant. Here are a few win- 
dow dressing suggestions that have “panned out’ for 
other office dealers in the United States. 

First of all, secure a number of photographs of typ- 
ical stenographers in business offices and in war de- 
fense plants. At the same time secure a group of 
photographs of sailors, soldiers or marines, WACS or 
WAVES. Place a photograph of a stenographer or 
business office worker by the side of the picture of the 
armed-force member. Pair off a number of such in- 
dividuals. In the center of the window place this 
poster: “Men and Women in Business Offices of the 
Community are Backing Up the Men and Women at 
the Front.” 

Another effective windowizing consists of running 
a window biography of a local business office or de- 
fense plant. This pictorial biography shows the plant 
or Office as it was when it opened and as it is today. 
Specimen products turned out by the plant or posters 
showing services rendered by the business office to the 
community are included. 

A third possibility to be reviewed consists of show- 
ing all of the items which the average customer would 
not expect to find in your establishment. A poster in 
the window reads, “Yes, We Do Carry these Items in 
Addition to Our Regular Peacetime Stock.” 

Still another variation is the “Community Service 
Medal Affair.” Each month the stationer awards a 
medal to the employee in each business office voted 
by the boss as having been most efficient during that 
particular month. From 15 to 20 medals are given out 
and the photographs of those receiving same are 
placed in the window. Though inexpensive, the medals 
carry the proud commendation, “For Distinguished 
Service on the Business Front.” 
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Alife, Italy, was once an Axis com- 
munications center. It isn’t any 
more. And from the pictures above, 
you know why. U. S. Army B-26 
Medium Bombers flew this mission 
and not a single hit registered out- 
side the target area. Today, Alife is 
in American hands. 

All very businesslike, isn’t it, this 
neat, economical distribution of 
devastation? And, though no one 
who thinks twice would imply that 
some machine makes such precision 
bombing a cinch, the men who fly 
are grateful for such tools of their 
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trade as the Norden Bombsight. 


This highly complex mechanism 
(essentially a calculating machine) 
extracts right answers from a flock 
of figures representing plane speed, 
altitude, wind speed, air tempera- 
ture, trail, and so on. By twisting 
knobs, the bombardier sets these 
figures into the computer, a mass of 
gears, cams, lenses, prisms, mirrors, 
and so forth. Oper- 
ated by electric mo- 
tors, the computer 
instantaneously an- 
swers the problem 
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U.S. Army Air Forces Photos from Acme 


Right in Their Own Back Yard! 


of exactly where in space a bomb 
must be released in order to hit the 
target below. 


We at Victor are glad to be one of 
the contractors making complete 
Norden Bombsights for the Army. 
Some day, the only figures going in- 
to our machines will again be yours. 
We'll be ready. For your figure work 
will be right in ovr own back yard. 


VICTOR ADDING MACHINE CO. 


Conserve your adding machines by having them inspected and cleaned 
at regular intervals by your local Victor dealer or factory branch. 


STILL WORKING WITH RIGHT ANSWERS 
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A Tribute to a Skilled Desk Craftsman! 








Ff takes team work to produce a successful 
organization—every key position plays an 
essential role. Thus we point with pride to 
a man who has contributed so much to the 
suecess of Jasper Desks. He is Linus G. 
Miller . . . thirty-six years in the company 
service ...anative of Jasper and a company 
stockholder. As foreman of the mill room, 


Miller proves the accuracy of the saying, 


Linus G. Miller 


‘Watch your foundation if you would build 
well.”? Each process that takes place in the 
mill room under Miller’s supervision as- 
sures every Jasper Desk the right start in 
business life. Linus G. Miller is one of 
thirty-five men who have collectively been 
associated with this company for 923 years. 
No wonder JASPER DESKS are famed 


throughout the trade. 
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THE JASPER DESK COMPANY 
JASPER, INDIANA 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1719 Fremont Ave., South Pasadena 


War Figures Larger in News.—Every month now the 
war is figuring larger and larger in the Los Angeles 
news, as it no doubt is in the news from all parts of 
the country. Here a man has returned from overseas, 
there another man has been mustered out; here a girl 
has been assigned to active duty in the Spars, and 
there three men, well known in the industry, have 
gone to places unknown in the South Pacific. It is sad- 
dening, but necessary, and no one can say this indus- 
try is not doing its full part. 

* ea ok 

Gorline Back on Job.—Harry B. Gorline is back on 
the job as assistant to John Hibbard, district repre- 
sentative of the Globe Wernicke Co., Cincinnati, Ohio, 
after an illness that forced him to lay off on January 
1, 1942, according to announcement by H. L. Pfau, gen- 
eral sales manager of the company. Mr. Gorline is now 
fully recovered. He replaces Jerry Turrell who now is 
representing Robert L. Smith as western territorial 
representative. The appointment became effective on 
July 1. 

* a # 

Lyles Goes Overseas.—H. C. Lyles, who has repre- 
sented the Bates Manufacturing Company in the 
western area for many years but who has been in a 
training camp in Texas since January, is now headed 
for overseas, destination unknown. 

* * 

Two Former Grimes-Stassforth Men Missing.—Two 
former employees of the Grimes-Stassforth Stationery 
Company are reported missing over the European con- 
tinent. The young men are Robert D. Christensen and 
James B. Rose, both second lieutenants and both bom- 
bardiers. Lieutenant Christensen was employed in the 
order department for three years and Lieutenant Rose 
formerly was a clerk on the main floor for more than 
a year. 

* * * 

Johnson, Jr., Back in U. S.—Lieutenant William C. 
Johnson, son of James Johnson, district manager for 
UEF, is back in the United States after serving for a 
considerable time in the central Pacific. He is home 
un furlough and for a time was at the air force dis- 
tribution center at Santa Monica but has now been 
reassigned to the Army air base at Salinas, Calif., as 
an instructor. He says the old U.S.A. looks good to him. 

Captain James Johnson, Jr., another son, is still 
stationed in England. 

New Marchant Man.—R. J. McLean, who formerly 
was an associate of Harold B. Black (when Mr. Black 
was in the Philadelphia office), now local manager of 
the Marchant Calculating Machine Company, arrived 
in Los Angeles last month to take a position as field 
instructor with the company. Mr. McLean comes from 
Philadelphia. Since the latter part of 1942 he has been 
with the George S. May Company, industrial engineers, 
but prior to that had been with Marchant. 

ca * * 

Double Duty for Nern.—What is a man going to do 
when his help all goes on a summer vacation and 
leaves him alone, or nearly so, in a big store? There 
is only one thing he can do, according to Rod Nern 
of the Nern Office Furniture Company, and that is to 
pitch in and do double duty, or more. Mr. Nern reports 
business as especially good right now. 


* * * 


Rental Business Stays Up.—Rental business is stay- 
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ACCO 


2 BIG JOBS 


SOLVED wits 







Unlimited 
Capac Wey, 





2-PIECE 


COVERS 


= 2-PIECE COVERS were originally 
intended for greater safety, neatness and flexi- 
bility in transfer and storage filing. But 
thousands of firms soon found them to be 
ideal for binding active papers in loose leaf 
form at low cost. Today they are being used 


for both jobs with equal satisfaction. 


In both uses ACCO 2-Piece Covers have the 
almost unlimited capacity, the wide selection 
of sizes, the high standard of quality to fit 
them for practically any purpose in practically 
any business. They offer the same advantages 
as expensive ring and post binders without 


the cost. 


In-built quality, up-built reputation have made 
ACCO 2-Piece Covers—as with all ACCO 
Products—leaders in the field. It means some- 
thing to say you sell ACCO Products. It 


means business! Sales! Profits! 


ACCO 


PRODUCTS, INC. 
39th Ave. and 24th Street 
Long Island City, N. Y. 
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1 far cry from comfort,” you say—‘this gadget 
of wood and metal!” Not so far! In fact, it is right at 
the heart of working comfort for office chairs.” 

That’s the device which in spite of war’s restrictions, 
gives work-encouraging comfort. It’s the new tilting 
action, developed by Gunlocke, six months ago and now 
in use on thousands of chairs. 

You can see from the cross section just how simple it 
is. Just a tough, seasoned hickory spring, tempered and 
impregnated, and positioned to give smooth, quiet tilting 
action. Chairs in Government services have had it for 
many months, which means that it has been thoroughly 
tested. 

Gunlocke Chairs with this new tilting action, are re- 
liable, durable, with all the features of comfort and stand- 
ards of workmanship that are the foundation of a 
sound, profitable chair business for Gunlocke dealers. 


The following chairs are available with the new tilting mechanism: VT 800, VT 1310, 
VT 1310S, VT 2264, VT 2200, VT 2206, VT 464, VT 2288. 


CobeW 4. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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ing up splendidly at the Los Angeles Adding and Book- 
keeping Machine Company, according to the foreman, 
F. M. Regan. William Ryle is the manager. 

x a * 


Youth Dies Gallantly.—Lieutenant Mort Hathaway, 
son of M. D. Hathaway, manager of the American 
Writing Machine Company, has joined the list of the 
fine heroes of this war. Serving in the Marines, he was 
recently shot down in the Pacific theater of war. 

a * x 

Joining San Pedro Firm.—C. P Shultz arrived from 
Houston, Tex., last month to join the force of the 
Klemp Typewriter Company at San Pedro, Los Angeles 
harbor city. Mr. Shultz has been with the repair de- 
partment of the Hughes Tool Company in Houston. 

og * * 


Griffith in Army.—Dick Griffith, who has been with 
the Remington Rand, Inc., Los Angeles office for more 
than a year, is now in the army and taking his pri- 
mary training at Fort MacArthur. 

Business at the Remington Rand branch is good, 
according to D. C. Walker, manager. 

* x * 

Peirce Extensive Traveler.—T. F. Peirce, proprietor 
of the Pacific Desk Company, recently completed his 
year as president of the Optimist International. The 
job has necessitated extensive travel, Mr. Peirce having 
gone 70,000 miles in the past nine months. 

* * ok 


Knapp Returning.—William Knapp, formerly general 
manager of the Los Angeles Stamp and Stationery 
Company, who resigned his position about five months 
ago and went to Texas, is returning to his old position. 

cd * * 

Thomas Talks on “Industry Building West.’—At the 
Wednesday morning breakfast of the Long Beach 
Chamber of Commerce, July 26, in the Empire Room 
of the Hilton Hotel, the speaker was R. A. Thomas, 
general manager of the Grimes-Stassforth Stationery 
Company, who took as his subject, “Industry Building 
West.” 

Incidentally, Mr. Thomas says that business in the 
store is holding up well, better even than last year, 
and that post-war plans are already being made. 

* * * 

Grimes Still in Africa.—Car] Grimes, Jr., who is still 
in East Africa with the Air Force Intelligence Service, 
recently was given an airplane trip to a Red Sea resort 
which is maintained for service men, where he spent 
about a week. The trip was given him at the conclu- 
sion of six months’ service, the thought being to break 
the monotony. 

ok ak * 

Lieutenant Anderson Awarded Purple Heart.—Lieu- 
tenant Raymond E. Anderson, son of Ray E. Anderson, 
proprietor of Business Appliance Company, Los An- 
geles, has been awarded the Purple Heart for bravery 
in service. Lieutenant Anderson, who went overseas 
last December, has been serving as a pilot on a troop 
transport carrying paratroopers. He served in North 
Africa, Sicily, and took part in the invasion of France. 
Wounded in the invasion, Lieutenant Anderson is now 
in a rest home in England. The parents were notified 
in a letter written by Lieutenant Anderson himself, a 
fact which indicates to them that the young man is 
making a good recovery. 

oa a * 

Straight in England.—A letter from Richard Straight, 
formerly of Vroman’s Office Equipment Store, Pasa- 
dena, to his wife states that he is now in England. 
Mr. Straight states that he was not in the invasion 
but that he could give no detailed facts about his sit- 
uation other than that he is perfectly all right. 

* * * 


Don E. Squires Visits Los Angeles.—Don E. Squires, 
formerly in charge of Air Force Government work for 
Remington Rand, Inc., in Los Angeles, now in the head 
office of this department in Dayton, Ohio, recently 
flew out to Los Angeles on an inspection trip with 
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A man’s “standing” in business 





is reflected by his office desk 























- are many ways in which a man reflects 
business success... car... home... club 
but none quite as dramatically as the business 
office in which he spends so much time. Yes 
. .. More and more men are beginning to en- 
joy the extra beauty, comfort and stimulation 
that stems from a well appointed business 


office. 


Every office is built around a desk . . . it is 
the hub of activity .. . it is the one unit in the 








picture that gives a dynamic quality to the 
business man's efforts. The trade renders a 
real service when it suggests an office interior 
complete with the most modern type of desk. 
Besides furnishing the ultimate in efficiency, it 


offers an excellent "boost" to morale. 


INDIANA DESKS are designed and built to 
lend extra appeal to this dramatized selling by 
the trade. 














INDIANA DESK CO. 

















JASPER, INDIANA 
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RECORD STORAGE BOXES 


THE NATIONAL STANDARD FOR ECONOMICAL RECORD STORAGE 


“ 





STOCK SIZES 





For over 25 years Liberty Boxes have been the leader in the field 
and now they are living up to this same high standard in thou- 
sands of war plants where efficiency in the handling of records is 
a must. These plants, in searching for the “best” of ev erything 
to help keep production at a peak, insist on Liberty Boxes. 


This demand, on the part of war plants, coupled with the very 
real shortage of corrugated fiber-board and labor has put a strain 
on our production facilities the like of which we have never ex- 
perienced ... but we are filling orders as fast and as best we can. 


Please assure your war plant customers the priority service they 
are entitled to receive by cooperating with us in putting the fol- 
lowing information on all orders: 1. Customer’s name, 2. Custom- 
er’s Address, 3. Customer’s Priority rating, 4. Customer’s per- 
centage of War Work, 5. Send individual order for each customer. 


HERE ARE JUST A FEW OF THE MANY WAR PLANTS USING LIBERTY BOXES 


Allison Division— General Motors Corp. 
Fairchild Engine & Airplane Corp. 
American Optical Company 
Kaiser Company, Inc. 
Hercules Powder Company 
Consolidated Stee! Corporation 
Phelps Dodge Corporation 
Foote Bros. Gear & Machine Corporation 
E. 1. DuPont de Nemours & Co. 
Houston Shipbuilding Corporation 
U. S. Naval Ordnance Plant 
Studebaker Corporation, Aviation Division 
Douglas Aircraft Company 
Allis-Chalmers Mfg. Co. 

Radio Corporation of America 
Nash Kelvinator Corporation 
Continental Motors Corporation 
Edward E. Budd Mfg. Co. 
Harring Hall Marvin Safe Co. 
Emerson Electric Mfg. Co. 
Waltham Watch Co. 
Consolidated Vultee Aircratt Corp. 


Dodge Chicago Plant. 
Pennsylvania Shipyards, Inc. 
Bell & Howell Co. 

Tubular Alloy Steel Co. 
Borg-Warner Corp. 

McQuay Norris Mfg. Co. 
Western Cartridge Co. 

Zenith Radio Corp. 

Galvin Mfg. Co. 
Aluminum Company of America 
Glenn L. Martin Co., Aircraft 
Bellanca Aircraft Corporation 
American Can Company 
AC Spark Plug Division— G. M. C. 
International Ceilucotton Products Co. 
Aviation Engine Plant—Buick Motor 
Inland Steel Co. 

Baldwin Locomotive Works 
General American Tank Car Corporation 
Browne & Sharpe Manufacturing Co. 
Kingsbury Ordnance Plant 
Carnegie-lilinois Steel Corporation 
Stewart-Warner Corporation Owens-Illinois Glass Co. 

R. G. LeTourneau, Inc. Hoosier Lamp & Stamping Corp. 
Dow Chemical Company 


Established 1918 
BANKERS BOX COMPANY 


536 SOUTH CLARK STREET 
CHICAGO 5, ILL. 
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NOW IN PRODUCTION 





ALL-STEEL 
PRE-WAR 


STAPLERS 


Again, Ace is in position to put in production three of 
its most popular models, the Pilot, Scout and Clipper. 
These all-steel, pre-war machines are built by the same 
precision engineers and skilled workmen that have 
made Ace Staplers the finest money can buy. Their 
ruggedness, long-life and easy, dependable operation 
have won the confidence of those who appreciate and 
demand the best in stapling equipment. Shipments 
made to those qualifying with proper priority ratings. 


CLIPPER 
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CHICAGO 13 


ACE 
3415 NORTH ASHLAND AVENUE e 






BRIGHT 


Wartime regulations have imposed severe restrictions on our out- 
put, on our materials and availability of labor—all of which have 
proved a severe handicap to our ability to serve our many good 
customers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times. 


Sorry. No BRIGHT catalogs available. Present conditions make it 
inadvisable to publish another until the war is over. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 
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officials of Patterson Field, Dayton. While in Los An- 
geles the group was entertained by trips to the studios 
and other places of interest. 

* + * 

Remington Rand Boys Probably Now in Action.— 
D. C. Walker, manager of the Los Angeles branch of 
Remington Rand, Inc., states that he recently has re- 
ceived letters from two former employees of this 
branch who probably by now are in active service in 
two different theaters of war. One letter from Captain 
Glann Donnelly came from a rural village in England. 
Since he was in an artillery division and was under- 
going intensive training it is probable that he took 
part in the invasion of France. Another letter coming 
from Lloyd Carson in the South Pacific stated that he 
was getting ready for action so it is assumed here that 
he took part in the Battle of Saipan. 

* * * 


Miles Anderson Moves to Los Angeles.—Miles Ander- 
son, who has been handling work for Remington 
Rand, Inc., in the shipyards in Portland, Ore., has 
been transferred to Los Angeles, where he is working 
in the systems research department in the Los Angeles 
office. 

Sergeant Gilbert E. Easley, another former Rem- 
ington Rand man, has recently been placed in charge 
of Army contract operations in the Los Angeles area. 
He has 20 units reporting to him. 

* * * 


Lieutenant Colonel Byles Back at Presidio.—Lieu- 
tenant Colonel Howard Byles, former Remington Rand 
employee, who has completed an assignment at San 
Bernardino where he was in charge of the personnel 
dismantling a desert training center, is now back at 
the Presidio in San Francisco. At the Presidio he 
is in charge of the training of officers who in turn 
will have charge of demobilization activities. 

* * * 

Houser Returns from Eastern Trip.—A. C. Houser 
of the Columbia Salesbook Company, has returned 
from a five-weeks’ trip to the East. He visited in Chi- 
cago and in New York. At the former city, in company 
with M. L. Shucart, Los Angeles, Mr. Houser visited 
the office of OrricE APPLIANCES and signed the Guest 
Book. He visited the plant of the C. E. Sheppard Com- 
pany, Long Island City, N. Y., and was greatly im- 
pressed with the work being done in the matter of 
post-war planning. Mr. Houser is now wholesale dis- 
tributor of Aico products for G. J. Aigner Company, | 
Chicago. 

* * *~ 

Aldine Boys in Active Service.—Three more Aldine 
Printing Company, Los Angeles, boys are now in | 
active service. Lieutenant Robert Blumenthal, son of | 
Arthur Blumenthal of the sales force, is now with 
the 20th Air Force in Europe as a navigator, and 
has recently been recommended for the Air Medal 
with Oak Leaf Cluster. 

Gilbert Feinstein is now on his way overseas with 
the Army Engineer Corps, handling publicity. 

Norris Hambly, son of Earle P. Hambly, manager 
of the store, has been in the South Pacific since early 
June. He is a seaman, second class. 

Miss Marcia Goodman, who has been working full 
time, is now attending the University of Southern Cali- 
fornia while working only part time at the store. Miss | 
Ruth Johnson who was helping at the store returned 
August 1 to a teaching position near Hibbing, Minn. | 

. * cs 


Aldine Gives Trophies for War Bond Purchases.— | 
A window full of war trophies featured the period 
of the Fifth War Loan drive in the store of the Aldine 
Printing Company, Los Angeles, and one of these 
was given free to any customer coming in who could | 
present a War Bond purchased since July 1. At the 
close of the original period of the bond drive only 
two trophies were left and these were too big to be 
carried out of the store. One of these two was a wing | 
of an airplane pierced with many bullets. The trophies | 
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Millions of loose-leaf records accumulating in our war plants must 
be kept for future reference. Liberty Storage Binders, an eco- 
nomical binder for storing such records safely, are still available. 
You have a greater market than ever before—and strange as it 
may seem—the merchandise for supplying such a market. Liberty 
Storage Binders are made of tough Masonite presdwood with 
strong levant grain fabrikoid hinges. 20 Stock sizes. Also avail- 
able on special order in any size with any punching. Furnished 
with two Chicago Screw Posts in 1", 119", 2”, 3”, or 4” length. 


Write today for complete details, 


LIBERTY STRING BINDERS 
AVAILABLE IN ANY QUANTITY 


Liberty String Binders cannot be 
surpassed as the ideal method for 
packaging small forms such as 
Sales Slips, Vouchers, Checks, 
Tickets, Deposit Slips, Bills, 
Time Cards, etc. 

Liberty String Binders are made 
of quality jute manila with ten- 
sion button and cord attached. 
Style A—1 button; Style B—2 
buttons; Style T with right or 
left hand tab for indexing. Made 
to order, any size, any quantity. 
Low in cost. 

A QUICK OVER THE COUNTER 
SELLER 
SPECIAL UTILITY SIZE 
STYLE RBS 2” x 3” 
Retails at $13.00 Per M. 


Write for complete details 
and prices. 


Established 1918 
BANKERS BOX COMPANY 


536 SOUTH CLARK STREET 
CHICAGO 5, ILL. 
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ATTENTION 
STATIONERS 


VA TYPEWRITER & 
BOXED PAPERS 


EAGLE-A 


Sale hee BONDS - ONION SKINS 
te contents MIMEOGRAPH - MANIFOLD 
“PRINTED COPY “- MANUSCRIPT COVERS 
BRIEF FOLDERS 
PLAIN aad LEGAL RULED 


“Write for information to 


AMERICAN WRITING PAPER CORPORATION 


HOLYOKE, MASSACHUSETTS 








VICTORY MODEL 
COPYHOLDER 


The RITE-LINE Copyholder is now available in non-critical 
materials and can be sold without priority. It is a small 
self-contained unit that can be placed anywhere inde- 
pendent of the typewriter. It guides the eye of the typist 
along the line she is copying. Prevents errors. Speeds 
production. Price U.S.A. $11.85. A few exclusive territories 
still available. Send for folder. 


RITE-LINE SALES CO., INC. 
101 Park Ave., New York 17, N. Y. 


ITE-LINE 


Reg. U. S. Pat. OR. 


COPYHOLDER 





The war still makes it 


} Sy impossible for us to 

1\ supply you with 

Hh i, Ehrlich fine leather 

i) upholstery . . . Sorry 

# . we'll all just have 

key to wait until the 
A victory is won. 








EHRLICH UPHOLSTERY WORKS 


520 West 43rd St. . New York, N. Y. 
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In the process of manufac— 
ture, an Inkograph passes 
through many more operations 
than any other fountain pen, 
and every necessary operation 
is rigidly inspected before 
proceeding to the next. 


Tolerances are held as 
closely as five tenthousandths 
of an inch which exemplifies 
the precision with which an 
Inkograph is made. 


Proper care and filling of an 
Inkograph, as explained in the 
instruction sheet accompanying 
every pen, will assure many 
years of lasting service and 
satisfaction. 


Be sure every Inkograph 
&; purchaser is given this 
fe instruction sheet. 


Inkograph Co., Inc. 
A: 200 Hudson St., N.Y.C. 





OFFICE APPLIANCES, August, 





1944 














OFF 











944 




















NON-FILLING 


Typewriter Ribbon | 


Manufactured by 


| The Buckeye Ribbon & Carbon Co. 


CLEVELAND. O., US.A 





— — 


AL a 


“Buecki’ Brand 


Specified on repeat orders by thousands 
of satisfied users, competitive in price 
and far ahead in sharpness and dur- 
ability. 


























A proud companion of our outstanding 
“Dictator” ribbon and “Raven” line of 
carbon paper. 


The Buckeye Ribbon & Carbon Co. 


Cleveland 3, Ohio 











Tell New Story 
to Old Customers 


Purpose of INSUL-AMP 
is to prevent fire from 
causing staggering losses 
by destruction of valu- 
able records stored in old 
safes and vaults. INSUL- 
AMP checks inside tem- 
perature of safe during 
fire before it reaches 
400° F.—charring point 
of paper. Releases pow- 





erful, but harmless, chem- 
ical vapor that “eats ap 


INSUL-AMP 


eat.” Dealers are mok- (INSULATION AMPLIFIER) 





ing big sales among safe $ 
owners with INSUL- 00 
AMP. PER UNIT 


BRUSH-PUNNETT CO. 
545 WEST AVE. ROCHESTER 11, N. Y. 


Makers of Sentry Floor Safes 
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POCKET SEALS oF QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 





THE NOTARIES FAVORITE 








The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 








FURNISHED IN 3 SIZES 





FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 


MEYER & WENTHE, Inc. 


Established 1854 
— Dependable Service for 87 Years 
30 SOUTH JEFFERSON STREET, CHICAGO 6, ILLINOIS 








PLACE YOUR ORDER WITH YOUR LOCAL 








MARKING DEVICE DEALER 
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DEALERS: 


Territory is 
available. 
Write for 


proposition. 







. ° Brighter Copies 
: : Longer Runs 
e Practically Odorless 
















FOR ALL 
DIRECT 
PROCESS 
LIQUID : 
DUPLICATORS| =, — 





drums 


ORDER TODAY 





AUTOCOPY, INC. 


462 WEST SUPERIOR STREET 
CHICAGO 10, ILLINOIS 









Patent No. 2,185,985 


PAPER TRIMMERS 
WORK FOR AMERICA 


NATIONAL DEFENSE COMES FIRST 


Our facilities are engaged 100% in war work. We are 
doing our part to help win the war as speedily as possible. 


When the emergency is over we will supply you with even 
finer PRECISE PAPER TRIMMERS than before, and be glad 
to care for your needs as we have in the past. 


Just now, it’s Yours for Victory. 


Procise DEVELOPMENTS CO. 


SUCCESSORS TO 


AMERICAN PHOTO LABORATORIES, INC. 
28 N. Loomis St., Chicago 7, Ili. ae 
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CARBON PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon and 
carbon proposition you can 
turn into real profit. You can 
always count on our coopera- 
tion. 


EXCLUSIVELY for 
DEALERS “*%» STATIONERS 


Complete details on request 


ALLEN & COMPANY 


DEPT. M 
11-13-15 VANDEWATER ST. 
NEW YORK 7, N. Y. 





| 


| 
| 











QUALITY 
PENCILS 
| AMERICAN MADE é 


for school, office and general use: 
colored, drawing and indelible pen- 
cils that will give maximum service 
and satisfaction on every job. 


SWAN PENCIL CO., INC. 
221-223 Fourth Avenue, New York, N. Y. 


Sas 
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consisted of shells, rifles, helmets, machine guns, shell 
cases, bomb fragments, and so forth, from Tunisia, 
Sicily, and other Mediterranean points. Earle P. Ham- 
bly is manager of the store. The trophy gifts were 
made during the final week of the drive only 


* * kK 


Former Remington Rand Man Visits L. A.—Major 
George Boyd, formerly connected with the bank de- 
partment of Remington Rand, Los Angeles, is now 
connected with the Quartermaster’s Corps in Wash- 
ington, D. C., handling accounting work, and inspect- 
ing from those headquarters quartermasters’ depart- 
ments throughout the country, was in Los Angeles in 
June, his first trip “home” since entering the service. 


* * * 


L. C. Smith Stormed in July.—The Navy and the 
Spars practically stormed the Los Angeles offices of 
L. C. Smith and Corona Typewriters, Inc., in July, 
according to C. J. Harris, manager. 

Among visitors, former employees, to come bouncing 
in were Lieutenant (j.g.) Norman Saksvig, U.S.N.R., 
who won the professional typing championship in 1938 
in a special event sponsored by the International Com- 
mercial Schools Contest in Chicago. From January to 
June, 1942, Lt. Saksvig was head of the Group Service 
School at the Naval Training Center, Great Lakes, IIl. 
He spent a few days in Los Angeles while enroute to 
San Francisco to report for new assignment. After 
winning the world’s typewriting championship back 
in 1938 he was affiliated with L. C. Smith and Corona 
Typewriters, Inc., from January, 1940, to February, 
1942, when he reported back to the Navy. While at 
Great Lakes he had charge of all yeoman and door- 
keepers, radio quartermasters, and signal management 
training. 

Florence Irene Beck, former bookkeeper in the Los 
Angeles office, and Jane Lawrence, formerly private 
secretary to Mr. Harris, both now in the Spars, recently 
were promoted to the rank of ensign. Both visited the 
offices during their leaves recently. Miss Beck is now 
stationed at St. Louis and Miss Lawrence at Charles- 
ton, S. C. 


———— Po 


NAME CONTEST FOR G-W PUBLICATION 


Globe-Wernicke’s dealer publication, the Business 
Builder, wants a new name, and is sponsoring a con- 
test to find one. A crisp new $100 War Bond is offered 
to the brainy member of the Globe-Wernicke dealer 
family who can think up the best one between now 
and August 15. 


Judges for the contest are: John A. Gilbert, pub- 
lisher of OrrIcE APPLIANCES; Don Willis, copy chief of 
Ruthrauff & Ryan, advertising agency; and Henry 
Manz, advertising director of the Cincinnati Post and 
recently-elected president of the Newspaper Adver- 
tising Executives Association. 


—?-— 2 


G-W PRESIDENT ADDRESSES CINCINNATI GROUP 

J. S..Sprott, president and general manager of The 
Globe-Wernicke Co., Cincinnati, Ohio, spoke before 
the Credit Club of Cincinnati on June 27 on the sub- 
ject, “Increasing Responsibilities of the Business Man.’ 
Active in civic affairs, Mr. Sprott is prominent in the 
local Salvation Army and was formerly a president of 
the Rotary Club.—R.C.E. 


——___—_ 9-9 


NEW OFFICE SUPPLY FIRM OPENED IN CHICAGO 


Announced early in July was the formation of the 
Consolidated Office Supply Company at 711 South 
Dearborn Street, Chicago 5, Ill. Owners of the new 
enterprise are Maurice S. Brody, Jerome R. Goldwach 
and David H. Greenberg. 
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FOUNT-O-INK 


. 


INSTANT ACTION 


Writing Sets 


business 
builders — 





Fount-O-Ink Writing sets deliver un- 
failing service. They are the quality 
line that particular people are proud to 
own. Alert dealers are featuring Fount- 
O-Ink Writing sets equipped with 14K 
solid gold points of America’s finest 
quality and workmanship . . . Choice of 
colors in brilliant Mahogany, Walnut 
and Jet. 

Many of America’s largest institu- 
tions have long used the efficient com- 
mercial type Fount-O-Ink Writing sets. 
New orders for industrial installations 


are constantly being requested. 


Our latest catalogue and 
price list will prepare you 
to meet a market eagerly 
awaiting Fount-O-Ink 
Writing sets. All items are 
available. 










GREGORY FOUNT-O-INK COMPANY 


3501-11 EAGLE ROCK BOULEVARD | 
ae’ ANGELES 41, CALIFORNIA ® 


. stab Sei aa BS 
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FULTON 
: Aarys. 
ALL-WEATHER 


STAMP PADS and INK 


are two “muggy weather” aces. Your 
trade really can depend upon both for 
consistently uniform and satisfactory 
performance, regardless of tempera- 
ture or humidity. The wood block, 
virtually indestructible . . . the ink 
fast-drying in use, yet does not dry 
out on the pad. (Note that ALL- 
WEATHER ink MUST BE USED on 
this pad; they were made for each 
other. For real economy, recommend 


BOTH, as a unit.) 














FU [TON SPECIALTY CO. 


200 FIFTH AV., NEW YORK CITY 10,N.Y. 
FACTORY AT ELIZABETH 1, N.J. 








DESK, TABLE AND COUNTER TOPS 





BOOST SALES AND PROFITS 
LOST ON RESTRICTED ITEMS 





Dealers are selling more than ever. It is used 
everywhere, and every top sells many others. 
Start new customers by placing tops on 10 
day approval, at our risk. 





PROMPT SHIPMENT AND 
NO PRIORITY REQUIRED 





SEND FOR NEW PRICE LIST 


= TANOS FOR QUAL/TY 


GRAND RAPIDS s MICHIGAN 








To Be Announced Soon... 
A NEW PATENTED 
PREMIER TRIMMING BOARD 


with several important new, exclusive features! 






Protected by 
U. S. Patent 


Premier Scores Again . . . Watch for an early an- 
nouncement and delivery date on the new Premier 
Trimming Board. We think this product will justify 
our claim to leadership in the trimming board field. 
In the meantime let us serve you with 
our present line of Premier Boards. 


Please Note: Premier Cutters sold on priorities only. 


PHOTO MATERIALS CO. 


(New Address) 


53-59 East 26th St. CHICAGO 16, ILL. 


Representatives 
Fred Deutsch, 3525 Southwestern N. kL. & K. W. ler, 1709 W. 
Bivd., Dalias, Texas— exas and Okla. Eighth St., Los ange es, Cal. 
mil Stone, 30 Chu St., R. E. Ho rter, ind il. Mich.. Ghte, 
York City, coverin Soha York. 2523 W. 109th Pi Chicago, 


S. Lichtenstein, 1228 Locust ies. 
a 


Harry Henkel, 6200 Castie Dr., 
Oakland, Cal. Philadelphia, 
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NEVER let down 
OUR QUALITY 












When war-time demands rose to 
dizzy heights, Error-No decided 
to sacrifice sales rather than let 
down on quality. Use of flimsy 
substitute materials Error-No 
felt would be a flimsy excuse to 
make sales. When Error-No re- 
sumes production soon, it will 
be an even finer all-steel, high 
quality product. 





SOM 2 7 


THE D We 










—— 


DIVISION OF THE 


HALL-WELTER CO. 


ROCHESTER 7, N. Y. 
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CARDS 
GUIDES 
FULDERS 


With Extra 
Refinements that 


Cost No More 


* * * * 


WRITE FOR 
CATALOG 


On ae 


Imperi ad 


PADRE. Ve Se 





Fores fT 














Seating 
America’s 
office workers 


CORRECTLY 


is a responsibility that 
JASPER SEATING CO. 


knows how to accept. 












OUR NEW 
REPRESENTATIVE 


in Oregon, Washington, 
Wyoming, Montana and 
Colorado: 


JAMES H. DAVISON 


Hotel Figueroa, Los Angeles 






No. 44 


with wood swivel 


Jasper Seating Company 


JASPER, INDIANA 


REPRESENTATIVES 
CHICAGO: L. H. Farber, 30 E. Congress St. Phone WEBster 3217 
NEW YORK: Office Furniture Warehouse Co., 573 Broadway 
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ai FACT, R= 
Mr. DEALER 


Yes, it's a fact that more and more ribbon and 
carbon dealers are featuring "U. S."" products 
. and it's a fact that the liberal "U. S." price 
policy gives the dealer a higher-than-average 


profit margin. 


Why not get ALL THE FACTS? Write today, 
without obligation. 


U. S. TYPEWRITER RIBBON MFG. CO. 


Filbert at Tenth Street, Philadelphia, Pa. 
Established 1895 


“A Ribbon For Every Machine” “A Carbon For Every Purpose” 











ESTABLISHED | 


a 
REYNOLDS 
EG 

REYNOLDS 


COMPANY * DAYTON, OHIO 





Complete Service for Designing and Producing .. . 
Carbon Interleaved Forms, Commercial Checks, Pay- 
roll Checks and Systems, Advertising Literature, Dis- 
tinctive Lithographed Stationery, Forms of every kind 
for Business and Industry. 

Write us regarding your needs . . . or ask our repre- 
sentative to call. 

Sales offices in most principal cities. 


PRINTERS & LITHOGRAPHERS 
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“AS SOON AS THE SUCCESS OF THE INVASION IS ASSURED” 


NAAN 


Ml 


m | 





























EQUIPMENT COMPANY 


PHILADELPHIA 11, PA. 


PEERLESS Te EL 


UNRUH & HASBROOK STREETS 


A NEW QUALITY PRODUCT 
Be sure to look tn- / 
to this systematic ihY We 
and protective fil- 4, y) / 
ing method; insures “- rs a 



























utmost safety for 


ae FILE STENCILS 


2 SIZES 4 
fer } té- 14472 








| 


for 50 and 
100 STENCILS 


20” long, 10” wide; 
index page standard 
on both sizes; produc- 
tion record page for 
each stencil allows 
space for com- 
plete informa- 
tion. 


An Active Ally 


on the 
Production Front 


MUTSCHLER’S long experience in styling and building 
SAMSON directors room and office tables for discriminating 
business men has supplied the vital “KNOW HOW” that 
enables them to produce sturdy tables fast for Uncle Sam 

. not only to serve the war winners of today, but as well, 


the peace makers of tomorrow. 
Write for complete descriptive Catalog. 


MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 


Covers are 
of heavy blue 
leatherette stock; 
pages numbered; 
spiral binding en 
ables book to lie 
flat at all times 





Send today for 
descriptive folder. 


Technygraph ce. 


TECHNY, ILLINOIS 


MIR eye Ky 
‘ LENSE HR EPR 
Ce aa athe 8 | 
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Bolens Chair Action Devices On Your Office Chair 
Lines Add Many Sales and Profit Advantages! 


- “3 
ee 


eg, 










Familiarly known as chair irons, Bolens 
Chair Action Devices are designed and 
engineered to bring the greatest work- 
ing comfort to the sitter . . . Reducing 
his fatigue and increasing his working 
efficiency, by giving him proper and 
untiring body support. From this ad- 
vanced “working use” engineering, 
your customers enjoy greater satis- 
faction from any office chairs that 
are Bolens Chair Iron equipped. It 

is this continuing satisfaction that 
brings you MORE profit and more 
sales. For your own advantage in- 
sist that your office chair lines be 


Bolens Chair Iron equipped. 


BOLENS PRODUCTS COMPANY sooty tetodah cule eee 


Chair tron Manual which contains much valuable informa- 


PORT WASHINGTON, WISCONSIN tion, write at once. We will gladly send you a copy. 


ired for Ammunition will 
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S| Cutters - a shigenett Your eset ; nase 
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a AUTOMATIC otis tint E. Washington $t., Chicago 
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offers easy-to-sell features, 
to keep up your volume... 


Both base and desk set are made of 
non-critical materials—yet you can de- 
pend on giving your customers all the 
well-known Handi-pen satisfaction, 
Choice of ivory, black or crystal glass. 
Set alone, with base, or double set with 
base (illustrated) . . . Here is the ap- 
pearance, quality, and price range you 
need to make a fast-selling item... 
Stock up for volume sales. Write for 
descriptive circulars; also ask about the 
Steeless Kleradesk. 





i Glass indestructible by 
Wood-fibre base — Peng ink acids. Set bolds 


‘two ounces of ink — Sengbusch Self-Closing Inkstand Co. 


ae FO any OOS 308 Sengbusch Bldg. Milwaukee, Wis. 





brown grained finish. 
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PERFECT 











Nae 
MA... 14... Mh Fe 
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REPRODUCTION 














Should we swell with pride like papa Duck? In 
64 years of success, literally billions of perfect 
reproductions have been made from Higgins Ink 
drawings, no matter what the process. It’s noth- 
ing that we gloat over. It’s just what you expect 
and get when HIGGINS is on the label. It’s one 
of the many reasons for using Higgins American 
Drawing Inks for every drawing. 


THE 
INTERNATIONAL 
STANDARD 
SINCE 







Higgs 


Send fora Color Card Waal rontnrnn a, 
a i sat 








HIGGINS LNA GO, ENG. 271-\ivtH stacer. proogtyn 15... 


























BILLFORM “PROCESSED” 
CARBON PAPERS 


Each sheet of Storm’s “BILLFORM PROCESSED” 
carbon papers is specially processed to make it curl 
resistant. Each sheet is therefore easier to handle. 
Each sheet lasts longer. Each sheet will MAKE new 
friends, permanent friends for you. 


The “Complete Line” 


CARBON PAPERS: Cleangrip, Whitedge, Clean Pull, Cameo, 
American, Reliance, Storms Pen and Pencil Carbons, in all 
weights and finishes. CARBON ROLLS: Tailor’s Marking. 
Photo Offset, Billing Rolls for Elliott Fisher Machines, Bill- 
ing Rolls for Burroughs Posting Machines, Register Rolls, 
Tally Rolls, Teletype Carbonized Rolls, Rolls for Ellioctt- 
Addressing Machines, Special Rolls. INKED RIBBONS: 
Stormtex, Cameo, American Reliance, Ribbons for Addresso- 
graph Multigraph, Speedaumat, etc. 
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AN INSTANT SUCCESS 


Storm Spirit Hectograph Carbon 


H. M. STORMS CO. 


561 GRAND AVENUE * BROOKLYN 16, N. Y. 
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A CHAIR 
FOR EVERY SEATED WORKER 


CRAMER 


bo POSTURE 


Chairs 


CRAMER POSTURE CHAIR CO. 
1205 Charlotte St., Kansas City 6, Mo. 





We Will Pay 
Ymert:¢ $100 


VAC LELLEI LLM AMA 


VL Ma LL 


The manufacturing resources of PRESTO Products 
are now helping to shorten the war. When Victory 
comes, PRESTO Products will be back with the latest 
improvements for postwar Stationery Store Markets. 
We are planning new products for postwar selling 
to increase Stationery and Office Supply store sales 
and help to extend further the popularity of the 
famous PRESTO Stapler and other PRESTO 
Products. 

We prefer products that can be made of metal or 
plastic. Products must have universal consumer 
appeal and sell under $10.00. IF YOU have an idea 
for such a new product, or an improved feature for 
an old product, write describing the service it is 
designed to give. 

BUY MORE WAR BONDS AND HELP SHORTEN THE WAR 


METAL SPECIALTIES MFG. CO. 


3200-08 CARROLL AVE. CHICAGO, ILL. 
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Promote the Peterson Line 
of ‘‘Coatroom” Equipment 


The Peterson line of coatroom 
equipment comprises the finest 
and most complete selection on : ne = 
the market today of all types of SSVI VY , 
garment racks and devices for A ok A 
coat rooms—wardrobes—restau- Pfr 
rants, stores, factories, shops and 
offices. The dealer who carries 
and stocks this line makes better 
profits because the Peterson line 
MOVES, it's available NOW, has 
greater profit possibilities and 
there is NO factory competition. 
You get it all. 


The NEW Peterson locker, illus- 
trated for industria! or shop ap- 
plications, prevents crowding, 
saves valuable production space 
and doubles coatroom capacity 
because it accommodates the 
clothing, lunches and miscellane- 
our gear of 12 employees in just 
5 square feet of space. It's easy 
to move, comes in convenient 
5-foot lengths to fit into otherwise 
waste space. Also double units 
(back-to-back) provide ample 
locker space for 24 people in 
every 5 running feet. Employees 
like Peterson locker room equip- 
ment because it keeps clothing 
safe, dry, sanitary and ‘'in press.’ 

A complete line of locker units, 
wardrobe racks and non-tipping 
(6 or 12 person) costumers. 

Available NOW! 


Write for Catalog and 
Dealer Proposition 


er THRE ALT 


VOGEL-PETERSON CO. 
“The Check Room People’’ 
1823 N. Wolcott Ave. Chicago 22, Ill. 














AFTER THE WAR—WHAT? 


Dealers who look ahead are making plans now. 
Here is your opportunity now—war or peace. 


SATIN FINISH 
EXECUTIVE ribtons 


Meet the maximum expectations 


of users of SILK RIBBONS 


SATIN FINISH EXECUTIVE Typewriter ribbons were 
introduced seven years ago as successful competition to 
silk ribbons for sharpness of write and maximum durability. 

SATIN FINISH EXECUTIVE Ribbons have been success- 
fully sold by enterprising dealers in competition with silk 
on the basis of equal sharpness, equal wear, something 
unknown heretofore with cotton ribbons. 

SATIN FINISH EXECUTIVE will absolutely meet your 
and your customers’ fullest expectations. It is not uncom- 
mon for users to report that their typewriters consume no 
more than two or three SATIN FINISH EXECUTIVE rib- 
bons a year. So far as we know, there is no similar 
sharp writing, long wearing ribbon on the market. 

With the increasing difficulty in securing your require- 
ments on silk, SATIN FINISH EXECUTIVE is YOUR 
OPPORTUNITY to meet all the demands heretofore sup- 
plied by silk ribbons. 

“Oldest Exclusive Manufacturers of Typewriter Ribbons 
and Carbon Paper” 


oA offe ITTLE | 


MANUFACTURERS 


1888 Factory, Rochester 8, N. Y. 1944 
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MASONITE FLOOR PADS | 24: JOHNS TABLES 


* For wood tables to fit present or post-war 
plans, specify ST. JOHNS. 


* For in spite of wartime restrictions, ST. 
JOHNS are maintaining their well-known 


FOR quality which has made them leaders in the 
furniture industry for the past seventy-six 
IMMEDIATE years. 
DELIVERY KEEP BUYING WAR BONDS 
: ecient ry ® 
™ a Ay oe 36x48 No. 24 Table Description: 
: NATURAL sah oye FB vocgany 4 oe in 
COLOR Finish. Top is 7%” thick, Legs 


21,” 
4 IN A CARTON 4,” square 





Sizes: 


27 x 48 inches 
27 x 60 inches 
30 x 72 inches 


ROUNDED CORNERS— BEVELED EDGES | §¢ Johns Table Company 


OFFICE SPECIALTY MPG. CO. | soccocc cscs 


70 EAST 125th 1 NEW YORK 365, ye. Y. Chicago Office: 666 Lake Shore Drive, Chicago 11 


New York Office: 206 Lexington Ave., N. Y. C. 























> EXPORTER 





e Published in Great Britain every three 
months this popular Journal contains up- 
to-date news of the activities of British 
Manufacturers of stationery and allied 
lines. A number of lines advertised in 
this journal, however, are not necessarily 


available for export at the present time. 


Scores of American dealers are on our 


regular mailing lists and we shall be 


pleased to send you a copy FREE each DARNELL CASTERS 


quarter if you will complete and return A N D N @) S E L E S S ¢ L D) E S 


the form below. 


SEND US THIS COUPON 


BRITISH STATIONER 


" peamual 





To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER, 

34, Bridge Street, HEREFORD, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name ..... etaiecctooa eet scctanaegeciictacanadins 
(Please attach your business card or letter-head) 
Address DARNELL CORP. LTD. 60 WALKER ST NEW YORK | 
LONG BEACH 4 CALIFORNIA 36 N CLINTON CHICAGO 
SRT OR ORC TRON OES TE TE P= 
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CAN | ‘NI we 8 MA 
Cant-Slip is in demand today to keep aging type- APS 
writer rollers in good working order. It stops  — 
paper skidding. Cant-Slip offers you a good profit 
and guarantees satisfaction. Order Cant-Slip to- 3 
day and display it. Write for free advertising aids. United States — the World — Foreign Countries 
41 Subjects — Order by Number 
@ Big Sellers at only 35c¢ each. Maps of U.S., open 32 x 22 inches; 
the World 28 x 22 inches. In folders 4% x 9% inches. Beautifully 
rinted in colors. Indexed. Gives populations. 39 other subjects 
to choose from—see below. Size 22 x 16 inches. In folders 4% x 
I | 8% inches. Attractive Display and Storage Box sent FREE with 
an order for six dozen or more. Order direct from this advertise- 
ment, or send for Bulletin M.S.4. 
GEORGE F. CRAM COMPANY, INC. 
N STA NTLY Maps, Atlases and Globes since 1867. 730 E. Washington, Indianapolis 7, Ind. 
41 SUBJECTS—ORDER BY NUMBER—35 CENTS EACH 
1 Mediterrranean and 315 East — ~ 353 ta we ag ns st 
. . y N Au > - 
Dealers everywhere are reporting increased sales » Ge ieee 317 Philippines ay slovakia and Meme!) 
’ 3 y 31s yaii }. 6. s- 30 areece an 
of Clarotype. It creates repeat sales and increases i> beads Beem 9 Sessions inthe 4, Switzerland 
profits for you. The handy dauber prevents spat- 2 i oone 321 Oceania (Southwest 361 Yugoslavia, Albania, 
tering. Feature this national leader. Write today 237 Newfoundland a oon a — 
. . ‘mt : 9 Canada ’ 367 Poland, Lit 
for liberal discounts and free advertising aids. 267 British Columbia 325 Sestane and Wales Latvia and a 7 
273 Mexico 329 Scotland . pao! ) 
215 C —s : 371 Russia (U.S.S.R. 
BOTH PRODUCTS ARE NON-INFLAMMABLE ca ie | 
287 North America s30 Weaken ee ; 
T H E Cc LA ROTY Fr E co | NC ror — 341 Netherlands, Bel- 375 Turkey and South- j 
es ° 303 Africn la Luxem- cnet Europe with : 
16-J HUDSON STREET NEW YORK a2, mY. 305 Asia 345 Sweden and Norway io” — 
309 Japan 349 Denmark and 379 India f 
311 Australia Finland 383 China v 
t 
b 
n 
__ th : oy - ° 
No. 130—“Sentinel” Ash Stand—Solid Walnut CHECK YOUR STOCK NOW! : 
; s fi 
Retails wala ae : cr 
$10.00 — Eager SC 
> Na — 
tl 
in 
pe 
ne 
ca 
it 
toc 
Ee ee 4 cie 
: (een for 
wit 
FILING 2 
FOLDERS oi 
vid 
° are continuously in demand these days and Sita 
it's smart to replace worn out folders with the 
ROLL LABELS =WARSHAW products. 3 
GUIDES They stand up remarkably well under con- fro) 
' ; ‘ 
cae chen, * ant usage and promote good will with bud 
your customers. “Bu 
REINFORCED Made on fully automatic machinery, of sound 4. 
FOLDERS paper stock, they give longer and better prot 
PROTEX service. exp: 
FINCH & McCULLOUCH [iRieguuncS Roots a 
MANUFACTURERS OF MENDING TAPE THE and 
‘MEMORY MASTERPIECES” ¥ cummen WARSHAW MBG. CO., Inc. em 
AURORA, ILLINOIS INDEX TABS 1 Main Street Brooklyn 1, N. Y. you 
RE Se LE TTR work 
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TAX FACTS 


By FRED MERISH 
° 


N FILING the annual declaration of estimated in- 

come with the Treasury Department, the individual 
office appliance retailer may base this declaration on 
last year’s income or estimate it for the current year. 
After filing the original return, you may amend it 
quarterly, but any increase or decrease in the original 
figure should be spread evenly over the remaining in- 
stallments. If you just “guestimate” your tax, you may 
court trouble because if you underestimate the levy 
more than 20 per cent the penalty is six per cent of 
the entire shortage in the estimate, but not more than 
the amount by which the estimate falls short of 80 
per cent of the tax. However, the penalty will not 
apply if the estimated tax is computed on last year’s 
income at this year’s rates and exemptions and is paid 
on time. This offers an escape from penalty but last 
year’s income may differ widely from that of the cur- 
rent year. AS a result, you may overestimate or under- 
estimate. If so, you won’t be penalized. Nevertheless, 
you must file amended returns or apply for a refund 
or credit, which may give you annoyance in one way 
or another. 

Two Ways of Computing Tax 

If you estimate the tax, you must budget your busi- 
ness operations for the forthcoming year because you 
can’t set up a tax estimate without assuming a figure 
for net profit and you can’t arrive at this result unless 
you budget all details of your business. If you rely on 
“suestimates,” you had better stick to the prior year’s 
figures so that you may not be penalized. Some dealers 
who use the budget as an integral feature of opera- 
tion have asked us if they are compelled to file these 
budgetary figures. The regulations permit you to esti- 
mate or use the prior year’s income, so it would seem 
that the dealer who budgets need not offer these esti- 
mates unless he so wishes. The income tax law, in the 
final analysis, is generally concerned with actual in- 
come and outgo and usually the penalties are pre- 
scribed when these figures are erroneously reported. 

Aside from the method used in declaring the tax, 
the necessity for budgeting is much greater today than 
in pre-war days. Many dealers still pass up this im- 
portant operating chore and we want to emphasize the 
need for budgetary preparation from now on. You 
cannot hope to do a top-flight managerial job without 
it and this applies to all dealers, large and small. 


The Advantages of Budgeting 


There are five important reasons for budgeting 
today: 

1. To help the dealer analyze his managerial effi- 
ciency after operations. You budget operations for a 
forthcoming period and then compare actual results 
with these planned estimates. 

2. To aid in preparing a forecast of tax payments. 
Now that the tax is on a current year’s basis, the indi- 
vidual dealer must pay within the year and this neces- 
Sitates estimating the tax and then settling up after 
the year for any difference. 

3. Business will experience many changes of pace 
from now on, so unless the office appliance dealer 
budgets he will be unprepared for such deviations. 
“Business as usual” is a dead pigeon these days. 

4. To give the dealer some idea of his spendable 
profit. In the post-war period, dealers will want to 
expand, modernize and promote their businesses ag- 
gresively to get their share of heavy post-war volume 
and this will require capital. If you base these invest- 
ments on income as you earn it without deducting the 
income tax for the period, you may invest more than 
you should in post-war activities, endangering your 
working capital, or “seed money.” Many businessmen 
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EVERY OFFICE HAS PROBLEMS 


that can be solved by the use of 


BERKSHIRE TYPEWRITER 
PAPERS 








grade for 
need 


There’s a_ correct 
business 


every 


EATON PAPER CORPORATION, PITTSFIELD, MASS. 














 Clcar Print 
STAMP PAD 


M2017 Kiss “it 
DP as 


pin | PARC 
HARVEST ,POS*.. 
OF NEW PROFITS 5 Rap 



























IA Sell your customers Clear Print | g& 
Pr, Wood Stamp Pads and you'll j x 
Ne never have kick backs. Made in Jones & Vv. 
4 popular sizes. Planted in wll 
right spots they result in ——_—————. | 
big crop of repeat orders. : a 
Rut ‘ 
i 1. Tests show double 
O% Ofer life of average pad. 
"AID i 2. Easy re-inking. 
i IN 10 3. Won’t warp or sag. 
4. Ink dries instantly 
on paper but never 
: a within pad. 
: > 5. Pad practically in- 
De he destructible. 
\ C Prompt shipment 
| Samples Free to Dealers 





LAPHILLIPS 
President 














INVESTIGATE 
THE MERITS OF 














ay) 
“, ROBERTS 


MODEL 95 


The Quality five action, all steel 
and nickel, Numbering Ma- 
chine. 


% Capacity for ten wheels. 


% Priced competitive to ordi- 
nary machines of four and 
less actions. 


% UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 


THE ROBERTS NUMBERING MACHINE Co. 


694-710 JAMAICA AVE. BROOKLYN, NEW YORK 


Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago, III. 


593 Market St., San Francisco 








t 


a 4, Sunt — 


MX the Lye can See — 
theres always anced for more 
COOK’S STEEL FILE SIGNALS 


No office has even begun to exhaust their myriad uses. 
Attached to file cards and ledger sheets, they segregate 
many classifications of data for instant use, facts it would 
otherwise take days to assemble. With the present paper 
work overload, their possibilities are legion. Explain them 
to your customers, using cards of actual samples (free 


on request). 


The H. C. Cook Co., 14 Beaver St., Ansonia, Conn. 


> 
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assume that investments in business betterment al- 
ways pay dividends. 

Heavy capital investments mean heavy fixed charges 
in addition to initial investments, and if this drain 
undermines your working capital, you may lose out 
on modernization and other business improvements. 

Many dealers are not considering tax as a current 
expense and they may. over-expand in the post-war 
period with unfavorable results, because they consider 
net earnings as their all to spend when these earnings 
may be much less after the tax is deducted. Remem- 
ber that ‘the returns on modernization must also be 
considered, not in terms of the net profit on Sales, 
but in accordance with the spendable profit after the 
tax is deducted. This means that your post-war pro- 
gram must pay bigger dividends than ever before to 
assure the same pocket-profit as in pre-war days. 
Because of the tremendous business opportunities in 
post-war years, dealers will get pre-war returns on 
modernization in many cases. Nevertheless, it pays to 
go into every business proposition from now on with 
your eyes open. So do not fail to estimate your tax for 
the year to come, whether you use this estimate in 
reporting to the Government or base your return on 
the previous year’s income. 

5. You can’t cost current sales without a budget. 
This is a fundamental principle of cost accounting 
that few businessmen follow because they do not un- 
derstand it. Some assume that a budget is an incentive 
to bigger sales—that by setting the goal high a bigger 
volume will be achieved. For this reason, some dealers 
who budgeted in pre-war years—and there were not 
too many of them at that—have discontinued the 
practice. They argue that they can sell all the mer- 
chandise they can get and sometimes can’t buy all 
they could sell. So, why budget? The budget, how- 
ever, is the keystone of cost control. The first consid- 
eration is the cost of getting the business and you 
set the volume at the most profitable ratio. Without a 
budget you cannot utilize real cost control. You only 
record your costs and analyze them afterward against 
prior period figures. You can’t place reliance on the 
costs of a prior period, particularly in these days 
when all elements of operation fluctuate to a much 
greater degree than ever before. This instability wili 
be with us a long time. 

Corporations need not file a declaration of esti- 


mated income and Victory Tax. 
nacelle 


“YOU CAN NEVER TELL” 


The old prediction that when a customer walks into 
your store, you don’t know from general appearances 
whether he is one who will make a dime purchase or 
whether he will turn out to be a real customer was 
aptly demonstrated at the store of Paul Anderson 
Company in San Antonio, Tex., this past month. 
G. S. Thorn, general manager, tells the story: 

“There is an old adage, ‘You never can tell,’ and we 
had occasion to believe that this month through a 
little sales experience. The other morning a gentle- 
man walked into the store. There was nothing par- 
ticularly attractive about him; in fact, he seemed like 
an average caller. 

“One of the men on the floor stepped out to wait on 
him, and he made a few casual inquiries about office 
supplies. His questions were promptly answered, and 
he was shown samples of the items in which he was 
interested. Then he made further inquiries, and more 
demonstrations were made. 

“Well, to make a long story short, that man bought 
complete furnishings for a business office, making pur- 
chases which in the end totaled $311. He gave us his 
address, and asked that they be delivered as quickly 
as possible. We checked up on his record and learned 
that he was okay, so we arranged for the delivery. It 
was made within a short time, and, when delivered, 
he gave us his check for the full amount. 

“It was an experience that we won’t soon forget. 
For, as has been said, ‘You never can tell’.”—BCR 
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AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 
‘Steel-Strong’”’ Products are sold through Stationers 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work. 


Write for liberal discounts and sales help on: 


Lead Seals 

Seal Presses 

Teller’s Moisteners 
Manual Coin Counters 
Currency Racks 
Wrapper Cabinets 


and 


Coin Wrappers 
Bill Straps 

Coin Bags 
Currency Bags 
Draw String Bags 
Metal Clasp Bags 
Night Depository Bags Sorting Trays 
Linen Shipping Tags Coin Storage Trays 

Downey Change Trays 





THE C. L. DOWNEY CO. HANNIBAL, MO. 















MAKE MONEY WITH 


























DRAWING INSTRUMENTS 
— Immediate Delivery 


CHARVOS — Amer- 
ica‘’s fastest-selling 
instrument—now 
available at dis- 
counts affording you 
worthwhile profits. 





above) includes: 6” Compass of most 


Set #814 
modern design ; with Pen and Pencil Parts and Lengthening Bar; 
6” Divider, with micrometer adjustment and tension adjustable 


(illustrated 


head; 3%” Bow Divider, center wheel adjustment; 3%” Bow 
Pencil ; 3%” Bow Pen; 5%” Ruling Pen. Screw Driver, Needles, 
Leads, and Parts. Velvet-lined 2-flap pocket-type case. 


$18.00—Maximum Trade Discount 


Set #612 contains: 6” Compass ; 5%,” Ruling Pen; 3%” Bow 
Pencil; 35%” Bow Pen; Serew Driver with Needles and Leads. 
Velvet-lined 2-flap pocket-type case. 


$10.80—Maximum Trade Discount 


Set #614N contains: 6” Compass; 514” Ruling Pen; 6” Di- 
vider with Straightening device; 3°,” Bow Divider; 334” Bow 
Pencil; 35%” Bow Pen; Screw Driver with Needle and Leads. 


Velvet-lined 2-flap pocket-type case. 


$15.00—Maximum Trade Discount 


ONE OF AMERICA’S LARGEST STOCKS OF 
DRAWING & DRAFTING MATERIALS 


MAGNIFYING GLASSES DRAWING TABLES 
X-ACTO KNIVES & SETS STEEL SCALE RULES 
PAPER CUTTERS AIRBRUSHES 

SLIDE RULES 


Send for wholesale catalogue. 
a * 
ae 
FROWN 
Bes / 





The Denariment Store of Art Materials 


67 West 44th St., New York 18, N. Y. 
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ARTHUR BROWN & BRO. 


SER 


HEADQUARTERS 


VICE 





Chicago is the Freight Hub of the United States. 
Over 1,100 cars of LCL freight are dispatched daily. 
Chicago Motor Carriers normally serve 24,000 com- 
munities every day. 43% of all Retail Stores are in 
Chicago Trading Area. 


Buy in Chicago. Save time and money. 


We are Manufacturers and Distributors of WORLD-WIDE 
Business Forms. Write for Our Illustrated Catalog. 


ASSOCIATED STATIONERS SUPPLY CO. 


Warehouse Distributors for Manufacturers 


229 So. Jefferson Street, Chicago 6, Ill. 








vee j 
s 
PULL \ fe Stock up now to meet the greater 
ef demand for Blaisdell Checking and 
a Marking Pencils with the original, 
) patented Nick and Pull* string fea- 
wsf ture. Compelling Blaisdell maga- 
</ zine advertisements are urging 
=/ thousands of potential customers to 
\J buy Blaisdell CHINA MARK. 
NI *To Shorpen— ING, “CELLOPHANE”, METAL 
ROY wick with string, MARKING, LABORATORY and 
\ * CHECKING Pencils direct from 


PULL the paper. : 
your stationer. 
(U. S. Pat. No. 1,756,953) 


Blaisdell PAPER PENCILS 


Blaisdell PENCIL COMPANY, PHILADELPHIA 44, PA. 
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Looking for the BEST Duplicating Ink? 


One that will give you a dense black color, that 
will dry quickly with a minimum of penetra- 
tion and a maximum of copies with one inking. 





Don’t look any further - Try 


Sinclair and Valentine (lo. 





and be convinced / 





Sinclair and Valentine Co. 


611 W. 129th Street New York 27, N. Y. 


Albany Philadelphia Dayton New Orleans Detroit 
Baltimore Chicago Charlotte Cleveland Nashville 
New Haven Boston Birmingham Dallas Kansas City 















WITH VERNIER 
CALCULATES ITS OWN ANGLES 





areal 
rae ELUTE OR 





REVOLVES FULL 360° 
AXIS REMAINS CONSTANT 







ENGINEERS 
DESIGNERS 
NAVIGATORS 


SURVEYORS 
MACHINISTS 
ARCHITECTS 
MAP MAKERS 
2 LAWYERS 4 
ARTISTS 
TOOL DESIGNERS 
TITLE SEARCHERS 
MATHEMATICIANS 





TOOL DESIGNERS MACHINISTS 


LAWYERS TITLE SEARCHERS 





CARDINELL CORPORATION 


x MONTCLAIR, NEW JERSEY x 
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CLEANS TYPE 


. . 
The cleaner fuid isin the With a whisk of a brush! 
bottle-handle. It flo 
through brush when lee 
push the button. In a 
jiffy, type is clean. No 
mess. No fuss. No waste. 


Hundreds of firms use 
Speed-Mo type cleaning 
brush. 


RIVET-O MFG. CO. 
96 Jason St. 
Orange, Mass. 


SPEED-MO 


FOUNTAIN BRUSH 














ee 


® ? rey ‘ ary 
’ ° tilimatuubut ? Lid J 
“oT nytt 


(ca AA 
FOR ENGINEERS, NAVIGATORS, 
MATHEMATICIANS, STUDENTS 





























- 
: 
: 
: 


Pocket size, 114x612 inches—made of white opaque 
cellulose nitrate. Accurate, convenient; much in de- Lists at 
mand among field men. No matter what standard 
slide rule you sell, be sure to have “CUB” on hand 
at all times. Order three dozen (standard package) 4 


to start this profitable item to work for you. 


HAROLD P. REINKE AND ASSOCIATES 
2140 North 77th Ave. Elmwood Park 35, Chicago 








SN \Nptal M7 


— 


wll / 


DISTINCTIVE FURNITURE 
Royal Steel Folding Chairs 
Royal Housewares 





THE ROYAL MetTAL Mec. Co. 
175 NO. MICHIGAN AVE. 
CHICAGO 1, ILL. 














Have You 


a Friend—o- business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us the 
name, address and business and we will 
send a sample copy with our com- 
pliments. 
THE OFFICE APPLIANCE COMPANY 


600 WEST JACKSON BOULEVARD, CHICAGO, JU. S. A. 
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his Name - This Pachoge 


RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 




















MEILICKE Withholding Tax 
and Payroll Calculators 


serve war plants and all in- hag! 
dustry with fast, accurate ¢ : [tae 
calculation of all details in Wie oe Sy 
the payroll figuring, the W\- 

most important relationship 
between management and 
labor. Figured to the near- 
est half cent, clear and di- 
rect, simple and easy. 







Also make interest, discount, lum- 
ber, coal, freight and many other 
calculators. Write us about your cal- 
culation problems. 


egs | 3458 North Clark St. 
Meilicke. ystems, In * Chicago 13, Mines 















Gu NHARY —No Typewriters Now! Soon, 
uX 


we hope. 


RUT —We do have better ribbons and 


carbons—at better prices.. 


REGALRITE Carbon Papers 
REGALRITE typewriter Ribbons 
REGALRITE Adding Machine Ribbons 
REGALRITE Bookkeeping Machine Ribbons 


Samples and particulars will convince you. 


And you should try REVIVO; 


it renews platens and cleans type, amazingly! 


REGAL TYPEWRITER COMPANY 


200 Hudson Street, New York 13, N. Y. 

















\! 
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SELL LIBERTY 
WAR TAX RECORDS 


Provides for all legally required tax records under one cover, 
Federal and State Income Tax, Sales Tax, etc., plus complete 
simplified business record. The original genuine Income Tax 
Record on the market 26 years. Many thousands of users. Re- 
tails $5.00, Generous Dealer Discounts provide substantial margin. 
Order through your jobber or direct. 


Commonwealth Publishing Company 
508 South Dearborn St. * Chicago 5, Ill. 
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WITH CESCO PRODUCTS 


e VISIBLE RECORD BOOKS 


also many standard forms; now in particular demand on 
account of time saving and control features 


e PAYROLL SYSTEMS 


Strip Accounting, Peg Boards, and other time saving 
systems. 


e CATALOG AND ADVERTISING COVERS 


In demand everywhere for Post War Planning. Cash in 
oan 
on it! 


e GENERAL UTILITY BINDERS 


High Quality Sectional and Solid Post, Prong, Permanent 
Transfer and Ring Binders, Ledgers and Price Books. 


Write for literature today! 





SE 
6° >> 


Cesco et 





The C.E. SHEPPARD CO., 


Quipmey 44-Ol 21%! Street,- LONG ISLAND CITY, N.Y. 











ALL OFFICE MACHINES 
BOUGHT AND SOLD 





ADDING 
CALCULATING 
BOOKKEEPING 

DICTATING 
ADDRESSING 
DUPLICATING 
TYPEWRITERS 
CHECKWRITERS 
CASH REGISTERS 
VISIBLE FILES 


J. S. MORSE 


Business Machines 
116 NASSAU ST. NEW YORK 7, N. Y. 
BEEKMAN 3-3750 
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NON-RUBBER 


Typewriter 
Keys 


e 
The SPRING’S 
the THING! 


MASTER 
SPEED KEYS 


Guaranteed for three 
years. 







335 Columbus Place 
Brooklyn 33, New York 





Speed Key Mfg. Co. 














GRIPTITE | \ 
BANDS . | 


The Permanent Successor 


to Rubber Bands 


GRIPTITE Bands are a definite need 
every office. 

They are easily applied; quickly removed 
They hold papers such as cancelled checks, 
deeds, mortgages, insurance policies, 
vouchers, and other documents neatly 
compressed. 


They are manufactured in 14 lengths— Order from sales Ristanis ay 
6" to 54" long. . write direct for sample 
They can be used over and over again. and prices 


ROCHESTER WIRE-O BINDING, 
108 MILL STREET ROCHESTER. N. Y. 






in 











ALL 
DEGREES 


SS OF 
SS HARDNESS 

















MAKERS OF THE GENUINE 


“EYE-EASE” 
PAPER 


Used increasingly in offices because it 
cuts glare, minimizes eye-strain, reduces 
errors, speeds work. 


IN BOOKS, PADS, SHEETS, FORMS 


if Ferra 




















MAGIC FLOW 


An Excellent 
Duplicating Ink 


Duplicating Stencils 


Samples and prices upon request. 


CONTINENTAL 
INK COMPANY 


3144 S. Austin Blvd., 
Cicero, Ill. 
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HONOR ROLL )igeecee | 


* PLAQUES x [=== 
A War-Time Active a 
Money-Maker 


Victory Cast Honor Rolls, the latest 
development in a _ bronze-like plaque 
made of non-priority materials, are now 
available. The demand for them in- 
creases daily. All firms having men 
in the service are your huge field. 
And we give you every co-operation 
on orders of all types. 


Send for illustrated literature. 








ae 
NATIONAL BLANK BOOK COMPANY 
Holyoke, Mass. New York Chicago Boston | 


00): 


v 
oD F&F 
ise 


DAYTON STENCIL 
WORKS CO. "chic" 














UNITED STATES BRONZE SIGN CO. INC. 


“BRONZE TABLET HEADQUARTERS” 
570 BROADWAY, NEW YORK 12, N. Y. 
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PERMA-BILT 


Sectional filing 
equipment for 
every standard 
record size. 


PERMA-BILT 
EQUIPMENT 
COMPANY 


HANNA BUILDING 
CLEVELAND 15, OHIO 
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EXPORTER 


@ Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 


BRITISH STATIONERY 





SEND US THIS COUPON 





To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER. 
34, Bridge Street. HEREFORD, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 





(Please attach your business card or letter-head) 


NN chicas ca accccaccaactetpearocilnvchbonkes nabesccon ; 
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MARKILO 
CELLULOID PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 

size; menu covers; factory record protectors; tag 

holders; bill-fold envelopes; stamp containers, etc. 

co} Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need. 
Write us for details. 






Markile Company, Mfrs. 


3633 S. Racine Ave. Chicago 9, U.S. A. 








ROLLING STORE LADDERS 
i“A" Type Ladders . Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store- 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 


Defense plants use 
Rolling Ladders. 
Send for Folder and 


prices and go after 
some of this business 











Manufactured by 


. D. COTTERMA 


4535 N. Ravenswood Ave. 
CHICAGO 40 


NEATYPE 


TYPEWRITER 
_ TYPE CLEANER 


The FINEST cleaner with 
the RIGHT cleaning brush 
, attached. Easy sales—sure 
repeats — excellent profit. 
For full information and 
samples, write 


STARKEY PAPER 
& SUPPLY CO. 


720 Delaware St., Kansas City, Mo. 




















BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passhooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 


Write for samples and prices. 
Full particulars on request. 


AMERICAN PASSBOOK CO. 


AKERS BLDG. CLEVELAND, OHIO 
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The chipped teacup of the PATRIOTIC Mrs. Jones 


No matter who the guest—Mrs. Jones 
brings out her chipped teacup with no em- 
barrassment. On the contrary, with a thrill 
of pride. 

Not very pretty, that chip. But it bears 
witness to the fact that Mrs. Jones has 
her nation’s welfare at heart. 


Mrs. Jones has given up all unnecessary 
spending for the duration. By doing without 
—she is helping to fight inflation. 

Maybe she doesn’t know all the compli- 
cated theories about inflation. But she 
does know that her government has asked 
her not to spend. 


So Mrs. Jones is: making all the old 
things do . . . not only that teacup. She’s 
wearing her clothes for another year—and 
another. She’s not competing with her 
neighbors for merchandise of any sort. 


And the dollars she’s not spending now 
are safely put away (and earning interest) 
for the peacetime years ahead. Then those 
dollars will buy things that can’t be had 
for any price today. 

If we all are like Mrs. Jones, there will 
be no inflation with skyrocket prices. If 











we all are like her, dangerous Black Mar- 
kets cannot exist. 

A chipped teacup stands for all that... 
for a sound, secure U.S. A. 





7 RULES FOR PATRIOTIC AMERICANS 
TO REMEMBER EVERY DAY 


1. Buy only what you absolutely need. Make 
the article you have last longer by proper 
care. Avoid waste. 


2. Pay no more than ceiling prices. Buy ra- 
tioned goods only by exchanging stamps. 
(Rationing and ceiling prices are for your 
protection.) 


3. Pay willingly any taxes that your country 
needs. (They are the cheapest way of paying 
for the war.) 


4. Pay off your old debts—avoid making new 
ones. 


5. Don’t ask more money for the goods you 
sell or for the work you do. Higher prices 
come out of everybody’s pocket —including 








yours. cae 
6. Establish and maintain a savings 

account; maintain adequate life in- 

surance. KEEP 
7.Buyallthe WarBonds 

you can—and hold ’em! 





Use it up... Wear it out... Make it do...Or do without 


A United States War message prepared by the War Advertising Council; approved by the Office of War 
Information; and contributed by this magazine in cooperation with the Magazine Publishers of America. 
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A COMBINATION THAT CAN'T BE BEAT 








Individually they improve the work of any stencil 
duplicator. But when used in combination with 
each other, they produce the finest possible re- 
sults—plus that added touch of perfection which 
only 40 years of experience could accomplish. 





The Most Complete Line of Duplicating Equipment 


























Starting with a few Underwood 
Sundstrands, one large grocery chain 








A bt 
now uses 4,800 














For its batch sheet and transit letter 
listings, a New York bank has pur- 
chased 150 Underwood Sundstrands 















Expense distribution is just one of 
the many uses a large electrical 
manufacturing company finds for its 


450 Underwood Sundstrands. 


Figure on an Underwood Sundstvand/ 








Faster, easier figuring saves precious _ the work sheets and don’t have to help 
minutes every hour. the fingers ‘‘pick and choose” from a 
When you figure on an Underwood multiplicity of keys, there is no back- 
Sundstrand you're figuring on a _ and-forth headswing to cause fatigue. 
machine that pays for itself as you figure. A call to your Underwood Sundstrand 
Basic principle of the Underwood representative will bring you, without 
Rise) BE 7 Sundstrand is its simple method of 10- obligation, interesting information on 
mabeyectorers wove $00 Underwood key “touch operation. With all fi- this time-saving adding-figuring 
« and in its general offices gure keys under the fingertips of one ean er 
hand, operators can quickly attain island lasilimiiadad hdiimaaiaasies 
speeds they never thought possible. Machines are available subject to War Produc- 
And because their eyes are kept on tion Board authorization. 





Save the Seconds and You Save the Day — 


Underwood Elliott Fisher Company o-oo: 


Connecticut, proudly flies the 


One Park Avenue, New York 16, N. Y. Army-Navy “E,”’ awarded for the 





Preparation of statements 
eral office work are production of precision instru 


meat packer with a 


i Typewriters, Accounting Machines, Adding- ments calling for skill and crafts- 


Makers of [ wood 
} uring Machines and Supplies manship of the highest order. . 





Underwood Sundstrands 











